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COMMERCIAL UNION GOES 
TO RESCUE OF PRINCIPAL 
COMPANY IN KOEPCKE FLEET 


Takes Over Direct Business in 
Saxony of Neptune of 
Hamburg 


ASSEKURANZ UNION FAILS 


Collapse Partly Caused by Under- 
writing Policy; Size-up of 
Situation 








Hamburg, Germany, Oct. 
Neptunus Assekuranz 
Hamburg has 


Compagnie of 
suffered severe losses 
through the collapse of its parent com- 
pany, the Assekuranz Union of Ham- 
burg, the leading company of the 
Koepcke fleet. Arrangements are now 
beiny’ made to protect the assureds of 
the Neptunus. A partial agreement has 
been completed in accordance with 
which the Commercial Union of Great 
Britain takes over the entire direct busi- 
ness of the Neptunus of Hamburg writ- 
ten in the Free State of Saxony. The 
Commercial Union is licensed in’ Ger- 
many and is writing a considerable 
amount of business in this country, espe- 
cially fire and marine. 

Although the coverage for the assureds 
of the Neptunus begins immediately they 
will not have to make any payment until 
the next annual payment day under their 
old policies with the Neptunus. In Ger- 
many fire business is usually written for 
a period of five or ten years with an- 
nual payments of premiums. Negotiations 
for the assureds in other territories are 
Pending. 


Madgeburg’s Public Buildings 


The important industrial city of 
Madgeburg had covered the fire insur- 
ance for a large part of the public build- 
Ings with the Neptunus for a heavy 
amount. The aldermen have now can- 
celled all contracts with immediate ef- 
fect and have decided to cover the build- 
Ings in question for one month with four 
other German companies, known to be 
Solvent, namely the Madgeburger Fire 
Insurance Co., the Gerling group, the 
Allianz-Stuttgarter and the Gotha Fire 
nsurance Co. 

. the situation of the Assekuranz Union 
Itself is still very involved. Whether the 
company will be allowed to liquidate or 
Whether a bankruptcy will result had not 
a yet been definitely decided at the time 
of this writing. In insurance circles in 
ermany it is feared that it will be bank- 
Tuptcy. Insurance men, to substantiate 
this Opinion, point to the figures appear- 
ig in the last balance sheet of the As- 
sckuranz Union which appeared only a 
short while before the difficulties came 
toa head. An extraordinary increase in 
matine premiums as against the preced- 
§ year is shown without a correspond- 

(Continued on Page 34) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 148 years of successful business 


operation. World-wide interests. Abso- 
lute security. 
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hi Derenvasce Excellent Service and Facilities 


PHOENIX 


Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 
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THE NEWER 
VISION 


“Life insurance enables men to live more fully, not 
merely to die more adequately.” 


ua Underwriters’ Associations and 
progressive companies all are emphasizing the 
living man’s use and enjoyment of life insurance 
and its capacity for enabling him to complete his 
life’s plans. The hearse remains in the under- 
taker’s garage, its tires flat. 


The 500 recruits whom we are bringing into 
production by January 1 will be given both the 
investment and protective conceptions of life 
insurance service, and through thorough drill in 
organized sales presentations will be enabled to 


attract the maximum number of new insurants 
ide Mis: + the newer vision. 





WM. A. LAW, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 
J. V. E. Westfall, Vice President 


THE PENN MUTUAL LIFE INSURANCE CO. 
Philadelphia 


Independence Square Founded 1847 
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F. L. MORTON OF MYRICK 
COMMITTEE MAKES ANSWER 
TO TUCKER ON EXEMPTIONS 


Says Committee Which Saw U. S. 
Treasury Officials Reported 
Accurately 


AGAINST POLICY SURRENDER 


Roger B. Hull of National Asso- 
ciation Agrees With Mr. Mor- 
ton’s Conclusions 











Following a report on Federal Estate 
Tax exemption of insurance if insured 
divests himself of interest in the policy, 
made by a special committee of the Life 
Underwriters Association of New York, 
which had secured a revision of rulings 
under Article 27, Regulations 70, and the 
publication of a criticism of that report 
written to this newspaper by Preble 
Tucker, attorney, insurance and tax ex- 
pert, a reply to Mr. Tucker has been 
made by F. L. Morton of the New York 
Life, a member of the committee, and 
one of the best authorities on taxation 
to be found in -the head offices. The 
special committee had as its chairman 
Julian S. Myrick. 


Mr. Myrick’s Letter 


Mr. Myrick has sent to The Eastern 
Underwriter a copy of Mr. Morton’s 
comments on Mr. Tucker’s letter, which 
was printed in this paper originally. Mr. 
Myrick writes: 

New York City, Oct. 20, 1930. 

Editor, The Eastern Underwriter: Under 
date of October 10, 1930, there was an 
article published in The Eastern Under- 
writer by Preble Tucker of the Union 
Central Life (C. B. Knight Agency), en- 
titled, “Can Insured Exempt Proceeds 
from Federal Estate Tax?” In that ar- 
ticle Mr. Tucker took issue with state- 
ments made by me at the Toronto con- 
vention on this point. 

Attached you will find a memorandum 
replying to Mr. Tucker’s contention, pre- 
pared by F. L. Morton of the New York 
Life, in which he sustains the report of 
the committee which went to Washing- 
ton to interview the Treasury officials. It 
will be recalled that I was the chairman 
and Mr. Morton and Roger B. Hull, gen- 
eral counsel of the National Association, 
were members of the committee, repre- 
senting the National Association. Mr. 
Hull has gone over Mr. Morton’s report 
very carefully and concurs with him in 
every particular. 

I am offering this memorandum for 
publication as I think it clarifies, for the 
benefit of all life underwriters, sound 
advice which may be given to their exist- 
ing policyholders as well as to their fu- 
ture policyholders. Julian S. Myrick. 


Mr. Morton’s Memorandum 


Mr. Morton’s memorandum follows: 


On October 10, 1930, The Eastern Un- 
derwriter published an article entitled, 
(Continued on Page 12) 
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An Announcement 


The Manhattan Life’s “Readjustment Period Policy” has 
already taken its place among the Company’s best sellers. We 


give below a brief outline of the policy: 


At death: a monthly income of $10 or more. This 
income can be for a period of from 5 to 20 years. 
The monthly income is guaranteed for the years 
selected regardless of when the insured dies. 


Upon expiration of the monthly income payments, a 
lump sum is paid to the beneficiary. 


Example: An applicant may apply for monthly in- 
come of $100 for a period of nine years plus a cash 
payment of $2,500 one month after payment of last 
monthly income check. 


Our new policy is truly a “Readjustment Period Policy” in 


that it is so flexible that it will meet the needs of any prospect. 





‘THE MANHATTAN LIFE INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York, N. Y. 


Founded 1850 


Tuomas E. Lovejoy, President 
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Leaders From Many Fields “lo Feature Life 


Presidents Association Meeting 


- 


Theme For Important Gathering In December Will Be “Building National Reserves 
For Human Needs;” Dr. R. A. Millikan, Celebrated Physicist; Frank B. Noyes, 
John J. Pelley, Dr. Glenn Frank, Among Speakers; James Lee Loomis Chairman 


Dr. Robert A. Millikan, celebrated 
American physicist and recent discover- 
er of a practical use for cosmic rays, will 
be among the representatives of Amer- 
ica’s great agencies for social progress, 
who will be present at the twenty-fourth 
annual meeting of the Association of Life 
Insurance Presidents, at the Hotel Astor, 
New York, December 11 and 12, to assist 
in developing the convention theme, 
“Building National Reserves for Human 
Needs.” He will address the gathering 
on “Science—The Nation’s Inexhaustible 
Reserve.” 

President Frank B. Noyes of the As- 
sociated Press; President John J. Pelley 
of the New York, New Haven & Hart- 
ford Railroad, and President Glenn 
Frank of the University of Wisconsin, 
are among other leading men of the 
country who will address the convention. 

The life insurance section of the pro- 
gram will touch on such subjects as old- 
age security, economic aspects of insur- 
ance on impaired lives, current progress 
of national health programs and invest- 
ing life insurance funds for human needs. 
The life insurance agent as a vital factor 
in the development of American habits 
essential to national progress will be con- 
sidered. This address will analyze the 
agents’ work from an entirely new angle, 
emphasizing important by-products of 

sales activities. 
James Lee Loomis Chairman 

President James Lee Loomis of the 
Connecticut Mutual Life of Hartford, 
will preside over the sessions and report 
the latest figures on this year’s produc- 
tion of new life insurance. 

_An audience representative of -the na- 
tion’s life insurance interests and from 
all sections of the United States and 
Canada is expected at the convention. 

_. Speakers and Their Topics 

lhe program of the convention, as thus 
far developed, is as follows: 

_ Theme :—“Building National Reserves 
for Human Needs.” 
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FRANK B. NOYES 
Pres., The Associated Press 












James Lee Loomis, chairman; presi- 
dent, Connecticut Mutual Life. 

“An Informed Nation a Secured Na- 
tion,” Frank B. Noyes, president, The 


“Building an American Character Re- 
serve,” Frank L. Jones, vice-president, 
Equitable Life Assurance Society. 


“Law—The Ultimate National Re- 








Chairman of Convention 





















































JAMES LEE LOOMIS 
Mutual Life 


Pres., Conn. 





Associated Press; president, the Evening 
Star Newspaper Co., Washington, D. C* 
“Building a Reserve for Old Age,” Le- 
roy A. Lincoln, vice-president and gen- 
eral counsel, Metropolitan Life. 
Address by: Glenn Frank, LL.D., presi- 
dent, University of Wisconsin. ~ 








DR. ROBERT A. MILLIKAN 
Dir., Norman Bridge Laboratory, Calif. 


serve,” C. Petrus Peterson, general coun- 
sel, Bankers Life, Lincoln, Neb. 

“Safeguarding Human Needs Through 
Life Insurance Investments,” Walton L. 
Crocker, president, John Hancock Mu- 
tual Life. 


“Science—The Nation’s Inexhaustible 














DR. GLENN FRANK 


Pres., University of Wisconsin 


Reserve,” Robert A. Millikan, Ph.D., 
LL.D., director, Norman Bridge Labora- 
tory of Physics and chairman of the Ex- 
ecutive Council, California Institute of 
Technology, Pasadena. 

“Reserves Built Through Supervision,” 
Clarence C. Wysong, president, National 
Convention of Insurance Commissioners; 
Commissioner of Insurance of Indiana. 

“Some Aspects of Canadian Life Insur- 
ance,” Leighton McCarthy, K.C., presi- 
dent, Canada Life Assurance Co., To- 
ronto. 

“Railways and Other Ways,” John J. 
Pelley, president, New York, New Haven 
& Hartford Railroad. 

“Insurance of Impairéd Lives and Its 
Economic Aspects,” Arthur Hunter, sec- 
ond vice-president and chief actuary, 
New York Life. 

“Life and Death in 1930—National 
Health Reserves, Actual and Potential,” 
Harry W. Dingman, M.D., vice-president 
and medical director, Continental Assur- 
ance, Chicago. 

General discussion. 


Many Contacts with Nation’s Life 


The activities of the men who will ad- 
dress the convention are indicative of 
broad service to society. Their many 
contacts with the nation’s life, and their 
wide experience in fields of vital eco- 
nomic value, assure the presentation of 
a vivid picture of the country’s human 
interests. 


Discoverer of Cosmic Ray 


Dr. Millikan, who is director of the 
Norman Bridge Laboratory of Physics 
and chairman of the executive council of 
the California Institute of Technology, 
recently added to a long list of achieve- 
ments in the research field his discovery 
that the electroscope, an instrument 


used for measuring cosmic radiation, will 
measure the depth of air over any part 
of the earth far more accurately than 
the barometer. 

One of three Americans thus far to re- 


Campbell Studio 
JOHN J. PELLEY 
Pres, N. Y., N. H. & H.R. R. 


Ee TEN 











October 24, 1930 








Company Executives on Presidents’ 





WALTON L. CROCKER 
Pres., John Hancock Mutual Life 


ceive the 


Nobel. prize in physics, Dr. 
Millikan has added immeasurably to hu- 
man welfare through scores of contri- 
butions to science. In 1922 he was 


awarded the Edison medal for meritori- 
ous achievement in electrical research by 
the American Institute of Electrical En- 
gineering, while in 1925, the scientific 
world acclaimed him for his amazing dis- 
covery of the so-called super rays which 
come to earth with a velocity that will 
pierce six feet of lead. The Nobel 
award in physics was conferred upon him 
in 1923 for isolating and measuring the 
electron. 

Seginning his scientific career as an in- 
structor in physics at the Academy of 
Oberlin, it is said, because his former 
Greek teacher asked him to do so, at 
the age of 28 he accepted a position as 
assistant to Professor Albert A. Michel- 
son, who had started a new department 
of physics at the University of Chicago. 
There he remained for a quarter of a 
century, leaving to do research work for 
the Army at Washington, when the war 
broke out. He assumed his present po- 
sition at the California Institute of Tech- 
nology in 1921. The American member 
of the Committee on Intellectual Co- 
operation of the League of Nations, and 
vice-chairman of the National Research 
Council, he is also known as the author 
of eleven books, and has written innu- 
merable scientific papers. 

A Romance in Railroading 


Actively engaged in a multitude of 
railroad activities for thirty years, John 
J. Pelley, president of the New York 
New Haven & Hartford Railroad, has 
had the opportunity to develop many 
contacts with industry and will bring to 
the platform not only a wealth of prac- 
tical experience with the human _ prob- 
lems attending railroading, but a com- 
prehensive knowledge of the nation’s in- 
dustrial economics. Rising from a minor 
clerical position in a country station to 
the presidency of a great railway sys- 
tem, his career is one of the romances 
in the world of transportation. 

Leaving the University of Illinois at 
the age of nineteen, he taught school, 
hut unwilling to remain idle at the close 
ot the spring term, in the summer of 
1899 he sccured a temporary position 
with the Illinois Central Railroad as a 
clerk at the Anna Station. He never 
veturned to book and blackboard. The 
mext year he was transferred to a larger 


station at Carbondale, Ill, and a year’ 


gater he gave up clerical work to become 
@ track apprentice. 
For the next ten years he remained in 





LEROY A. LINCOLN 
Vice-Pres., Metropolitan Life 


the maintenance department of the rail- 
road winning his way steadily upward 
through hard work and keen executive 
ability. In 1911, after successive pro- 
motions, he was made superintendent of 
the Fulton (Ky.) division, and four years 
later, superintendent at Memphis, Tenn. 
He was appointed general superinten- 
dent of the company’s southern lines in 
1917 and occupied that position until he 
came to the northern lines two years 
later. 

Subsequently, he was granted a leave 
of absence to work for the American 
Railway Association in its car service 
division, and served as chairman of the 
Chicago Car Service Commission. He 
returned to the [linois Central in 1923 
as general manager of the railroad. In 
1924, he became vice-president in charge 
of operations, and in 1926, he was made 
president of the Central of Georgia Rail- 
way, a subsidiary of the Illinois Central. 
His election to the presidency of the New 
York, New Haven & Hartford Railroad 
was announced on February 19, 1929. 

Career of Mr. Noyes 
Coming from the newspaper field to 


Program 

















ARTHUR HUNTER 
2nd V.-P. & Chief Act’y, N. Y. Life 





the human problems forum of the Life 
Insurance Presidents, Frank B. Noyes is 
an acknowledged leader in American 
journalism. Active in the formation of 
The Associated Press, the world’s largest 
co-operative newsgathering organization, 
he has served continuously as president 
of it for the last thirty years. Born into 
the inspiring atmosphere of a newspaper 
family, Mr. Noyes has devoted his life 
to the field of journalistic endeavor. Fol- 
lowing in the footsteps of his father, 
Crosby Stuart Noyes, who was for years 
editor-in-chief of the Washington “Eve- 
ning Star,’ he became manager of that 
newspaper in 1881 at the age of eighteen. 
He held that position until 1901, joining 
the Chicago “Record-Herald” in 1902 as 
editor. He returned to the Washington 
“Evening Star” in 1910, as its president, 
a position which he still occupies. His 
activities with the Associated Press have 
made him an international figure. As 
president of that organization, he re- 
ceived, after the war, high honors and 
decorations from many foreign govern- 
ments, in recognition of the fairness and 





Distinguished Insurance Speakers 








LEIGHTON McCARTHY 
President 
Canada Life 





Moffett 
DR. HARRY W. DINGMAN 
Vice-Pres. & Med. Dir., 
Continental Assur., Chicago 








FRANK L. JONES 
Vice-Pres., Equitable Life Assurance Soc. 





accuracy of the Associated Press reports. 
Despite his busy life as a newspaper 
man, Mr. Noyes is also active in other 
fields as evidenced by his directorship in 
a number of financial institutions. For 
years he has been a member of the board 
of directors of the Metropolitan Life. 


Editor, Educator and Humanist 


The career of Dr. Glenn Frank, who 
will represent higher education on the 
program, scintillates with his achieve- 
ments as an editor, an educator and a 
humanist. Entering educational work as 
assistant to the president of Northwest- 
ern University, following his graduation 
from that institution in 1912, his many 
abilities were not fully disclosed until 
1916 when Edward A. Filene, a Boston 
merchant, invited him to that city to 
assist in analyzing various welfare move- 
ments then being made there and else- 
where throughout the country. This was 
a position calling for keen judgment as 
well as a deep understanding of human 
problems, and for three years Dr. Frank 
worked ina field in, which he was pro- 
foundly interested. In 1919, a broader 
opportunity came in the realm of pub- 
lishing and he became associate editor 
of “Century Magazine,” accepting the 
position of editor-in-chief in 1921. In 
1925, thirteen years after his graduation 
from Northwestern University, he was 
chosen to succeed Dr. Edward A. Birge 
when the latter retired from the presi- 
dency of the University of Wisconsin. 

Dr. Frank is the recipient of many 
honorary degrees. He has lectured ex- 
tensively in this country and in Can- 
ada. During the Peace Conference at 
Paris he was one of a group, appointed 
by President Wilson and headed by ex- 
President William H. Taft, to drait a 
covenant for the League of Nations. He 
is the author of many bcoks and has 
collaborated on many others. 


Reception Committee Named Shows 
Wide Membership 


Canada, as well as all parts 0! the 
United States, is represented on the Con- 
vention’s Reception Committee, which 1s 
as follows: 


Henry Moir, New York, chairman; 
Charles S. Macdonald, Toronto, vice 
chairman; Oswald J. Arnold, Minncapo 
lis; Morgan B. Brainard, Hartford; 
William BroSmith, Hartford; Philip 
Burnet, Wilmington; Jesse R. Clark, Jr, 
Cincinnati; George I. Cochran, Los Pe 
geles; Cornelius A. Craig, Nashville ; 
ward D. Duffield, Newark; Frederick if. 
Ecker, New York; Isaac Miller Ham 
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CLARENCE C. WYSONG 
President, Nat’l Conv. of Ins. Comm’rs 


ton, Chicago; John R. Hardin, Newark; 
Ernest J. Heppenheimer, Jersey City; 
David F. Houston, New York; Fred A. 
Howland, Montpelier; Robert W. Hunt- 
ington, Hartford; Darwin P. Kingsley, 
New York; William H. Kingsley, Phila- 
delphia; Clarence B. Little, Bismarck, 
N. D.; Thomas B. Macaulay, Montreal; 
Henry M. Merriam, Springfield, IIL; 
Gerard S. Nollen, Des Moines; Thomas 
I. Parkinson, New York; Sylvan B. 
Phillips, Portland, Me.; Julian Price, 





Speaker From West 








Townsend 
C. PETRUS PETERSON 
Gen’'l Counsel, Bankers Life, Lincoln, Neb. 


Greensboro, N. C.; William H. Sargeant, 
Springfield, Mass.; Harry L. Seay, Dal- 
as; George W. Smith, Boston; Ray- 
mond W. Stevens, Chicago; Angus O. 
Swink, Richmond, Va.; Archibald A. 
Welch, Hartford; Howard §S.. Wilson, 


Lincoln, Neb.; Herbert M. Woollen, In- 
dianapolis, 


MISSISSIPPI ASS’N SCHOOL 
U i Mississippi Association of Life 
~nderwriters resumed the night school 
m Jackson, Miss. on October 20. 
if E. Babbitt, actuary. of the Lamar 
He, is educational director. The sug- 
Bested C. L. U. course will be followed. 





Arthur Hunter Replies 
To Bertrand Russell 


DEFENDS INSURANCE COMPANIES 





New York Life Chief Actuary’s Com- 
ments Are Published in October 
“Atlantic Monthly” 





Chief Actuary Arthur Hunter of the 
New York Life has written a pertinent 
reply to Bertrand Russell, the Socialist, 
whose article printed in the August “At- 
lantic Monthly” charged that life insur- 
ance companies are growing rich because 
people die less frequently than they used 
to. Mr. Hunter’s reply was published in 
the October “Atlantic Monthly.” Three 
other prominent actuaries, Henry Moir, 
president of United States Life; E. E. 
Rhodes, vice-president of Mutual Bene- 
fit Life; and John M. Laird, vice-presi- 
dent of Connecticut General, defended 
the life companies’ position in an article 
in The Eastern Underwriter of October 3. 

Here is Actuary Hunter’s reply: 

“I am very sorry to see the interesting 
article by Mr. Bertrand Russell on 
"Heads or Tails’ marred by an unneces- 
sary paragraph relating to life insurance. 
Having studied the doctrine of probabili- 
ties in my youth, and knowing the high 
intellectual attainments of Mr. Russell, 
I should have said that the probability 
of his making an error in a single para- 
graph would be expressed by a fraction 
approximating zero, but he has achieved 
nearly the impossible for him by making 
four statements, none of which is cor- 
Fect: 

Mortality Tables Up-to-Date 

“His first statement is, ‘Life insurance 
companies have generally argued that 
people will die at the same rate in the 
future as in the past.’ Nothing could be 
further from the truth. The actuaries of 
the companies keep yearly and even 
monthly records of the mortality of their 
companies, while the American and Ca- 
nadian companies in co-operation have 
produced mortality tables periodically in 
recent years. No actuary or responsible 
life insurance official has argued, publicly 
or privately, that the death rate is sta- 
tionary. 

“Mr. Russell may have in mind the 
fact that the premium rates of a num- 
ber of companies are not based on mod- 
ern tables. That is of little consequence, 
as in mutual companies the difference be- 
tween the rate of mortality experienced 
and that assumed in the calculation of 
premiums is returned annually in divi- 
dends in reduction of premiums. Mr. 
Russell is probably not aware that, prin- 
cipally owing to the improvement in mor- 
tality, the dividends in mutual companies 
have increased substantially in recent 
years. In fact, they have been larger 
than at any time in the last generation. 
The companies issuing non-participating 
policies have decreased their premiums 
from time to time so that the cost to the 
policyholder is lower than it has ever 
been. 

“Mr. Russell’s second statement is that 
as the result of the diminishing death 
rate ‘the insurance companies have grown 
rich.’ If he means that their assets have 
become enormous, he is correct; but their 
liabilities have also increased proportion- 
ately. If he refers to their surplus, it is 
restricted by law, and if it has increased 
grealy, then it benefits the policyholders 
in the mutual companies, who are solely 
entitled to the profits. 

No Fallacy As Depicted 

“Mr. Russell’s third misstatement is 
that ‘the intellectual fallacy at the basis 
of their calculations -—has not worried 
them’—that is, the officers of the life in- 
surance companies. There is no such 
fallacy. Even a tyro in actuarial matters 
knows that the mortality has been de- 
creasing, and has decreased much more 
at the younger than at the older ages. 

“His fourth statement, with regard to 
annuities, is also incorrect. Does he know 





Praise Canadian Life 
Officers’ Health Work 


GIVE FINANCIAL ASSISTANCE 





Canadian Tuberculosis Association’s Ex- 
ecutive Secretary Pays Tribute to 
Insurance Association’s Aid 





The Health Committee of the Canadi- 
an Life Insurance Officers’ Association 
is given a tribute for the work done in 
the tuberculosis field in a special report 
sent to the committee by Dr. R. E. 
Wodehouse, executive secretary, the 
Canadian Tuberculosis Association. Some 
extracts from Dr. Wodehouse’s report 
are given here: 

“To take care of this work the Mari- 
time Tuberculosis Educational Commit- 
tee was formed, composed of representa- 
tives of the governments of each of the 
Maritime provinces, the Canadian Tu- 
berculosis Association and of the Public 
Health Committee of the Canadian Life 
Insurance Officers’ Association. 

“It may be permissible at the end of 
four years’ work in this tuberculosis edu- 
cational effort to review briefly the work 
of this Educational Committee. 

“At the inception of the program, Nova 
Scotia insisted upon autonomy in con- 
trol of the program in this province and 
obtained an annual grant from the gov- 
ernment of $10,000, which we learned 
later, in July, 1929, really amounted to 
over $12,000 a year. They also obtained 
over $15,000 from other sources and by 
Christmas seal sales raised around $10,- 
000 a year. Last year, as well, Mr. Den- 
nis and others raised $7,000. I enumerate 
this total of over $100,000 new money 
made available as a result of this pro- 
gram, to show that Nova Scotia has been 
genuinely interested. 

“If the reorganization and consolida- 
tion of the health services in Prince Ed- 
ward Island are brought about during 
this last year of the program and the 
erection of the 100 beds at Kentville is 
completed, together with a children’s in- 
stitution now being advocated for Hali- 
fax, the benefactors should be pleased. 
If the 100 beds in the northern part of 
New Brunswick are actually under con- 
struction by July, 1931, it will be still 
more gratifying. This will be a fitting 
climax to the tuberculosis work carried 
out in Canada, thanks to the Health 
Committee of the Canadian Life Insur- 
ance Officers’ Association.” 





PAUL W. COOK MAKES ADDRESS 

Paul W. Cook of the A. A. Drew agen- 
cy of the Mutual Benefit Life in Chi- 
cago and author of “The Cook Book,” 
was the main speaker at the recent 
luncheon of the St. Louis Life Under- 
writers’ Association held at the Hotel 
Statler. 








that there is a different mortality expe- 
rienced among annuitants than among 
persons who hold life insurance policies ? 
Annuities are purchased by elderly per- 
sons who expect to live a long time. Life 
insurance is generally taken in youth or 
in middle life to protect dependents 
against the early death of the breadwin- 
ner. As the motive is different, there is 
a selection against the company, which 
results in a lower mortality under an- 
nuities than under life insurance policies. 

“The companies would not have been 
‘led to bankruptcy,’ as stated by Mr. Rus- 
sell, ‘if the purchase of annuities had 
been commoner than life insurance,’ be- 
cause the actuaries have based their pre- 
miums for annuities on special annuity 
tables, several of which have been pre- 
pared in recent years. The companies 
must guard against a lower mortality 
than assumed in the calculation of the 
price for annuities, while any decrease in 
the mortality in mutual companies can be 
adjusted by larger annual dividends to 
the policyholders.” 





New En 
Mid-West Conferences 


NEXT WEEK, CHICAGO-ST. LOUIS 





President George W. Smith Will Pre- 
side; Many General Agents of 
Company Will Attend 





President George Willard Smith will 
preside at the two regional conferences 
which will be held next week by the New 
England Mutual, the first in Chicago, at 
the Hotel Drake, on Monday and Tues- 
day, October 27 and 28; the second at the 
Chase Hotel, St. Louis, Thursday and 
Friday, October 30 and 31. The follow- 
ing general agents of the company’s 
Middle Western field will attend and will 
discuss the subjects indicated, the gen- 
eral theme being “How to Serve the New 
England Mutual More Effectively.” 

At the Chicago conference: Edgar C. 
Fowler, Chicago, “Upholding the New 
England Mutual Standard”; Julius H. 
Meyer, Chicago, “Finding Larger Buy- 
ers”; E. B. Thurman, Chicago, “Getting 
a Larger Share of Good Brokerage Busi- 
ness”; A. L. Saltzstein, Milwaukee, “Mil- 
waukee’s Second Fifty-Millions”; Oswin 
A. Reeves, St. Paul, “Rebuilding an 
Agency”; Richard H. Coombs, Minne- 
apolis, “Organized Sales Talks”; Clar- 
ence N. Anderson, Des Moines, “Keep- 
ing Your Organizatiof& at Work”; A. C. 
Utter, Detroit, “Training the New 
Agent”; Henry Thomas, Louisville, “Su- 
pervising the Agency Supervisor”; Earle 
W. Brailey, Cleveland, “Agency Build- 
ing Through Present Personnel’; Paul 
M. Smith, Columbus, “Building a New 
Organization”; John T. Shirley, Pitts- 
burgh, “Supervision in a General Agen- 
cy’; Ray C. Roberts, Parkersburg, 
“Good-will as an Independent Agency 
Asset.” 

At the St. Louis conference: Lloyd B. 
Van da Linda, St. Louis, “Effective 
Agency Meetings”; Isadore Samuels, 
Denver, “Building a Prospect List”; 
Frank Gentry, Kansas City, “Developing 
Influential Contacts”; Hibbert W. No- 
ble, Lincoln, “Building Good-will”; Will 
F. Noble, Omaha, “Finding and Devel- 
oping Country Agents”; Lyman E. King, 
Topeka, “Contacting with Parents of 
Minors”; Eber M. Spence, Decatur, 
“Effective Closing Arguments”; William 
H. Meub, Indianapolis, “The Influence of 
Agency Bulletins’; Guy D. Randolph, 
Cincinnati, “Cultivating the Brokers”; 
David G. Brandon, Nashville, “Advan- 
tages of a Strong Agency Personnel at 
Agency Headquarters.” 

President Smith will be assisted by the 
following members of the home office or- 
ganization: Associate Medical Director 
Harold M. Frost, M.D., Superintendent 
of Agencies Glover S. Hastings, and As- 
sistant Superintendent of Agencics 
Charles F. Collins. George L. Hunt, gen- 
eral agent at Hartford and president of 
the General Agents Association of the 
company is also expected to be present. 
Mr. Hunt was elected third vice-presi- 
dent of the National Association at the 
recent convention in Toronto. 





DIEFENDORF AGENCY AHEAD 





Brooklyn Agency’s Production Shows 
Gains Over Last Year; Fall Agency 
Meetings Attract Interest 

The Warren E. Diefendorf agency of 
the Mutual Life of New York in Brook- 
lyn is enjoying good production this 
year; the business of 1930 to date is 
$2,500,000 ahead of last year for the 
same period. 

Considerable interest is being taken 
in the Tuesday morning agency meetings. 
Some of the fall speakers have been: 
Harvey Weeks of the Central Hanover 
Bank, Bernard W. Butler of the Chase 
National Bank and Karl J. Guhne of the 
Guhne Service. The attendance at these 
meetings has been steadily increasing. 
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Trusteed Policies in 
N. J. Nearly $80,000,000 


BANKERS’ ASS’N STUDY SHOWS 
L. G. McDouall, Chairman, Trust Com- 
mittee, New Jersey Association Gives 
Results of Questionnaire 








In a recent questionnaire sent out to 
all the banks in New Jersey by the New 
Jersey Bankers Association, it was es- 
tablished that there are life insurance 
policies totaling $79,454,762 trusteed with 
the New Jersey banks that reported. 

Leslie G. McDouall, chairman of the 
committee on trust matters of the New 
Jersey Bankers Association and associate 
trust officer of the Fidelity Union Trust, 
Newark, in commenting on the results 
, obtained from this questionnaire said 
that in his opinion the remarkable thing 
about this survey was not the total of 
life insurance trust business that has 
been obtained but the fact that it has 
all been developed since 1920, the year 
the first life insurance trust was estab- 
lished in New Jersey. Since that date 
there has been a steady increase in new 
business of this type. 

Mr. McDouall pointed out in his sum- 
mary that this large sum of trusteed life 
insurance represents the utmost in es- 
tate creation and protection. Several 
hundred New Jersey families will be the 
beneficiaries of the estates thus created. 
This means that protection is being pro- 
vided for depenflent members of many 
New Jersey business and professional 
men who might otherwise leave their 
families either dependent on others or 
else forced to manage estates that they 
were unqualified, through lack of busi- 
ness experience, to handle. The life in- 
surance trust is the modern way of cre- 
ating an estate immediately through the 
purchase of life insurance, and when the 
purchaser of the insurance is gone, 
being assured of its proper distribution 
and protection. It thus combines two 
features that are essential to modern 
estate economy; first, a definite, syste- 
matic means of building an estate, and 
second, a sure means of distributing it in 
the way the donor wishes. 

Got Business With Little Effort 

With the exception of a very few banks 
there has been little effort, either 








EQUITABLE SOCIETY FIGURES 





Company’s Insurance in Force on Sep- 
tember 30 Was $7,075,000,000; Presi- 


dent Parkinson’s Comment 


A 21% increase in new annuities and 
a 4% increase in new ordinary insur- 
ance issued during the third quarter of 
1930 over the corresponding period of 
1929 is reported by the Equitable Soci- 
ety. In commenting upon the statements 
presented to the company’s board Presi- 
dent Thomas I. Parkinson stated that the 
insurance in force on September 30 had 
reached the notable total of $7,075,000,- 
000, a gain of $314,000,000 in nine months, 
accompanied by a gain in premium in- 
come of $11,000,000, and that the assets 
at the same date exceeded a billion and 
a quarter, an increase of over $77,000,- 
000 since December 31 last. After pro- 
viding for the increase in policy reserves 
due to the gain in outstanding insurance, 
and for other contingencies, the surplus 
showed an increase of over $4,000,000 for 
the first nine months. 

Commenting on the company’s new 
business for the year, President Parkin- 
son said: 

“Inasmuch as 1929 was our best year 
for total new production, any gain this 
year is particularly gratifying. Despite 
prevailing conditions people are insuring 
quite as readily as in other years. Many 
are doubtless putting out the extra an- 
chor to windward that their financial 
condition requires but I feel that the 
underlying reason for the present high 
level of -life insurance production is that 
there is a growing appreciation of it 
for investment purposes.” 


through advertising or personal solicita- 
tion, to obtain this type of business and 
wherever an effort has been made the 
results have been surprisingly good. 

The development of the life insurance 
trust movement in New Jersey has been, 
since its start, one of complete co-opera- 
tion between the life underwriters and 
the trust men. Throughout there has al- 
ways been shown a spirit of understand- 
ing between these two proponents of 
estate creation and conservation, and it 
has been largely due to this mutual in- 
terest that the insurance trust develop- 
ment has made such rapid strides. 

It is the feeling among many of the 
leading trust men of the state that the 
next ten years will see even greater 
strides made and that many of the banks 
that are just beginning to push this 
branch of their business will realize its 
possibilities and make greater efforts to 
produce even better results. 

The Committee on Trust Matters of 
the New Jersey Bankers Association is 
composed of the following New Jersey 
bankers: Chairman, Leslie G. McDouall, 
associate trust officer, Fidelity Union 
Trust Co., Newark; H. Douglas Davis, 
treasurer and trust officer, Plainfield 
Trust Co., Plainfield; Earl S. Johnson, 
vice-president and trust officer, Savings 
Investment & Trust Co., East Orange; 
Herman M. Sypherd, vice-president and 
trust officer, Guarantee Trust Co., At- 
lantic City; George Letterhouse, trust 
officer, Commercial Trust Co. of New 
Jersey, Jersey City; Harvey S. Hopkins, 
trust officer, Newton Trust Co., Newton: 
W. H. Bloor, assistant vice-president and 
trust officer, Trenton Trust Co., Trenton; 
Jay Knox. assistant trust officer, First 
Camden National Bank & Trust Co., 
Camden: William E. Hocker, vice-presi- 
dent and trust officer, National Newark 
and Essex Banking Co.. Newark; Armitt 
H. Coate, trust officer, Burlington County 
Trust Co., Moorestown. 





SEES RAPID INSURANCE GROWTH 





Robert F. Maddox, Banker, Says Possi- 
bilities for Growth Also of Trust 
Business Is Most Encouraging 

A prediction that it is not unlikely that 
the amount of life insurance now in force 
will be doubled in the next decade was 
made by Robert F. Maddox, chairman of 
the executive committee of the First Na- 
tional Bank of Atlanta, Ga., when he ad- 
dressed the Trust Company Division of 
the American Bankers Association re- 
cently at the Cleveland conference. 

Mr. Maddox said that while the $2,- 
500,000,000 in life policies now deposited 
in banks and trust companies is an enor- 
mous amount, when it is realized that it 
is but 24%.% of the indicated crop of 
more than $100,000,000,000 waiting to be 
harvested in this field of new business, 
the possibilities are most encouraging. 
Continuing, the speaker said: 

“While it has taken about seventy-five 
years to put $100,000,000,000 on the books 
of the insurance companies, with the re- 
cent growth of this business and the 
benefits of life insurance being more and 
more appreciated, it is not unlikely that 
the amount of life insurance now in force 
will be doubled in the next decade. It is 
very gratifying to know that the life 
companies are friendly to the interests 
of the trust companies in handling this 
business.” 





NOVA SCOTIA APPOINTMENT 


J. L. McDuff has been made super- 
visor for the province of Nova Scotia 
for the Mutual Life of Canada. He has 
been for the past twenty years branch 
manager of the Nova Scotia branch for 
the company. His successor in this po- 
sition will be C. Frank Worrell, who for 
the past three years has represented the 
Mutual Life in Halton County. Mr. Wor- 
rell is the only son of the Archbishop of 
Nova Scotia.’ 


Speakers Announced for 
New Jersey Conference 


IN TRENTON, NOVEMBER 20-21 





Many Life Underwriters Plan to Attend 
Trust Meeting; Roger B. Hull 
on Program 





Many life underwriters will take part 
in the two day conference of the trust 
division of the New Jersey Bankers As- 
sociation which will be held in Trenton, 
November 20 and 21, at the Stacy-Trent 
Hotel. Last year’s conference in New- 
ark was attended by more than two hun- 
dred trust representatives and life insur- 
ance men. 

Levi H. Morris, president of the New 
Jersey Bankers Association, will wel- 
come the delegates on Thursday morn- 
ing, November 20, and his talk will be 
followed by another welcoming address 
by Mayor Frederick S. Donnelly of 
Trenton. Other speakers at the morning 
session include Henry E. Sargent, secre- 
tary of the trust company division of 
the American Bankers Association, New 
York City, who will talk on “The Trust 
Business of the Nation,” and George 
Compton, of the New Jersey Banking 
and Insurance Department, who will dis- 
cuss “Problems in Fiduciary Account- 
ing.” : 

The afternoon session will open with 
an address by Robert S. Griswold, vice- 
president of the Maryland Trust Co., of 
Baltimore, whose subject is “Co-opera- 
tion with the Bir.” Other speakers of 
the afternoon will be Carl W. Fenninger, 
vice-president of the Provident - Trust 
Co., Philadelphia, who will speak on 
“Trust Investments” and Waldron M. 
Ward, of the law firm of Pitney, Hardin 
& Skinner, Newark, who will give an ad- 
dress on “Preparation of Wills and 
Trust Agreements.” A banquet will 
bring the day’s activities to a close with 
William B. Burruss of Oakland, Md., and 
Harry I. Coulomb, president of the New 
Jersey Bar Association, as headliners. 


Friday’s Sessions 


The Friday morning session will be 
devoted entirely to life insurance with 
Roger B. Hull, manager of the National 
Association, as the opening speaker. His 
topic will be “Life Insurance as it Af- 
fects Your Business and Mine.” Mr. 
Hull’s talk will be followed by a sym- 
posium, “Believe It or Not,” in which 
Louis G. Rude of the Newark agency of 
Day & Cornish, Mutual Benefit Life and 
James Edgerton, general agent at Tren- 
ton, Provident Mutual Life; William Van 
L. Taggart, manager of the new business 
department, Fidelity Union Trust Co., 
Newark, and Fred P. Gibbs, assistant 
trust officer Commercial Trust Co. of 
New Jersey, Jersey City, will give fifteen 
minute talks on their experiences. 

The afternoon session will be short, 
there being only one speaker scheduled 
to appear, Thomas J. McGrath, assistant 
trust officer, New Jersey Title Guaran- 
tee & Trust Co., Jersey City, who will 
discuss “Building Trust Business of the 
Future.” 





DOORWAY TO UNDERWRITING 

One hundred forty-five agents of the 
Northwestern National Life of Minne- 
apolis enrolled for “The Doorway to Life 
Underwriting” within five days following 
the announcement of this new ‘educa- 
tional course. Several prominent gen- 
eral agents of the company and members 
of the big ten, leading agents in the 
company’s annual production contest, are 
already enrolled for the course. 





OLDEST LIFE COMPANY 
The British Equitable, oldest British 
life company, paid for 874 life policies in 
1929 for £516,325. The company’s premi- 
um income last year was £160,701; its 
interest income £74,669. 
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G. A. Martin Director 
Of Continental Amer. 


HIS DUTIES ALSO ENLARGED 





President Philip Burnet Announces In- 
creased Responsibilities for Agency 
Vice-President 





In a communication to the agency 
force of the Continental American Life 
of Wilmington, President Philip Burnet 
announces that Agency Vice-President 
George A. Martin has been elected a di- 
rector of the company and his title will 
hereafter be that of vice-president in- 





GEORGE A. MARTIN 


stead of agency vice-president in order 
to indicate that his responsibilities are 
not limited to the agency department as 
heretofore. 

This now gives the company three 
vice-presidents: Adolph A. Rydgren, a 
Fellow of the Actuarial Society of Amer- 
ica and president of the Life Manage- 
ment Association; George A. Martin, an 
agency executive of exceptionally wide 
and successful experience; and Dr. 
Claude L. Benner, a professional econ- 
omist of note who has specialized on 
finance and business administration. 

Subject to the president, Vice-Presi- 
dent Rydgren will be in charge of the 
entire business of the company. Vice- 
President Martin will continue in charge 
of agencies and will also assist in the 
general conduct of the business. Vice- 
President Benner will advise on eco- 
nomic matters and assist with the invest- 
Ment operations, President Burnet will 
continue, as heretofore, to direct the 
business as a whole. 





RAYMOND N. HAYES PROMOTED 





State Mutual Life Board Elects Hayes 
Assistant Secretary; Takes Charge 
of Dividend Department 
Raymond N. Hayes, who has been 
cashier of the State Mutual Life since 

» has been appointed assistant sec- 
‘Tetary of the company. Mr. Hayes first 
Jecame associated with the State Mutual 
in 1914 and has served in various capaci- 
ties. He was first connected with the 
cashier’s department and was later trans- 
ferred to the title department, prior to 
an affiliation with the treasury depart- 
ment. In his new capacity Mr. Hayes 
th now taking over complete charge of 

€ company’s dividend department. His 
ackground of experience well qualifies 
im’ for the new duties. 
The new appointee is locally associated 
= a number of business and _ social 
Pao in and around Worcester. He is 
— of the Economic Club, the 
ace ange Club, the Chamber of Com- 

Tee and the American Legion as well 
4 other organizations. 
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ONE ACORN 


There was a world of meaning in 
“the 


creation of a thousand forests is 


Emerson’s reminder that 


in one acorn.” 


So, too, might the future of civilization be 
found in a small child. 


Who knows but he might be another 
Lincoln, Washington, Caesar. 


It is manifestly unjust to deny him the 
* 
right to development, at any rate. 


Fathers should be told that they can use 
LIFE INSURANCE to make CER- 
TAIN the education of children. 


The 
Prudential 


Insurance Company of America 
Home Office, Newark, New Jersey 


Epwarp D. Durrie.p, President 


























Sun Life Officials 
Witness Revolutions 


SOUTH AMERICAN DISTURBANCES 


W. M. Coville, F. B. Macorquodale and 
H. W. K. Hale Experience Some 
Thrills on Trip 





The interesting story of how three 
prominent life insurance officials of Can- 
ada encountered three Tevolutions in 
three South American countries within 
three months is told in the current “Can- 
adian Insurance.” The officials, who are 
now all back in the security of their 
offices in the home office of the Sun Life 
in Montreal, are W. M. Coville, general 
counsel; F. B. Macorquodale, superinten- 
dent of agencies; and H. W. K. Hale, 
secretary. Mr. Coville was sadly over- 
looked when the revolutions were being 
staged, for he returned early and only 
had the opportunity of seeing one. 

The Canadian paper says that the rev- 
olution which could be classed as an 
epic as far as revolutions go was the 
one witnessed last month in Argentina by 
Messrs. Macorquodale and Hale, who 
were on their way to a golf club when 
the fray started. They met parties of 
troops belonging to the regular army in 
revolt, marching on the city. The Sun 
Life gentlemen were stopped by Argen- 
tine troops known as the “Death Squad.” 
“Tough fighters all of them,” Mr. Macor- 
quodale explained—“fellows they brought 
from Corrientes who fight ruthlessly.” 

The “Death Squad” searched their 
car, finding nothing of importance ex- 
cept golf sticks and a flock of spare balls. 
They were allowed to go, and later en- 
countered a squadron of cavalry—a beau- 
tiful sight on the barrack square, but not 
so good when out looking for trouble. 
They saw the cavalry hold up a police 
station. The ten policemen decided that 
discretion was the better part of valor, 
so did not shed their blood in protecting 
the station—they merely joined the revo- 
lutionaries. 

When the army marched on the city 
they captured> the Congressional Hall. 
They improved the shining hours of the 
revolution by bringing out framed pic- 
tures of probably the “city dads.” These 
they hurled from the top windows to the 
mob below, who trampled the pictures 
under their feet. 


The Sun Life officers explain that in 
each case the three revolutions started 
with clashes between police and students. 
With the Argentine revolution, the start- 
ing was caused by a clash between stu- 
dents and “The Death Squad” in which 
two or three students were killed. The 
result was that the next day the whole 
student body was parading the streets 
calling on the president to resign, and 
soon afterwards were joined by the 
greater part of the regular army. The 
press complained that the president was 
busying himself too much with minor de- 
tails of his exalted if precarious office, 
he was too busy with the distribution. of 
jobs, and was not paying sufficient at- 
tention to the important affairs of state. 





BIG TRUST CONFERENCE 


Trust operations from all angles will 
be discussed by prominent bankers at 
the sixth mid-continent trust conference 
to Be held at the: Claypool Hotel, Indi- 
anapolis, November’ 13 and 14. The meet- 
ing is under the joint»auspices of the 
Trust Co. and National Bank divisions 
of the American Bankers’ Association. 
Joseph W. White, trust officer, Mercan- 
tile Commercial Bank and Trust Co., St. 
Louis, will discuss “The Vast Field for 
Insurance Trusts.” 





1931 CONVENTION IN TORONTO 


Next year’s conference of the Life 
Office Management Association will be 
held in Toronto, Canada. The associa- 
tion will be the guest of the Canadian 
companies. 
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January 21 Is Thrift 
Week’s Insurance Day 


PLAN FOR IT AT LUNCHEON 





Leaders in Movement Anticipate Na- 
tion-Wide Participation; Slogan Is 
“Prepare Now For Prosperity” 





Plans for National Thrift Week, Jan- 
uary 17 to 23, 1931, were discussed by 
many organizations at a luncheon given 
at the Bankers’ Club this week. Those 
organizations included life underwriters’ 
associations, building and loan associa- 
tions, professional and business women’s 
federations, banks, trust companies and 
others. John A. Stevenson, Philadelphia, 
head of the life insurance activities of 
the week, which will crystalize on Life 
Insurance Day, January 21, was _ unable 
to be present but the other thrift lead- 
ers all promised heartiest co-operation. 
Mr. Stevenson wired that definite and 
far-reaching plans were already under 
way which would be developed at the 
Life Agency Officers’ meeting in Chi- 
cago next week. Last year James A. 
McLain, vice-president of the Guardian 
Life, was chairman of the Life Insurance 
Day feature of Thrift Week. 


Hear from Hull and Wells 


Roger B. Hull, general manager and 
counsel, National Association of Life 
Underwriters, was present at the luncheon 
to tell about the part his association will 
play. He will personally be in Arizona 
during the week of January 17 and at 
Phoenix will make twelve platform ap- 
pearances and twenty radio speeches in 
three days’ time. The radio talks are 
being arranged for three different peri- 
ods each day and will be of five minutes’ 
duration. The Chamber of Commerce 
and the Arizona Life Underwriters’ As- 
sociation are jointly sponsoring this pro- 
gram. 

Another speaker was Graham C. Wells 
of Wells & Connell, New York, who has 
for years been a leader in the thrift 
movement. Mr. Wells was warm in his 
praise for Mr. McLain’s good work last 
year and predicted that having Mr. Ste- 
venson at the head of the committee this 
year assured a vigorous and constructive 
campaign. Representing the trust com- 
panies, Harvey Weeks, assistant secre- 
tary, Central Hanover Bank & Trust, 
said their co-operation would be just as 
close this year as in 1930. 

The host at the affair was Adolph 
Lewisohn, philanthropist and close friend 
of former President Calvin Coolidge, who 
has been at the head of the thrift move- 
ment since its inception. Sounding the 
keynote of National Thrift Week this 
year, “Prepare Now for Prosperity,” Mr. 
Lewisohn said that there was never a 
more favorable time than now to stress 
well-balanced thrift. 

The chairman of the meeting was J. 
Robert Stout, New York City, vice- 
chairman of the National Thrift Com- 
mittee of the Y. M. C. A,, assisted by 
John A. Goodell, executive secretary of 
the committee. 





PRUDENTIAL GROUP CONTRACTS 





Johnson & Higgins Places Group Cover- 
age on New York Investment House 
and Marine Transit Corporation 

Two New York City organizations have 
acquired group life insurance protection 
through The Prudential. They are 
Fahnestock & Co., brokerage and invest- 
ment house at No. 63 Wall street, which 
has insured 105 lives for $533,000, and the 
Marine Transit Corp., .marine freight 
contractors, with offices at No. 17 Battery 
Place, covering 73 lives for $73,000. 

The Fahnestock contract is of the con- 
tributory type, while the Marine Transit 
policy insures each worker for $1,000, 
without any cost, the coverage being of 
the non-contributory type. Both cases 
were placed through Johnson & Higgins, 
general agents in New York City. 
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Riehle Goal to Lead | 
Equitable of N. Y. Here 


AIM TOLD AT ASTOR BANQUET 





Cups Given to Max Goldsmith and Julius 
D. Freund for Leadership; W. W 
Klingman Talks 


The John M. Riehle Agency of the 
Equitable Society in the Pennsylvania 
Building, West Thirty-fourth street, New 
York, is out to beat all Equitable agen- 
cies in New York City in production in 
1931. A pledge to that effect was made 
by Theodore M. Riehle at a dinner of 
the Riehle agency given at the Hotel 
Astor one night last week. 

In addressing the agents Theodore M. 
Riehle said that the best prescription for 
success was the will to win and he had 
the assurance of the leaders of the agen- 
cy that they would leave no stone un- 
turned in helping the agency get to the 
front. Mr. Riehle said that the business 
depression was largely psychological; 
that while business was bad in some 
spots it was good in others; therefore, 
intelligent agents concentrate in places 
where insurance is needed. 

“No matter how the business pendu- 
lum is swinging there are always insur- 
ance needs,” he declared. “In fact, there 
are some people who need insurance now 
more than they ever did.” 


Campaign Against Procrastination 


The agency is making a special five- 
weeks drive which began October 20. It 
is to be a battle against procrastination 
—the procrastinating people who hesitate 
to buy insurance when they need it. They 
are striving for a $3,000,000 production 
in the five weeks. It is in the form ofa 
“Loyal Legion” with John M. Riehle, sec- 
retary of war, Theodore M. Riehle, chief 
of staff, and other persons in the agency 
serving in some “military” capacity or 
other. 

“We must insist upon hard and con- 
scientious work, intelligent planning and 
regular effort,” said Theodore M. Riehle. 

This agency has been constantly grow- 
ing and has moved up considerably in 
the honor roll of the Equitable Society. 


W. W. Klingman Talks 


W. W. Klingman, vice-president of the 
Equitable, gave an inspiring talk, and 
John M. Riehle discussed simplicity 
life insurance selling. He warned agents, 
especially new agents, from scattering 
their resources by trying to sell every 
policy in the company’s list. He advised 
them to decide what policies they shoul 
feature and stick to them. “You = 
never lose sight of the fundamenta 
needs,” he said. th 

Two agency leaders, Max Goldsmit 
and Julius D. Freund, were presente 
with cups because of their records. 





LEFT $770,000 INSURANCE 





Late Simon William Straus, Investment 

Banker, Stopped Buying Insurance 

Twelve Years Ago 

Proofs of loss on the death of — 
William Straus, chairman of the = 
of S. W. Straus & Co., investment ban 
ers, who died at the Ambassador Hote! 
New York, were furnished the ro 
nies by Lawrence Priddy on beha ws 
the estate. The amount of ine 
was $770,000, two of the policies ied 
in the Franklin Life and the Roc ms 
Life, taken out many years ag° Ww ; 
Mr. Straus lived in Illinois. Lette 
condolence from the presidents ‘ a 
companies were received by the ead 
Mr. Straus stopped buying | 1ns0r ies 
twelve years ago. All of his poll 
were ordinary life. 


RICHARD A. WILLS DIES saa 
The life insurance fraternity os i" 
Jersey learned with regret this w' 


the death of Richard A. Wills, who poe 
connected with the New Jersey gp 
of the Provident Mutual for more 
thirty years. 
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WILLIAM FITTING’S NEW POST 





Equitable Society Manager in New York 
Will Take Charge at No. 245 
Fifth Avenue 

William G. Fitting, for several years 
superintendent of agencies of the Equit- 
able Society and who has been for the 
past two years agency manager for the 
company at No. 1 Park Avenue, New 
York City, will shortly assume charge 
of the former John T. Haviland agency 
at No. 245 Fifth avenue. The agency at 
No. 1 Park avenue will be in charge of 





WILLIAM G. FITTING 


Leroy A. Miner, who relinquishes man- 
agement of the Cleveland agency. 

Mr. Fitting has been associated with 
the New York company for almost twen- 
ty-two years. He entered service as a 
clerk in the statistical department of 
the home office and was rapidly pro- 
moted. He has held several positions in 


Medical Directors Now 
Meeting in New York 


IMPORTANT TOPICS DISCUSSED 





Forty-first Annual Conference of Asso- 
ciation in Session at the Metro- 
politan Home Office 





The forty-first annual meeting of the 
Association of Life Insurance Medical 
Directors of America is now being held 
at the home office of the Metropolitan 
Life in New York City. The conference 
opened yesterday morning and was fol- 
lowed by a dinner held last evening at 
the Manhattan Club. 


Yesterday’s program was opened with 
the presentation of a paper on “Flari- 
meter Tests” by four Prudential repre- 
sentatives: Dr. Lewis F. MacKenzie, 
Philip V. Wells, D.Sc.; Dr. Edwin G. 
Dewis, and Dr. Lauritz S. Ylvisaker ; fol- 
lowed by discussion of this subject by 
Dr. Gordon Wilson of the Maryland Life 
and Dr. Harold M. Frost of the New 
England Mutual. The paper of Dr. 
Carey P. McCord of the Industrial 
Health Conservancy Laboratories of Cin- 
cinnati on “The Heart Problem of the 
Worker” was discussed by three medical 
directors: Dr. Henry W. Cook, North- 
western National; Dr. Frederick G. 
Brathwaite, Equitable Society; and Dr. 
Ross Huston, Bankers Life. 

Dr. Oscar H. Rogers, New York Life, 
spoke on “The Past and Future of Medi- 
cal Selection,” and Chief Actuary Arthur 
Hunter of the same company had a 
paper on “Borderline Risks.” Mr. Hunt- 
er’s paper was discussed by Dr. J. Allen 
Patton, The Prudential; and Dr. Augus- 
tus S. Knight, Metropolitan Life. The 
subject of “Encephalitis Lethargica” was 








the agency department and has given 
considerable attention to the Society’s 
agency organization in the New York 
metropolitan territory. 











confidential. 








MANAGER WANTED 
AT BROOKLYN 


A prominent life company that has been active in 
New York State for many years has an agency open- 
ing in Brooklyn for a man of character and ability who 
can show the necessary life insurance background. A 
personal interview will be arranged. Full information 
should be given in the first letter. 


Box 1148 


The Eastern Underwriter 
110 Fulton Street, New York, N Y. 


Correspondence 





— 











handled by Dr. Robert L. Rowley, 
Phoenix Mutual, and discussion followed 
by Dr. William M. Bradshaw, Mutual 
Life; Dr. Harold W. Dingman, Conti- 
nental Assurance; and Dr. Charles A. 
Vandervoort, Fidelity Mutual. 
Considerable attention was given to 
the paper of Dr. John W. Fisher, North- 
western Mutual, on “A Statistical Study 


of Policyholders Who Carry Large 
Amounts of Insurance.” Dr. Fisher’s 
paper was discussed by Dr. Morton 


Snow, Massachusetts Mutual; Dr. H. 
Crawford Scadding, Canada Life; and 
Dr. Faneuil S. Weisse, Mutual Life. 
The subject of aviation also came into 
the picture yesterday. Dr. Lawrence G. 
Sykes, Connecticut General, had a paper 
on “The Human Element in Aviation,” 
which was discussed by R. E. Cham- 
ber, vice-president of the United States 
Aviation Underwriters; and Dr. William 
B. Bartlett, John Hancock Mutual Life. 
“The Mortality of the Union Central 
in Southern States” is the opening sub- 


mame 


ject of today to be presented in the 
paper of A. H. Koeppe and Dr. William 
Muhlberg, Union Central Life, and dis- 
cussed by Dr. Frank L. Grosvenor, Trav- 
elers; Dr. Donald B. Cragin, Aetna Life; 
and Dr. Frank P. Righter, Atlantic Life. 
Dr. Herbert Old, Provident Mutual, 
takes up the “Attitude of Medical Ex- 
aminers Towards Insurance Companies,” 
and discussion will follow by Dr. Law- 
rence G. Sykes, Connecticut General; and 
Dr. Charles D. Alton, Connecticut Mu- 
tual. 

Dr. William G. Exton, The Prudential, 
will discuss “The Present Status of Clin- 
ical Laboratory Measurements with a 
Preliminary Note on Electro Scopom- 
etry,” and Dr. Norman R. Blatherwick, 
Metropolitan, follows with a paper on 
“Blood and Urine Sugar After the In- 
gestion of Fifty Grams of Cane Sugar 
Preceded by a Regular Meal.” 

“The Determination of Non-Protein 
Nitrogen in Blood and Its Relation to 

(Continued on Page 16) 











CYLINDER HEAD 


The design of the cylinder head shows that the engineers responsi- 
ble have applied the lessons learned during years of experience 


and research. 


- 


The development of a powerful motor is not dissimilar to the 
organization of thinking and performing in a great Agency. 


Facts, methods, instincts, feelings and emotions properly balanced 


has been our aim. 


OUR MANPOWER MOTOR PAID FOR THIRTY-FIVE 


MILLION LAST YEAR. 


You are invited to visit our plant— 


J. ELLIOTT HALL AGENCY 


Penn Mutual Life Insurance Company 
50 Church Street 


New York 
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President Ecker Sees Greater 
Prosperity Than Ever Coming 


Metropolitan Life Chief Executive’s Views on the Current 
Business Situation Are Given in Syndicated 
Newspaper Interview 
Extracts Reprinted by Permission of the North American Newspaper Alliance 


An era of better times—better than 
ever before—is coming, according to 
President Frederick H. Ecker of the 
Metropolitan Life, whose prediction was 
given in a copyrighted article in last 
Saturday’s edition of the New York 
“E vening World.” President Ecker said 
that no person who has been through 
previous periods of this country’s indus- 
trial depression need be pessimistic in 
his outlook for the future. 

Here are some extracts from Mr. Eck- 
er’s statement, which was syndicated : 

“It is true conditions in many lines 
of business have seemingly been unfavor- 
able, but most of the comparisons are 
made with the peak year of prosperity 
and not with the average and normal 
year. When we compare the volume of 
business now being done with that of no 
longer ago than 1928, we are not as badly 
off as some think. Granting that busi- 
ness progress in the sense of sales has 
not shown the increase in many indus- 
tries that was expected in view of the 
previous records from year to year, the 
fact remains that the industrial structure 
of the country is sound. 

“How soon we will emerge from the 
present slump is hard to say. But emerge 
we will. Business men of long experi- 
ence can look back on the periods of 
depression in 1903, 1907, 1914 and 1921 
and realize that in each case the country 
went on to greater prosperity once bus- 
iness actually struck its stride again. I 
believe that history will repeat itself and 
that we have coming another era of bet- 
ter times—better than ever before. 

Signs Encouraging 

“T have been through other times as 

bad or worse than those we have been 








A. L. SALTZSTEIN’S ANNIVERSARY 





Milwaukee General Agent of New Eng- 
land Mutual Completes Thirty Years 
in Position Tomorrow 


A. L. Saltzstein, general agent of the 
New England Mutual at Milwaukee, will 
celebrate tomorrow the completion of 
thirty years in his present position. An 
agency meeting will be held followed by 
a dinner, at which President George Wil- 
lard Smith will be guest of honor. 

Mr. Saltzstein has made a highly suc- 
cessful record in life insurance. When 
he took over the New England Mutual 
agency in 1900, the insurance-in-force 
was less than $1,000,000. In the thirty 
years that have elapsed, $70,000,000 of in- 
surance has been issued of which more 
than $50,000,000 is now in force. 

The Milwaukee general agent was 
greatly pleased recently by the return 
to the agency of his son, Jerome C. Saltz- 
stein, who was executive head of the De- 
troit Life. Another son, Sidney C. Saltz- 
stein, has been almost continuously with 
his father since he entered business. 
Both sons are graduates of the Sheffield 
Scientific School of Yale University. 


experiencing during the last year, and 
while I would hesitate to predict just 
when we will have a decided turn for 
the better, I am confident that increased 
prosperity is on the way. Certain re- 


- ports already show signs that are en- 


couraging to many business leaders. 

“We have been suffering from the 
aftermath of overproduction and general- 
ly unfavorable business conditions in the 
world. Now that inventories have, in 
many cases, been greatly reduced there 
should be a pickup in sales sooner or 
later. Once it comes business in general 
will be stimulated. 

“When everything is said and done 
the American people will not lower their 
standard of living. They have become 
accustomed to such service and comforts 
that they will be unwilling to return to 
a lower standard. Condition of Ameri- 
cans is being constantly improved re- 
gardless of temporary industrial setbacks. 
Every time the standard of living is bet- 
tered the people of this country reap a 
direct benefit. Instead of any lowering 
in the standards of living I am confident 
that there will be a constant and a 
healthy growth in this respect. New re- 
serves of capital are built up in such 
times as these and a sound structure is 
being created for the prosperity that is 
most certain to come.” 





15 YEARS IN LIFE INSURANCE 


M. R. Nyman, vice-president and gen- 
eral manager of the White & Odell 
agency, Minnesota state agents for the 
Northwestern National Life, completed 
fifteen years of service with the com- 
pany October 15. Mr. Nyman, a large 
personal producer, holds the distinction 
of having been the leader of the first 
big ten in 1927 in the company’s annual 
convention contest. 





SOUTHEASTERN’S ANNIVERSARY 
Southeastern Life of Greenville, S. C., 
is celebrating its twenty-fifth anniver- 
sary. On the recent anniversary day 
thirty-four employes of the company 
took out $53,500 additional insurance. 


National U. S. A. Agents 
In Regional Meeting 


GATHER AT SAN_ FRANCISCO 





President R. D. Lay and Vice-President 
W. E. Webb Among Home Cee 
Executives Present 





The National Life U. S. A. of Chicago 
held its second regional convention last 
week in San Francisco, among those 
attending from the home office being 
President Robert D. Lay and Executive 
Vice-President Walter E. Webb. The 
meeting was attended by agency man- 
agers and qualifying agents from all the 
Pacific states. 

The principal addresses were made by 
President Lay and Vice-President Webb 
and the occasion served also as a cele- 
bration of the sixty-second anniversary 
of the company. Others taking an active 
part were Supervisors of Agencies Stan- 
ley N. Randolph and Wilford C. Brinley. 

President Lay congratulated the field- 
men on their production. for the first 
nine months of the year in view of the 
general business conditions. Mr. Webb 
outlined the recruiting and training work 
of the company. Others who took part 
in the program were A. B. Combes of 
Oregon; Colonel H. Lester Archer, San 
Francisco: Dwight R. Brooks, agency 
manager, Los Angeles; Allen A. Mandy, 
agency manager, Santa Ana: George 
Neale. agency manager. San Diego; S. 
P. Wiley of San Francisco; George W. 
Combes, Oregon; Jack Coulson, Oregon; 
W. D. Smith, San Francisco. 

A feature of the meeting was the ban- 
quet of the $100,000 Club presided over 
by Vice-President Webb. 





PITTSBURGH TRUST TALKS 

The Peoples-Pittsburgh Trust Co. has 
announced another popular course in 
trust functions and the development of 
the life insurance trust for the fall and 
winter of 1930. Gwilym A. Price is vice- 
president and trust officer of the com- 
pany, a recognized authority on life in- 
surance trusts. The course will be given 
nine Thursday evenings, commencing 
last night. 





WIN EXAMINATION HONORS 


The Brooklyn National Life Insurance 
Co. announced this week that two of its 
employes had won honors in the Anril 
examinations held by the Insurance So- 
cietv of America, life division. Lester 
E. Beardslee, Jr., of the reinsurance de- 
partment. was awarded first prize while 
second place was earned by William R. 
Reardslee. assistant to Vice-President 
Ben S. Graham. 





FRONT WHEEL 
DRIVE— 


The value to an automobile of 
the front wheel drive is well 
known—its value to a salesman is 
not so well known. A company 
that pulls its men along instead of 
pushing them offers a front wheel 
drive for their salesmanship. Fi- 
delity is such a company. 

Its lead service and Low Rate 
policies make selling easier. It of- 
fers a_live-and-let-live contract 
backed by more than half a cen- 
tury of fair dealing. It is finan- 
cially solid and operates in thirty- 
nine states, including New York, 
on a full level net premium basis. 
It has over $422,000,000 insurance 
in force. 


A front wheel drive com- 
pany that pulls rather than 
pushes. 

Openings available for the 
right men. 


The Fidelity Mutual 


Life Insurance Co. 


Philadelphia 
Walter LeMar Talbot, President 











METROPOLITAN LIFE TRANSFER 
The staff of the Metropolitan Life Pa- 
cific Coast head office has been enlarged 
by the arrival of Assistant Secretary 
Louis J. Schmoll, who has assumed man- 
agement of the ordinary department. Mr. 
Schmoll has been connected with the 
company’s Canadian head office. 





BUFFALO DINNER 

The Buffalo Life Underwriters’ Asso- 
ciation held an evening dinner on Oc- 
tober 23 in the Central Y. M. C. A. in 
that city. Leon Gilbert Simon of New 
York University spoke on “Life Insur- 
ance and Its Relation to Business.” This 
began a series of evening meetings which 
will replace the former luncheons. 
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“Business is Business’ 


OME years ago it was thought that Big 
Business had to be hard-hearted in order 
to be successful. Today, 


due to the needless loss of lives. _When these 
lives of valuable workers are sacrificed, their 








—— families suffer and the cities 








people know better and 


in which they live are made 





employers have learned that 
they get more faithful service 
and are more successful if 
their employees are con 
tented and healthy. 


Today we take comfort in 
the assurance that medical 
and health scientists, philan- 
thropists and humanitarians 
have the solid backing and 
support of the biggest busi- 
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If you live in a city which 
wants to reduce its death- 
rate, your city’s business or- 
ganization (Chamber of Com- 
merce or Board of Trade) may 
obtain the active cooperation 
of America’s greatest business 
organization, the Chamber of 
Commerce of the ‘United 











ness men in the country. 


2 





States. 








And, modestly, Big Business 
gives as its reason for lending 
its powerful, invaluable sup- 
port — “business is business.” 
Cities which have promoted 
and are promoting far-sighted 
health programs are reaping 


FIRST PRIZE WINNERS 


in the Inter-Chamber Health Conservation 
Contest held under the auspices of 
THE CHAMBER OF COMMERCE 

OF THE UNITED STATES OF AMERICA 


MILWAUKEE, WISCONSIN . . CLASS 1 
Cities more than 500,000 
SYRACUSE, NEW YORK... CLASS 2 
Cities 100,000 to 500,000 
EAST ORANGE, NEW JERSEY CLASS 3 
Cities 50,000 to 100,000 
WHITE PLAINS, NEW YORK. CLASS 4 


Last year health experts vis- 
ited 80 of the cities which 
entered the National Health 
Conservation Contest. Your 
community may obtain the 
advice of such expert health 


rich rewards. Their citizens 





Cities 20,000 to 50,000 
SIDNEY, OHIO 
Cities under 20,000 


counsel as may be needed, free 








are happier and their cities 
offer attractions to new industries and to people 
of wealth and leisure. 

When the Chamber of Commerce of the United 
States offered prizes last year to cities which 
would do most to improve health and sanitary 
conditions, 140 cities entered the National 
Health Conservation Contest. This year it is 
expected that a larger number will compete for 
the Bronze Awards. 

Statisticians estimate that there is an annual 
loss in the United States of billions of dollars 


of charge. A trained health 
expert will visit your city and search for 
danger spots, He will make recommenda- 
tions for a constructive health improvement 
program which you can help to carry out. 
For full information regarding health_ pro- 
grams and the National Health Conserva- 


tion Contest, the Secretary of your, 


Chamber of Commerce or other similar 
body should address the Secretary of the 
Chamber _ of a Commerce _of : the United 
States at Washington, D.C. 3}=—— 


METROPOLITAN LIFE INSURANCE COMPANY 


Frepericx H. Ecker, PRESIDENT 


One Mapison Ave., New York, N. Y. 
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Morton On Tax Exemption 
(Continued from Page 1) 


“Can Insured Exempt Proceeds From 
Federal Estate Tax?” in which Preble 
Tucker appears to question the conclu- 
sions reached by Julian S. Myrick in re- 
gard to the taxability of life insurance 
proceeds under the present Federal Rev- 
enue Act. I feel that this article is 
rather misleading, and, as my name ap- 
pears in connection with it, I would like 
to comment on it as follows: 

I believe that the form of the article 
would lead a casual reader to assume 
that Mr. Tucker wrote his letter after 
having read Mr. Myrick’s report, al- 
though I feel quite certain that when Mr. 
Tucker’s letter was written the report 
had not been prepared. As I understand 
the case, Mr. Myrick made an oral state- 
ment to members of the International 
Life Underwriters’ Convention at Toron- 
to, which, according to Mr. Myrick, was 
quoted by several publications, such quo- 
tations being incomplete and not entire- 
ly accurate. It is a statement contained 
in one of these magazine articles at 
which Mr. Tucker directs his criticism. 
After reading Mr. Tucker’s letter I 
imagine that he would also take issue 
with certain statements contained in Mr. 
Myrick’s report as published. Neverthe- 
less, this does not avoid the misleading 
impression given by the article in ques- 
tion that the criticism is directed at this 
report. It would also appear that I, as 
a member of Mr. Myrick’s committee, 
joined in the report of Mr. Myrick. This 
is not the fact. I did not join in the 
report but have read it and consider that 
it is as nearly correct as possible. 

Some Background 

To understand fully the significance of 
this controversy a little history, is neces- 
sary. Some time ago certain life insur- 
ance agents began circularizing men of 
wealth who carried large amounts of life 
insurance. They claimed that a consid- 
erable tax saving could be obtained by 
a rearrangement of life insurance poli- 
cies. Briefly stated, the plan follows: 

Mr. Jones owns a substantial amount 
of life insurance for which he applied and 
for which he is paying the premiums. He 
is told that in ithe event of his death the 
proceeds of these policies will have to be 
included in the value of his estate for 
Federal Estate Tax purposes; that is (1) 
all proceeds payable to his estate, and (2) 
the excess over $0,000 payable to other 
beneficiaries. He is advised that he may 
avoid this tax by surrendering his pres- 
ent policies, having his wife apply for the 
insurance on his life and having her pay 
all of the premiums. Mr. Jones is also 
told that he may avoid part of the tax 
by transferring his present policies to his 
wife and by having her pay all subse- 
quent premiums, but that there is no way 
for him to obtain complete tax exemption 
on the present insurance. Mr. Jones is 
advised that if he absolutely assigns his 
present policies to his wife, and she pays 
all subsequent premiums, only part of the 


Federal Estate Tax will be saved depend- 
ing upon the proportionate number of 
premiums paid by her and that the only 
way of avoiding the full Federal Estate 
Tax is to assign the present policies for 
full consideration in money or money’s 
worth, but that in such a case there will 
undoubtedly be a Federal Income Tax 
imposed against the assignee on the 
profit from the transaction. 

This proposition was presented to sev- 
eral large policyholders and in one case 
the agent in question was referred to me 
for consultation. We did not agree. The 
agent asked if he might bring his attor- 
ney, Preble Tucker, into the discussion. 
Mr. Tucker came to my office and his 
statements at the time agree substan- 
tially with those attributed to him in The 
Eastern Underwriter article. 


Growing Interest in Subject 

At about the same time a number of 
life insurance men who are interested in 
fostering sound life insurance principles 
became vitaily interested in this subject. 
They felt, and I believe rightly, that if 
such a situation were allowed to continue 
it would result in the cancellation of 
large amounts of insurance now in force 
to the detriment of policyholders, life in- 
surance companies and their agents. This, 
I believe, will fully explain why the offi- 
cials of the Treasury Department were 
asked to find a remedy. 

Mr. Tucker seems to intimate in his 
letter that Mr. Myrick based his state- 
ments only on ‘Treasury Regulations 
which is not the case. Furthermore, I 
am sure that Mr. Tucker would admit 
that he himself has often used such regu- 
lations and even special rulings for the 
purpose of assisting agents in closing 
sales of life insurance. 

Mr. Tucker states that the Supreme 
Court has, so far, refused to pass on the 
constitutional question as to the taxibility 
of life insurance proceeds under the Fed- 
eral statute. However, this precise ques- 
tion came squarely before the court in 
the Chase National Bank case. The form 
of the question was criticized, but the 
answer of the court was in the negative, 
holding that the provision is not uncon- 
stitutional. 


Tucker’s Interpretation 

As I understand Mr. Tucker’s interpre- 
tation of the present law a policyholder 
may sell his life insurance policies and 
escape Federal Estate Tax, but such a 
course would subject the purchaser to 
Federal Income Tax on the profit from 
the transaction; also that there is no way 
under the law to make a present com- 
plete gift of life insurance policies so 
that the entire proceeds will be exempt 
from Federal Estate Tax. 

In the Northern Trust Co. decision, 
United States Supreme Court, January 2, 
Mr. Justice Stone, delivering the opinion 
of the court, said: “One may freely give 
his property to another by absolute gift 
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without subjecting himself or his estate 
to a tax.” Also, on September 26, 1930, 
the United States Circuit Court of Ap- 
peals in the Grandin case had the follow- 
ing to say regarding the Northern Trust 
Co. case: “The decision in this case is 
controlling in the case at bar unless the 
law as applied to insurance policies dif- 
fers from that as applied to trusts. Both 
of them, trusts and insurance policies, 
are taxed under the same section of the 
statute, but under different subsections. 
In no case has the Supreme Court said 
or even intimated, so far as we have 
been able to discover, that a different 
principle applies in the taxation of trusts 
from that applied to the taxation of in- 
surance policies, under section 402 of the 
Act in question.” And vet, Mr. Tucker 
holds that so far as life insurance is con- 
cerned there is no way under the law to 
make a present gift of policies so that the 
entire proceeds will be exempt from Fed- 
eral Estate Tax. He bases his conten- 
tion on (1) the law which taxes insurance 
under policies “taken out by the dece- 
dent on his own life,” and (2), Article 
25 of the Regulations which defines this 
phase as follows: “Insurance is deemed 
to be taken out by the decedent in all 
cases where he pays all the premiums, 
either directly or indirectly, whether or 
not he makes the application. On the 
other hand, the insurance is not deemed 
to be taken out by the decedent, even 
though the application is made by him, 
where all the premiums are actually paid 
by the beneficiary. Where a portion of 
the premiums were paid by the benefi- 
ciary and the remaining portion by the 
decedent, the insurance will be deemed 
to have been taken out by the latter in 
the proportion that the premiums paid 
by him bear to the total of premiums 
paid.” 

It is interesting to note in passing that 
neither the Supreme Court nor any of 
the lower courts have paid any particu- 
lar attention to this definition as con- 
tained in the Treasury Regulations but 
have based their decision on other points 
such as ownership and control during 
lifetime. Therefore, it would seem to me 
that an opinion based on such a defini- 
tion is rather narrow and limited in its 
scope. - 

Asks Significance of a Paragraph in Law 

It is true that the present Federal Es- 
tate Tax Law does not specifically ex- 
empt proceeds of life insurance policies 
in cases where the insured has given up 
all legal incidents of ownership. Fur- 
thermore, the present Treasury Regula- 
tions interpreting the law contains no 
specific exemption, nor has the United 
States Supreme Court passed on this 
point directly. Nevertheless, a reading 
of the official material at hand offers 
much upon which to base an opinion. 

Article 27 of Regulations 70 provides: 
“All insurance in excess of $40,000 re- 
ceivable by beneficiaries other than the 
estate, regardless of when taken out, 
must be included in the gross estate 
where the decedent during his life re- 
tained legal incidents of ownership in the 
policies of insurance as, for example, a 


power to change the beneficiary, to sur- 
render or cancel the policies, to assign 
them, to revoke an assignment: of them, 
to pledge them for loans or to dispose 
otherwise of them and their proceeds for 
his own benefit, etc.” Can it not be in- 
ferred that if the decedent retained no 
legal incidents of ownership in the poli- 
cies that the proceeds would not have 
to be included in his gross estate? Why 
should the above cuoted paragraph be al- 
lowed to remain in the Regulations if the 
Treasury Department intends to include 
proceeds in cases where the decedent has 
given up all legal incidents of ownership ? 
Quotes Justice Stone 

In the Chase National Bank decision, 
the United States Supreme Court, January 
2, 1929, Mr. Justice Stone, delivering the 
opinion of the court, said: “The statute 
in terms taxes transfers. Life provisions 
in earlier acts have been generally upheld 
aS imposing a tax on the privilege of 
transferring the property of the decedent 
at death, measured by the value of the 
interest transferred or which ceases at 
death, * * * But until the moment of 
death the decedent retained a legal inter- 
est in the policies which gave him the 
power of disposition of them and their 
proceeds as completelv as if he were him- 
self the beneficiary of them. The precise 
question presented is whether the termina- 
tion at death of that power and the con- 
sequent passing to the designated benefici- 
aries of all rights under the policies freed 
of the possibility of its exercise may be 
the legitimate subject of a transfer tax, 
as is true of the termination by death of 
any of the other legal incidents of prop- 
erty through which its use or economic 
enjoyment may be controlled. * * * 
But we think that the rule applied in Sal- 
tonstall v. Saltonstall, supra, to a succes- 
sion tax is equally anplicable to a transfer 
tax where, as here, the power of disposi- 
tion ts reserved exclusively to the trans- 
ferer for his own benefit. Such an out- 
standing power residing exclusively in a 
donor to recall a gift after it is made is 
a limitation on the gift which makes it 
incomplete as to the donor as well as to 
the donee, and we think that the termina- 
tion of such a power at death may also 
be the appropriate subject of a tax upon 
transfers. * * * And we see no ne- 
cessity to debate the question whether the 
policies themselves were so transferred, 
for we think the power to tax the privi- 
lege of transfer at death cannot be con- 
trolled by the mere choice of the formali- 
ties which may attend the donor’s bestowal 
of benefits on another at death, or of the 
particular methods by which his purpose 
is effected, so long as he retains control 
over those benefits with power to direct 
their future enjoyment until his death. 
Termination of the power of control at 
the time of death inures to the benefit of 
him who owns the property subject to the 
power and thus brings about, at death, the 
completion of that shifting of the econom- 
ic benefits of property which is the real 
subject of the tax. * * * e 

In the Northern Trust Co. decision, 
United States Supreme Court, January 2, 
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1929, Mr. Justice Stone, delivering the 
opinion of the Court said: “In its plan 
and scope the tax is one imposed on 
transfers at death or made in contempla- 
tion of death and is measured by the value 
at death of the interest which is trans- 
ferred. 

“It is of significance, although not con- 
clusive, that the only section imposing the 
tax, 401, does so on the net estate of de- 
cedents and that the miscellaneous items 
of property required by 402 to be brought 
into the gross estate for the purpose of 
computing the tax, unless the present re- 
mainders be an exception, are either prop- 
erty transferred in contemplation of death 
or property passing out of the control, 
possession or enjoyment of the decedent 
at his death. They are property held by 
the decedent in joint tenancy or by the 
entirety, property of another subject to 
the decedent’s power of appointment -and 
insurance policies affected by the decedent 
on his own life, payable to his estate or 
to others at his death. The two sections 
read together indicates no purpose to tax 
completed gifts made by the donor in his 
lifetime not in contemplation of death, 
where he has retained no such control, 
possession or enjoyment.” 


The Guettel Case 


The Internal Revenue Bulletin published 
by the Treasury Department—Ct. D. 74— 
publishes a decision of the Court of 
Claims of the United States in the Guettel 
case, May 6, 1929. Quoting from this Ct. 
D. 74—“Where the decedent makes an ab- 
solute and unconditional assignment of a 
policy of insurance upon his own life, no 
part of the proceeds received by the as- 
signee need be included in determining the 
value of the gross estate.” It is true that 
the opinion of the court states that the 
assignment was absolute and uncondition- 
al “for value received” but apparently the 
question did not arise as to whether or 
not the value was in money or money’s 
worth. In fact, Mr. Guettel applied for 
the insurance in question in January, 1920, 
the policy being made payable to his es- 
tate. On March 25, 1920, he assigned the 
policy to his wife on a regular insurance 
assignment blank which quoted the words 
“for value received.” The policy was only 
two months old when assigned, and, there- 
fore, it is quite apparent that Mrs. Guettel 
did not purchase it from her husband “for 
value received in money or money’s 
worth.” It is also interesting to note that 
the court in its opinion did not comment 
on the question of who paid the premium. 

On September 10, 1930, the United 
States Board of Tax Appeals promulgated 
an opinion in the Liebes case. Quoting 
from the opinion: “Petitioner rests her 
contention that the proceeds of the insur- 
ance policies are not to be included in the 
gross estate on the case of Lewellyn v. 
Frick, et al., 268 U. S. 238. * * * 

“While the above decision is not so 
broad as petitioner contends, it does sug- 
gest the test to be applied,—whether or 
not the right to the proceeds had vested 
in the named beneficiaries. 

“The same general question of law has 
been more fully discussed by the Supreme 
Court in three later cases, in all of which 
the opinion was rendered by the same 
learned Justice. Saltonstall v. Saltonstall, 
et al., 276 U. S. 260: Chase National Bank 
v. U. S., 278 U. S. 327; Reinecke v. North- 
ern Trust Co., 278 U. S.. 339. The rule to 
be found in these cases is that ‘a transfer 
made subject to a power of revocation in 
the transferer, terminable at his death, is 


; (Continued on Page 14) 





THE SAN FRANCISCO LIFE 

A new life company is being launched 
on the Pacific Coast by the Insurance 
Foundation, an agency and holding com- 
Dany, to be called the San Francisco 
ife. Tt is expected that the company 
will begin operations before the first of 
the year. The president will be Charles 
. Detrick, former insurance commis- 
sioner of California, who served as pres- 
ident of the National Convention of In- 
qa Commissioners, while the execu- 
We vice-president will be A. Silvers. 
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ay Taking the “Ho-Hum” 


out of service 


Ho-hum and a yawn. The chairman had just announced a 
speaker on service. The new agent, attending his first Union 
Central convention, relaxed for a little doze. 


A sudden round of applause. The new agent straightened 
up—What’s this—everyone on the edge of his chair drinking 
in each word of the speech—thought service was a worn out 
subject in business—these fellows must have a new angle.”— 
The speaker—a leading producer—was telling of his results 
during last year’s service campaign among old policyholders— 
a definite plan sponsored by the Home Office, supported with 
carefully prepared tools enabling the agent to render valuable 
help to his policyholders. Results—much good will and more 
commissions. 


“Something to this,” hummed the new agent. “Here’s a 
service with a new slant. These folks have a real plan which 


means money to them. It ought to help me too.” 


Indeed, the Union Central takes this matter of conscientious 
service seriously. Five years ago the company was writing a 
little over one-third of its annual production on old policy- 
holders. Then the annual Policyholders’ Service Campaign was 
conceived and inaugurated. Soon it became an institution with 
the Union Central. Small wonder! Eagerly snatching at the 
opportunity to take part in a systematic SERVICE campaign 
the agent saw his individual PRODUCTION shooting upward 
10-20-30 and, in some instances, more than 100 percent. To- 
day, the Union Central writes nearly half of its annual new 
business on old policyholders. 


There is no “ho-hum and a yawn” in Union Central Service. 
Ask the agent who knows. 


Union Central Life Insurance 
OF CINCINNATI 





Co. 


Than One and One-Half Billions in Force 
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LIVE HINTS FOR BUSINESS 


Practical Suggest 


Pe 


Book Increase His Income and General Lffickency 


“An hour of honest 
exposure to worth- 
while people is worth 
a million or more 
years dawdling at a 
desk,” says Frank W. Pennell, general 
agent of the State Mutual Life in New 
York in the current “State-A-Quota.” 
While this statement may be slightly ex- 
aggerated, it contains a world of truth. 
Mr. Pennell goes on to say: 

“How like the kodak film in its carton 
is the life insurance agent who day after 
day sits at his desk and wonders what is 
wrong with the business. Gloss gathers 
on the seat of his trousers; his cuffs be- 
come frayed but still he sits and sits and 
ponders and cusses and complains. 

“Expose him to people, however, and 
the caterpillar becomes the butterfly. All 
the things that this man could once only 
dream of, turns into realities. The 
world becomes his oyster—he revels in 
its succulence. He is up and aggressive 
and going—the mornings never come too 
soon, the days are never too long, the 
sunsets are ever brilliant—he is a success.” 

ae a. 


“How Like 
The 
- Kodak Film” 


A pertinent re- 
minder is offered by 
“Field Notes” of the 
Northwestern Mu- 
tual, which says: 

“The successful life insurance agent is 
seldom found loitering about a public 
place. He is too busily occupied in the 
performance of a public duty. He must 
conserve his time. 

_ “He must conform to rules and regula- 

tions as stringent and as drastic as those 
which apply to the successful accom- 
plishment of any other public duty. 

“He must expect to work as long and 
as diligently each day for a livelihooil, 
as though engaged in office, store or 
shop. 

“He must have a definite and stated 
place to be easily found when not hon- 
estly occupied with a bona fide business 
engagement or prospect.” 


Remembering 
The Job’s 


Requirements 


A well-put letter 
which is pertinent to 
the times has been 
used lately by the 
Wells, Meissel & 
Peyser agency of the National Life in 
New York City. It says: 

“In times like these, men consider 
and reflect upon the shrinkage in their 
estates. Should death occur during such 
a period families may actually face con- 
siderable hardships. During this tem- 
porary condition improve the status of 
your estate. $25,000 of life insurance can 
be bought from $250 to $300. Rather 
cheap, and the estate immediately im- 
proved. And it costs you nothing to 
learn more about it. Just mail this back 
to me saying what day and hour I may 
drop in to see you. It’s smart to in- 
vestigate!” 


Repairing 
The 
Estate 








Tax Exemption 
(Continued from Page 13) 


not complete until his death” Thus, if an 
insurance policy reserves to the insured 
alone, the power to change the beneficiary 
no rights have vested in the beneficiary 
and the transfer is incomplete until the 
death of the insured. If, however, the 
policy names a beneficiary without power 
of revocation or requires the beneficiary’s 
consent, the transfer is complete. The 
several policies before us must be tested 
by these principles.” 
No Necessity For Surrendering Policies 
It would appear to me from the above 
material that there is no necessity for an 
insured to surrender his existing insur- 
ance and having it replaced at additional 
cost, or for him to sell his present policies 
in order to have the proceeds exempt from 
Federal Estate Tax at his death. It is my 
opinion that if an insured gives up all 
legal incidents of ownership in his pres- 
ent insurance by assignment or otherwise, 
making the transfer complete during his 
lifetime, the entire proceeds would be ex- 
empt from Federal Estate Tax unless such 
transfer is made in contemplation of 
death. : 
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New England Mutual Life Insurance Co. 
Boston, Mass. 
Chartered 1835 


NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 











CAMDEN DINNER 


President of Trust Co., C. C. Gilman, and 
William Van L. Taggart Address 
Life Underwriters 

The Bible was quoted in Camden on 
October 20 by Ephraim Tomlinson, pres- 
ident of the Camden Safe Deposit & 


’ Trust Company, as an argument for the 


carrying of life insurance. 

Acting as toastmaster at the joint 
meeting of trust officers and life under- 
writers of Trenton, Atlantic City, Cam- 
den and adjacent south Jersey towns 
held in the main ballroom of the Walt 
Whitman Hotel, Mr. Tomlinson said that 
the “necessity for life insurance was ap- 
parent” and that the Bible stated that 
one must take care of his dependents. 

Charles Gilman, of Boston, of the Na- 
tional Life of Vermont, was the first 
speaker. Talking in a humorous vein. 
he still managed to get home some good 
points. He remarked that it was easier 
to sell a man life insurance than it was 
to get him to create a trust. 

William Van L. Taggart, of the Fi- 
delity-Union Trust Co., whose address 
was broadcast over Station WCAM, was 
the last speaker of the night. 





WRITING LARGER VOLUME 

The National Life of Montpelier, Vt., 
is underwriting for October at the rate 
of 251%4% above October, 1929. If this 
rate continues: for the balance of the 
year 1930 will show a larger amount of 
insurance written than in any previous 
year. 

The considerable improvement in Oc- 
tober, following a slump during August 
and September, is believed to indicate 
improvement in the general economic 
situation, 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 











RE-ELECT RYDGREN PRESIDENT 

Adolph A.’ Rydgren, vice-president of 
the Continental American Life of Dela- 
ware, was re-elected president of the 
Life Office Management Association at 
the recent conference in Chicago. Leon- 
ard C. Ashton, vice-president of the 
Provident Mutual, was made vice-presi- 
dent of the association succeeding H. E. 
Moore, vice-president, Pacific Mutual; 
while Frank: L. Rowland, secretary of 
the Lincoln National Life, and Harry 
Allen, secretary of the Mutual Benefit 


Life, were re-elected secretary and treas- 
urer respectively. 





FREE 


DESK SPACE 
FOR INSURANCE BROKERS 
IN A BEAUTIFUL OFFICE 


The Guardian Life Insurance Co. 
James Faller, Mgr. 

General Motors Building, Suite 304-5 
1775 Broadway at 57th Street 
New York 
Circle 5365 











Among America’s Industrial Life Leaders 
' THE COLONIAL LIFE INSURANCE CO. 
Of America 


Now Leading Forty Other Companies With Over $120,000,000 In Force 
And More Than $23,000,000 In Ordinary 


Growing Stronger and Stronger Every Day 
A Good Company to Represent 
Home Office: Jersey City, N. J. 
































34 Nassau Street 


DAVID F. HOUSTON 
President 
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_ The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 

care of him. Life insurance field work is a business, and subject 

to the principles of general business. Those who achieve in this 
work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THe Mutuat Lire Insurance Company or New York 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


4 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Finds Organized Talks 
Bring Definite Results 


ADDRESS OF JAMES A. PRESTON 





Marketing Conference of American Man- 
agement Association Hears Insur- 
ance Man; Also Auto Executive 





One of the most important talks from 
a life insurance standpoint of those giv- 
en before the Consumer Marketing Con- 
ference of the American Management 
Association at the William Penn Hotel in 
Pittsburgh on Monday was that of James 
A. Preston of the educational depart- 
ment of the Penn Mutual Life, whose 
subject was “The Use of Organized Sales 
Talks.” Mr. Preston said that his com- 
pany’s experience showed that organized 
talks definitely improve and increase the 
quality of sales for a life company. 

By the term, organized sales talk, Mr. 
Preston means “a planned presentation 
of a product or a service to a prospective 
buyer in such a way as to give that 
prospective buyer all of the information 
he needs, and no more, to enable him 
to come to a favorable decision. This 
information is primarily concerned with 
the benefits he will receive after buying.” 

The speaker enumerated six ways in 
which organized talks have helped and 
are helping the Penn Mutual agents. 
They help the salesmen to uncover his 
market. They give him a definite story 
to tell each prospect, a definite need 
to service, a definite beginning and mo- 
tivation, several definite confirmations 
and definite places to close the sale. 
This results in a more interesting in- 
terview from the prospect’s standpoint, 
and a shorter one. They provide termi- 
nal facilities for the salesman and con- 


serve his time, for there is nothing for 
him to do but get out when he has fin- 
ished, They prevent “visiting” and cas- 
ual presentations. They result in sales. 


Proof in Production 


Some illuminating figures were given 
by Mr. Preston to prove the value of or- 
ganized sales talks. He said: 

“Men using organized sales talks have 
produced for us almost twice as much 
per man in their first year as those not 
using them, and in their second year 
they have produced more than twice as 
much. Men using organized sales talks 
show only one-half of the personnel turn- 
over as those not using them. Men using 
organized sales talks have increased their 
per capita production during their sec- 
ond year, while men not using them have 
shown a decrease of 25%. Men who 
use organized sales talks will produce 
twice as much per man in their first 
vear as the company’s average man who 


has been in the business for three or 
more years.” 


Studebaker Executive Speaks 

The value of training was stressed by 
David R. Osborne, training director, The 
Studebaker Corporation of America, in 
his address before the conference. He 
pointed out, however, that unless sales- 
men and sales managers will accept it 
and use it, even the soundest sales train- 
ing program is wasted. Some extracts 
from Mr. Osborne’s address follow: 

“Tt is the old case of the taste of 
the fish, rather than the taste of the 
angler, being the main consideration in 
the selection of bait. 

“Training sales managers to train be- 
comes, therefore, just as much of a sell- 
ing job as is the selling of the product. 
The trainer’s job and the retail sales- 
man’s job differ only in degree—not in 
kind. 

“Selling has been defined as ‘transfer- 
ring to someone else the salesman’s con- 
victions about the merits of his product 
or service.’ The sales manager’s job, 
then, is ‘transferring’ to the salesmen 
on his staff his convictions as to how 
those salesmen can make more sales— 
and, hence, make more money. Obvious- 
ly, both the salesman and the sales man- 
ager must have some convictions worth 
transferring, if their efforts are to carry 
conviction and are to produce profitable 
results. 


A Knowledge of Product 

“The salesman, therefore, must know 
and believe in his product and the sales 
manager must know and believe in the 
methods which he asks his salesmen to 
use. The salesman may have some very 
deep-seated convictions, and still not be 
able to ‘transfer’ them so clearly that 
his prospect accepts them as his own— 
and acts accordingly. The same is true 
of sales managers. 

“In meeting this problem of getting 
his prospect to see and accept his point 
of view,” Mt. Osborne continued, “the 
salesman must first analyze his product 
or service in terms of what it will do 
for the buyer, and he will then, natural- 
ly, build his sales story around the at- 
tributes which he thus uncovers. 

“The sales manager has a similar of- 
fice to perform in first determining what 
his sales training procedure should do 
for the salesmen who use it. His sales 
training program will then, naturally, be 
built around these objectives.” 

What A Sales Course Does 

Mr. Osborne cited eight things that a 
sales course must do to be effective to 
the salesman: 

“Tt must help him to find more live 
prospects, to distinguish quickly between 
real prospects and ‘china eggs,’ and to 
secure interviews on a sound basis. 

“It must provide a simple, practical 
plan for analyzing the sales attributes 
of his product, and for presenting them 
in terms of their value to his customers. 

“It must help him to use those basic 
attributes in appealing to the personal 
motives which will influence the buying 
of individual prospects. To do this, he 
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BERKSHIRE LIFE INSURANCE COMPANY is justly 
proud of its record for past year. 
The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 

“ASK ANY BERKSHIRE AGENT.” 

BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 
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Insurance Based Upon 
Love Interest Illegal 


LOUISVILLE COMPANY STOPPED 





Insurance Department Acts in Case of 
American Benefit Union; Its Unique 
Insurance Plan 





The risks of love are too great to be 
used as the basis of business is the de- 
cision of the state Department of In- 
surance, and as a result the American 
Benefit Union of Louisville, Ky., will 
have to write other kind of insurance 
than love insurance if it wants to remain 
in business. Suspension of the opera- 
tions of the company followed an inves- 
tigation made by Arch Pulliam, deputy 
insurance commissioner, and Mrs. Mar- 
garet R. Poer of the State Insurance De- 
partment. 

Money received from policyholders has 
been refunded and contracts made by the 
Union have been met, according to Aza- 
riah Graves, manager of the Better Busi- 
ness Bureau, which caused the investi- 
gation to be made. 

The plan of insurance was to pay $15 
down and then make four quarterly pay- 
ments at $7.50, and if the policyholder 
got married within a year the company 
would pay $500. The proposition was 
very attractive as the $500 in most cases 
was planned as the first payment on a 
home or furniture or something that the 
newlyweds would need or use. 

The company would have thrived ac- 
cording to statistics possessed by the 
company which shows that bachelors and 
maidens rarely get married from any 
given date. 

Before steps were taken by the In- 








must be able to take his prospect’s ‘mea- 
sure’ for the product or service in ques- 
tion. 

“Tt must help him to stay on the track 
and hold control of his interviews. 

“It must aid him in saving his own 
and his prospect’s time, and in leaving 
a clear impression. 

“It must help him to conquer—or pre- 
ferably to forestall—obstacles, including 
those incident to competition. 

“Tt must help him to make, and take 
advantage of, more and better closing 
chances. 

“It must help him to increase and sta- 


bilize his earnings and to prepare for 
promotion.” 


surance Department to close up the busi- 
ness of the company, Bush Allin, Insur- 
ance Commissioner, had obtained an 
opinion from Attorney General J. W. 
Cammack to the effect that the busi- 
ness. of the company was not legal, and 
when notice was given to stop business, 
there were no threats of injunctions or 
other legal procedure. 





‘CHARGE AGAINST WOODMEN 


Members of Fraternal Order Charge 
Fraud in Connection With Recent 
Rate Increase 

Four members of the protest group of 
the Modern Woodmen of America in 
injunction proceedings filed in the Wash- 
ington County Circuit Court at Nashville, 
Ill., on October 14 charged the fraternal 
organization with fraud in connection 
with the recent increase in rates on in- 
surance policies of members. 

The fifty-page petition charged that 
a number of the delegates who attended 
the convention of the head camp in Chi- 
cago in June, 1929, when the new rates 
were agreed upon, were “on the payroll 
of the society,” and “that the action of 
the paid representative of the defendant 
society constituted a fraud upon the 
membership.” 





DAVIDSON IN ST. LOUIS 
Clinton Davidson of the Estate Plan- 
ning Corporation, New York, talked to 
St. Louis insurance men on October 20. 
Another speaker was John K. Schmidt, 
St. Louis bank president. 





Many Aetna Life representatives will 
go to Hartford in August, 1931, to cele- 
brate the official opening of the com- 
pany’s new home office building. 





Medical Directors Meet 


(Continued from Page 9) 


Nephritis” will be taken up by Dr. Otto 
Folin of the Harvard Medical School 
and discussion will follow by Dr. Parker 
M. Cort, Aetna Life; Professor Stanley 
Benedict, Cornell University Medical 
School; and Dr. A. J. Robinson, Con- 
necticut General. ‘ j 
The last subject to be considered is 
that of “Pyuria” by Dr. Charles P. Clark, 
Mutual Benefit Life; and discussed by 
Dr. Frank H. Carber, Mutual Life; and 
Dr. John P. Chapman, Penn Mutual. 





Home Life Insurance Company 
of New York 





A COMPANY 
of OPPORTUNITY 


ETHELBERT IDE LOW, 
Chairman of the Board 
On Agency matters address: 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York | 











JAMES A. FULTON, 
President 














AS WE SERVE 
WE PROGRESS 


Insurance in Force 


1923 - $1,000,000,000 
1927 - $1,500,000,000 
1930 - $2,000,000,000 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 
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James A. McLain Made 
Guardian Vice-President 


BOARD ELECTION WEDNESDAY 





Company’s Agency Head Has Been in 
Life Insurance Since Graduation 
from Carnegie Tech 





James A.-~McLain, who has been 
agency vice-president of the Guardian 
Life since last December, was elected 
vice-president of the company at a meet- 
of the board of directors on Wednesday. 

Mr. McLain has attracted wide atten- 
tion in life insurance since his entrance 
in the business ten years ago following 
upon his graduation from the Carnegie 





JAMES A. McLAIN 


Institute of Technology at Pittsburgh 
where he was enrolled in the first class 
in life insurance. 

He joined the Guardian home office 
staff as agency assistant and was made 
assistant superintendent of agencies in 
1924. A year later he was appointed in- 
Spector of agencies, and on January 1, 
1928, was elevated to superintendent of 
agencies. As chairman of the Life In- 
surance Day committee of the Associa- 
tion of Life Agency Officers last year, 
Mr. McLain won considerable praise for 
the manner in which he handled the in- 
Surance end of National Thrift Week. 


HEADS CAMDEN ASSOCIATION 


Walter Dawson of the Southern New 
Jersey agency of the Provident Mutual 
Life has been elected president of the 
Camden Association of Life Underwrit- 
ers. This makes the third New Jersey 
representative of the company who heads 
a life association in -the state, the oth- 
ets being Charles J. Schmitz, president 
of the Newark organization, and James 
Edgerton, who heads the Trenton or- 
Sanization. 








TO BE AT POWELL MEETING 


_President Thomas I. Parkinson and 
rank L. Jones, vice-president, Equitable 
Society, will attend the Henry J. Powell 
Convention which meets in Dayton, O., 
December 27 and 28. 





21 COUNTIES REPRESENTED 
The Alexander E. Patterson agency of 
the Penn Mutual Life, headquarters 

cago, held an all day sales congress 
at Springfield, Ill, for its agents in that 
tetritory, which comprises twenty-one 
Counties, 

Kenneth W. Conrey, supervisor of the 
Pringfield district, was in charge of. the 
Meeting. 
ane Principal speakers were A. E. 
atterson, Victor J. Ryan of Springfield, 
ayne S. Porter of Champaign, and E. 
- Connolly of Champaign. Fifteen 
‘gents were in attendance. 


TO HEAR DR. ROCKWELL 





Home Life of New York Giving Insur- 
ance Course to Metropolitan Agents 
in November 
A course in life insurance salesmanship 
will be given New York City agents of 
the Home Life during the week of No- 
vember 17 under the direction of Dr. 
Charles J. Rockwell, director of the 
Rockwell School of Life Insurance and 
an associate editor of the “Insurance 
Salesman.” Sessions will be held at the 
Pennsylvania Hotel, the mornings being 
devoted to class work and the afternoons 

to field work. 

A special and concluding lecture will 
be given by Dr. Rockwell Friday after- 
noon, November 21, from 4:00 to 5:30 
o’clock to which Home Life representa- 
tives are entitled to bring guests. 





NIGHT ILLUMINATION 

Philadelphia’s claim to the title “The 
City of Light” is again strengthened by 
the magnificent flood lighting installation 
which has just been installed on the beau- 
tiful office building of the Fidelity Mu- 
tual Life, located on the Parkway across 
from the Art Museum. At night this 
building is bathed in golden light of the 
rays of ninety powerful searchlights so 
cleverly hidden that the source of light 
1s not apparent. 

















Detroit Life Insurance Company 
“The Company of Service” 


A Division of Insurance Securities Company, Inc. 
offers a 
Desirable General Agency in Ohio 
Write direct to our Home Office 
Park Avenue at Columbia 


Detroit, Michigan 























F. H. HAVILAND RESIGNS 
Frederick H. Haviland, one of the 
agency managers of the Equitable So- 
ciety in Chicago, has resigned. 





George Knapp has been promoted to 
the position of assistant superintendent 
of the Elizabeth No. 1, N. J., district. 


WOODS’ GOLDEN JUBILEE 
The Edward A. Woods Agency is 
holding a Golden Jubilee in Pttsburgh 
October 31-November 1. 





James F. Malone, general agent in 
Pittsburgh of the Reliance Life, is its 
first $1,000,000' producer this year. 








Attractive Policy Forms to Meet . 
Every Life Insurance Need 


Behind the Missouri State Life Insurance Company stands an ideal 
that places the mission of insurance among the greatest of all 
humanitarian influences. 


Animated wholly by this sense of responsibility, the Company has 
constantly applied every thought and activity to give the protection 


of its policies an ever wider application. 


With its growth of experience, financial resources, and expansion 
of its field operations, it has been able to reach increasingly farther 
and deeper into an understanding of the needs of the people in all 
circumstances of life and has been outstandingly successful in 
developing a service which is available to practically every manner 
of human necessity. 


More than 
$1,250,000,000 
of Insurance in Force 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 


Home Office, St. Louis 
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Mob Psychology Talk By 
G. F. Claypool, Chicago 


AGENTS CAN LEAD COMMUNITY 





Continental Assurance Executive Dis- 
cusses Making Buyers’ Market; How 
Insurance Men Can Help 





The American public is not interested 
in psalm singing optimism of so-called 
business prophets half so much as it is 
in action which will make the wheels of 
business turn faster. 

That was one of the points brought 
out by G. F. Claypool, executive vice- 
president of the Continental Assurance, 
in a talk to that company’s club conven- 
tion. In his opinion the present is a 
buyer’s market. Commodity prices are 
down below the normal cost of produc- 
tion in many instances. The situation 
comes on the heels of a buyers’ strike. 

“Do you realize what will happen 
when the American public is forced into 
the market to replace the actual neces- 
sities of life,” he said, “and do you also 
realize that that time is not far distant? 
With sales at 10% below normal and 
manufactures at 25% below normal, how 
long will it take a buyer’s market to be 
transformed into a_ seller’s market? 
When that time comes the force of eco- 
nomic law will send prices upward and 
they will continue to climb until there 
is an equilibrium between supply and 
demand. 

Advises Agents to Become Buyers 

“Knowing these to be facts we should 
act now,to take advantage of the present 
buyer’s market. For example, if you 
own a house which should be painted, 
and you have the money, don’t wait until 
spring—do it now. If you have been 
thinking that it is good economy to 
make your present wardrobe last just a 
little longer than it should, wait until 
you are forced to replenish and you will 
pay more. The American public is 
shrewd, and let them once get the idea 
that there is a possibility of shortage in 
any commodity of life and there will be 
no necessity for urging them to buy. Nev- 
ertheless, the present trend of business, 
if continued, will actually develop such a 
shortage. The very worst thing we can 
do under the present circumstances is to 
procrastinate. 

“The best service that you can render 
your community and your country is not 
only to popularize the slogan ‘Buy now’ 
but to act yourselves. You will start a 
flood of purchasing power pulsating 
through your community that will force 
the wheels of industry to move again. 
You will send a ray of optimism through 


* months have 


the gloom that will brighten the outlook 
of the entire nation.” 


Mass Psychology 

In discussing the buyer’s 
said: 

“Hand to mouth buying, not on an 
intelligent but on a penurious basis, is 
throttling American business. And the 
strike began, as all strikes begin, in the 
minds of individuals. Buying power is 
being stored up. Savings bank deposits 
are increasing until there is a tremen- 
dous reservoir of funds waiting—just 
waiting. 

“What are we going to do about it? 
Shall we sit like Micawber of Dickens 
waiting for something to turn up? 
Nothing will happen unless we make it 
happen. I sincerely think that the life 
insurance fraternity, 200,000 strong, can 
do as much as any other group—possi- 
bly more—to make that something hap- 
pen. 

“You are trained salesmen. You pos- 
sess that ability to face opposition and 
defeat it. You take negative attitudes 
of mind and make them positive and 
constructive. You believe in America. 
You never sell it short. You are opti- 
mistic by nature—you’ve got to be in 
order to succeed in this business. And 
here’s how you're going to do this job, 
something for which you’re not going to 
be paid until the job has been entirely 
finished. This is a job for the student 
of mob psychology. The mass acts not 
in accordance with the precise rules of 
logic, but in accordance with the emo- 
tional’ urge of hysteria.” 

Mr. Claypool said that the last twelve 
put the institution of life 
insurance to the acid test. 

“In a few days security values, as 
measured by market prices, depreciated 
by several billion dollars. Hundreds of 
thousands of policyholders turned to 
their life insurance companies for help 
and they did not come.in vain. 

“How much life insurance did in that 
crisis to avert a panic of gigantic pro- 
portions we will never know, but we do 
know that every company in the country 
increased their staff of employes and 
promptly stepped into the breach,” he 
said. “Millions of dollars of stored up 
earning power was poured back into the 
hands of the policyholders, preventing 
ruinous losses in the hectic period of 
frenzied liquidation. 

“This life insurance did only because 
in years past you life insurance men had 
built a solid foundation of life insurance 
estates, by years of toil and conscientious 
effort. And policyholders will never for- 
get that the millions of dollars which 
life insurance released to restore indi- 
vidual purchasing power was loaned to 
policyholders at the policy rate when 


strike he 














be associated. 








ALWAYS READY 


characterizes the management of this old and conser- 
vative organization—a friendly Company with which to 


Union Mutual Life Insurance Company 
Portland, Maine 
Established 1848 











F. C. WIGGINTON’S NEW POST 





Former Whatley Assistant Is Appointed 
General Agent in Pittsburgh For 
State Mutual Life 

Frank C. Wigginton has been made 
general agent in Pittsburgh for the State 
Mutual Life of Worcester. The Pitts- 
burgh agency is one of the comnany’s 
largest both in respect to volume of bus- 
iness andesize of territory. Frank A. 
Johnston, formerly general agent in 
Pittsburgh, will remain with the com- 
pany, devoting his time to personal pro- 
duction. Mr. Wigginton will assume his 
new duties November 3. 

The new appointee is widely’ known in 
the insurance field, both as a personal 
producer and trainer of men. At the 
present time he is assistant general 
agent for the S. T. Whatley agency of 
the Aetna Igfe in Chicago. 

Mr. Wigginton is a graduate of the 
University of Colorado and entered life 
insurance in 1922 in Denver, serving later 
as agency organizer and then as super- 
visor for the states of Colorado and 
Wyoming. In 1925 he joined the J. 
Stanley Edwards agency of the Aetna 
in Denver and enjoyed successful pro- 
duction. In October, 1927, he was ap- 
pointed agency supervisor of the What- 
ley agency and a year later was ‘made 
assistant general agent. Mr. Wigginton 
is a director of the Chicago Association 
of Life Underwriters and a member of 
the Executive Council of the Boy Scouts 
of America. 








money could not be obtained elsewhere 
at any price. 

“Thus was developed a new service 
which life insurance could and did ren- 
der. The business man who scoffed at 
life insurance as an investment, as a 
reserve in time of need, lived to learn, 
and I sincerely hope you are not going 
to let him forget when time has healed 
his wounds.” 





LAUNCHES NEW ANNUITY FORMS 





Illinois Life Announces “Reversionary 
Annuities” For Aid of Parents Sup- 
ported by 'Wage-Earners 

Illinois Life is now issuing “Rever- 
sionary Annuities,” which provide for a 
monthly payment to the annuitant or 
beneficiary during his or her lifetime, 
the first payment to be made at the 
death of the nominator, or insured. 

The policy is designed to fit instances 
where a parent or other relative is being 
supported and assured of support during 
the wage earner’s lifetime where straight 
life insurance in favor of the person be- 
ing supported may not be desired or may 
be impossible because of the inability of 
the person supporting the relative to pay 
the premium on such an amount of in- 
surance as would maintain the income 
being devoted to the aged or impaired 
relative. : 

The contract terminates on the death 
of the annuitant. A regular medical ex- 
amination of the nominator, or insured, 
is required. There are no surrender val- 
ues. The amount of the premium de- 
pends on the ages of the nominator and 
the annuitant, the nominator’s age being 
taken at the nearest birthday and the 
annuitant’s age at the last birthday. 

\ 





S. S. WOLFSON RECUPERATING 


S. Samuel Wolfson, general agent of 
the Berkshire Life in New York, whose 
agency has led the company in volume 
so far this year, is now recuperating 
nicely from an appendicitis operation. 
Before returning to the office Mr. Wolf- 
son will spend several days at Atlantic 
City. 





P. C. EDMUNDSON’S NEW POST 
Paul C. Edmundson, formerly with the 
State Mutual in Pittsburgh, has been 
made trust officer of the Forbes Na- 
tional Bank. 








Intelligent Progression 


E MUTUAL BENEFIT was organized in 1845, and for 

upwards of eighty years has been administered by a succession 

of directors and officers whose conduct of its affairs has merited 
and received the confidence and approval of hundreds of thousands of 
policyholders. Not only has its history been marked by the fidelity, . 
ability, and integrity of the officials who from time to time have 
been responsible for the Mutual Benefit’s financial management, but 
the Mutual Benefit has also been distinguished throughout its history 
for intelligent progression in the provisions of its contracts which, 
with unbroken adherence to sound actuarial principles, have made 
the Mutual Benefit a leader in life insurance underwriting. As 
improvements in contracts have been developed, liberalizing their 
provisions, the new benefits have been uniformly extended to earlier 
outstanding contracts, in so far as possible, thus securing to the 
earliest policyholders the benefits enjoyed by the latest. 


The Mutual Benefit Life Insurance Co. 
NEWARK, NEW JERSEY 





tasteful—Limited Payment Life. 


Income. 


Insurance. 


disability provision—all in one policy. 


FOR EVERYONE 


For the man who has a limited sum to spend on Insurance—the most 
benefit and protection for the least money—Endowment at Age 85. 


For the man to whom the idea of paying premiums in old age is dis’ 


For the man who wishes to accumulate a fund which will be available 
to him later-—A Full Line of Endowments. 


For the business and professional man—Preferred Risk death—Monthly 


For the man with children — Educational Endowments and Juvenile 


For the man who desires Complete Coverage—the 
including Double and Triple Indemnity, Weekly Accident Indemnity (non- 
cancellable, non-proratable, and unlimitable), and our total and permanent 


For the agent who is interested in selling unique and complete coverage—this 
suggestion: Get in touch immediately with 


EUGENE E. REED, Vice-President 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
HOME OFFICE: UNITED LIFE BUILDING 
CONCORD, NEW HAMPSHIRE 


which fits his needs 
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Will Guarantee $3,000 
Annually for C.L.U. Men 


AMERICAN CENTRAL’S ACTION 





Company’s Methods of Endorsing Agents 
With Trained Knowledge Through 
American College 





The American Central Life of Indian- 
apolis, of which Herbert M. Woollen is 
president, has made an announcement 
which will interest all production execu- 
tives and others interested in the educa- 
tional side of the business. Beginning 
with the conferring of the degree of 
Chartered Life Underwriter upon any 
American Central representative, and 
continuing during service with the com- 
pany for one year thereafter, the Ameri- 
can Central will guarantee to each gradu- 
ate agent an income earning of not less 
than $250 each month, or $3,000 for the 
year prescribed. 

In discussing this a representative of 
the company says: , 

“Life. insurance executives have long 
been cognizant of the ideals of agency 
development which direct the policies of 
the American Central Life. The Ameri- 
can Central has taken its stand firmly 
on the basis that life insurance should 
be represented by only the highest type 
of salesmen who have adopted the pro- 
fession as a life work and who are com- 
petent to impart intelligent life insurance 
counsel to the public. 

“The company is convinced that in- 
creased knowledge will inevitably result 
in augmented commission income to the 
trained salesman, and its C.L.U. offer 
is a tangible proof of the American Cen- 
tral’s confidence in the soundness of this 
conviction. Unquestionably, this is a long 
step toward the fruition of every insur- 
ance executive’s dream—a field represen- 
tation of professional underwriters pos- 
sessing complete knowledge of the work 
and imbued with the spirit of unselfish, 
efficient life insurance service. 

“The American Central believes in the 
task which the Association of Life Un- 
derwriters, through the medium of the 
C.L.U., has set for itself. The remarks 
made by Dr. S. S. Huebner at Toronto 
last September, relative to the growing 
need for trained salesmen and for in- 
cessant study of the business needed to 
keep pace with its astonishing develop- 
ment, epitomize the situation most ad- 
mirably. 

“A united stand by all American com- 
panies, similar to that taken by the 
American Central, would unquestionably 
hasten the arrival of the day which Dr. 
one predicts and pictures so force- 

ully.” 





“THE PROVIDENT PROVIDOR” 





Provident Mutual Life Has Prepared 
Attractive Literature to Advertise 
New Contract 
Provident Mutual Life has done an 
unusually good advertising job in the 
literature which, has been designed to 
Promulgate the company’s newest pol- 
icy, “The Provident Providor,” a descrip- 
tion of which was given last week in The 

Eastern Underwriter. 

A folder has been published for com- 
Pany representatives which includes the 
attractive literature which has been pre- 
pared. The literature includes suggested 
advertisements for newspaper use, the 
electrotypes of which are furnished free 
ot charge to the company’s agents. The 
Whole set-up is designed to put over the 


light policy in an extremely attractive 
ght. 





JOINS COLUMBIAN NATIONAL 
Roswell H. Wilson, who was for four 
years connected with the Metropolitan 
lle, has joined the Newark agency of 
the Columbian National Life, of which 
ax Harmelin is general manager. 
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Life Insurance Sales 
Equal 1929 Production 


1930 HAS KEPT PACE TO DATE 





Sales Research Bureau Figures Indicate 
That September Shows a 10.9% 
Decrease 





The latest ordinary life insurance fig- 
ures compiled by the Sales Research Bu- 
reau of Hartford indicate that life in- 
surance has kept pace during the first 
nine months of 1930 with the same period 
of 1929, although September sales show 
a 10.9% loss. During the first months 
of the year sales of life insurance con- 
tinued to increase while other industries 
were recording losses. It was not until 
May that the curve took a downward 
trend. The gains in the early months, 
however, were sufficient to offset the 
decreases since April so that at the close 
of September the production of the nine 
months of 1929 and 1930 is practically 
the same. 

This condition is gereral throughout 
the country, no section greatly exceed- 
ing or falling far below last year’s pro- 
duction. The three Pacific states showed 
the greatest average gain and exceeded 
their production in the first nine months 
of 1929 by 6%. 

Figures which have just been com- 
piled for September show that the curve 
of paid-for business is still trending 
downward. The United States as a whole 
showed an average loss of 10.9%. It 
must be remembered, however, says the 
Bureau, that we are comparing our 
monthly figures to sales in a period when 
every industry was experiencing great 
prosperity. The average monthly loss 
was shared by every section of the coun- 
try. There were only four states—Vir- 
ginia, Florida, Wyoming and the Dis- 
trict of Columbia—which showed an in- 
crease in September, 1930, when com- 
pared to September, 1929. 

The Research Bureau at Hartford, 
Conn., issues every month information 
showing the condition of life insurance 
throughout the country. The figures are 
based on the monthly reports of seven- 
ty-eight insurance companies. On Janu- 
ary 1, 1930, these companies had in force 
88% of the total legal reserve ordinary 
life insurance outstanding in the coun- 
try. 





“HARVEST TIME FOR GROUP” 





B. A. Page, Travelers Vice-President, 
Says Last Quarter of Year Is Best 
Time for Selling Group 
This is harvest time for group insur- 
ance, according to B. A. Page, vice- 
president of the Travelers, who writes an 
article on the subject in the current is- 
sue of “Protection.” Year after year, 
he says, the figures show that the last 
three months of the year are the big 
production months for group coverage, 
with December running three times the 
average of the other months of the year. 
Almost 40% of group insurance is pur- 
chased in the last three months, Mr. 
Page says. It is the holiday spirit urge. 
The Travelers vice-president says that 
notwithstanding unemployment and oth- 
er regrettable conditions, many employ- 
ers of labor are adopting group insur- 
ance this year. They thereby show their 
willingness to add to the security of the 
families of those who aré still on the 
payroll. The fact that “times are bad,” 
continues the writer, is not a valid rea- 
son for.an employer to put off the adop- 
tion of group. It is something which the 
employer can do to help the situation, 
and with the depleted payroll, the fam- 
iltes of deceased employes need, even 
more than in good times, the assistance 

which the group payment gives. 





WEST COAST APPOINTMENT 

Agency Manager J. R. Blum of the 
West Coast Life of San Francisco has 
taken over the company’s home office 
agency. 
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SPRINKLERS IN ART GALLERIES 

The British Government in common 
with other governments does not carry 
insurance on its own property, which 
Icads to some complications, one of which 
is whether the government should ins‘all 
sprinklers in the British art galleries and 
museums containing treasures impossible 
to replenish in the event of loss by fire, 
which loss would be entirely the govern- 
ment’s. This resulted recently in an in- 
teresting exchange between First Com- 
missioner of Works Lansbury and Gran- 
ville Gibson, a member. The discussion 


follows: 


Mr. Lansbury: “The installation of 
sprinkler systems in Government art gal- 
leries and museums generally involves 
the risk of serious damage by water to 
large sections of the collections in the 
event of the system being brought into 
operation. The policy at present fol- 
lowed of building in fire-resisting mate- 
rials, eliminating potential  fire-risks 
wherever possible, and maintaining sys- 
tematic fire patrols had been definitely 
adopted as providing adequate . safe- 
guards, but sprinkler systems have been 
installed‘in the basement and storerooms 
of certain museums where there is no 
direct risk of damage by water to ex- 
hibits.” 

Mr. Gibson: “While appreciating all 
that has been done, as outlined by the 
right Hon. Gentleman, may I ask if he is 
aware that there are both dry and wet 
sprinkler systems, and that if the dry 
sprinklers are installed there is no dan- 
ger of flooding by water?” 

Mr. Lansbury: “I am not aware of 
that fact, but I am aware that the system 
in vogue appears to be a very efficient 
one, and the best possible that is avail- 
able at the present time.” 

AGENCY BUILDING SCHOOLS 

It has been announced that from No- 
vember 10 to November 21 a school in 
Agency Management will be held in 
Philadelphia by the Life Insurance Sales 
Research Bureau. 





Such a gathering was unheard of even 
two years ago, but the rapid develop- 
ment of agency building has brought 
with it a more careful study of the fac- 
tors involved and a consequent setting- 
up of various methods of training, of 
which this two-week school is by far 
the most ambitious. Just as schools for 
agents emerged through the more care- 
ful study of salesmanship, so schools for 
Managers are just now commencing, a 
development which bids fair to be of 
increasing significance. 

But even more significant than the 
holding of this particular school is the 
fact that home offices and managers are 
willing to take a long view of their re- 


sponsibilities and opportunities. It is 
often said that the race for volume dorti- 
nates the life insurance business. Yet 
here is a group of men who will drop, 
for the better part of two weeks, their 
immediate activities in the writing of 
business and who will, during that time, 
study the problem of building more ef- 
fective agencies in the months and years 
that are ahead. 

Finding men, training men, supervis- 
ing men and, most important of all, 
running the agency at a profit—these 
are the problems which are studied in 
great detail. 

Life insurance has its share in the 
decade of management upon which 
American business is said to be entering. 





AN UNWANTED STATE FUND 
PLAN 

Confronted with a monopolistic state 
fund plan which would put the compen- 
sation business in Missouri under public 
control the insurance fraternity of that 
state has marshalled its forces to de- 
feat this undesired measure at the polls 
on November 4 with a vigor which should 
inspire insurance men all over the coun- 
try and prove an incentive for similar 
action if such a situation should arise 
in other states. A huge mass ‘meeting 
in St. Louis, attended by 2,500 agents, 
was the opening gun of the campaign to 
defeat the measure, known as Proposi- 
tion No. 4. 
avenue of publicity has been used to ac- 
quaint voters with the undesirable fea- 
tures of the proposed legislation. 

Sponsored by the State Federation of 
Labor, Proposition No. 4 has had plenty 


Since then every available 


of support from a certain socialistic ele- 
ment and, surprisingly, the St. Louis 
“Post-Ditpatch,” too, a leading newspaper 
in that city, has been conducting a vig- 
orous campaign for its passage. It is 
not pointed out, however, in articles run 
by the “Post-Dispatch” that the com- 
missions paid by private insurance com- 
panies for compensation business pro- 
duced in the state go to Missourians, 
to men and women who otherwise would 
be thrown into competition with workers 
in other lines. 

Although the measure is backed by the 
State Federation of Labor there are many 
intelligent working men in Missouri who 
are against the proposed legislation be- 
cause they are anti-socialistic. Well-in- 
formed farmers know that its passage 
would mean higher taxes. And only last 
week the Associated Industries of Mis- 
souri came out with a broadside against 
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Robert McConnell, world manager of 
the Royal fleet, started West from White 
Sulphur Springs convention last week of 
the Royal, Liverpool & London & Globe, 
and other companies in the group, and 
will go as far as the Coast. He will re- 
turn by way of Canada and is expected 
to sail about November 17. 
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R. G. Hunter, vice-president and actu- 
ary of the Equitable Life of Iowa, back 
from Europe, has written an account of 
his travels and of his observations 
abroad. Here is what he says of his 
visit to Heidelberg: “The medieval city 
of Heidelberg, the seat of the oldest and 
probably most famous university in Ger- 
many, was full of interest. There we 
saw the inn where the incidents under- 
lying the plot of the ‘Student Prince’ of 
musical fame actually took place. Duel- 
ing is still common among the students. 
In the morning of the day we arrived 
in Heidelberg thirty duels had bcen 
fought from four to nine o’clock in the 
morning. Nothing worse happens than a 
slit open cheek, of which the possessor 
is inordinately proud and which appar- 
ently makes him from that moment a he- 
man. As we*saw the gory evidences of 
the duels, I mumbled something about 
its being a barbarous custom, to which 
my German companion answered ‘What 


about your football?’” 





DROPS -WRITING OF AVIATION 

The Independence Indemnity has sus- 
pended the writing of aviation insurance 
because of the rate situation which Presi- 
dent C. H. Holland thinks is in a de- 
moralized condition. 





GEO. B. COCHRAN IN NEW YORK 
George B. Cochran, president of the 
Pacific Mutual Life, is in New York. 








it which was released to every newspaper 
in the state. 

As a matter of fact there is no more 
reason for the state of Missouri going 
into the business of providing work- 
men’s compensation insurance than there 
is for it “to go into the business of pro- 
viding groceries or gasoline, or shoes or 
threshing machines,” to quote the very 
appropriate words of Henry Swift Ives, 
Association of Casualty & Surety Execu- 
tives, in his address before Jefferson 
City’s gathering of agents a week ago, 


E. J. Schofield, vice-president of the 
Globe Indemnity, is one of the leading 
contestants these days for the honor of 
being the most consistent attendant 
among company men at insurance con- 
ventions. Almost constantly on the road 
since he joined the Globe this summer, 
he was on the speaking program last 
week at the large annual meeting of 
Kansas agents, returning to the home 
office the first of this week with just 
enough time to prepare his talk for the 
meeting at Harrisburg, Pa., of the 
Pennsylvania Association. He will then 
swing westward, visiting strategic pro- 
duction centers, and will appear on the 
program of the California State Agents’ 
Association meetine October 30 to No- 
vember 1 at Sacramento. He is not ex- 
pected back at the Globe head office un- 
til after the middle of November. At a 
dinner given in’ Dallas by George W. 
Carter of Detroit at the time of the 
convention of ‘the National Association 
of Insurance Agents the Detroit agent 
paid a high tribute to Mr. Schofield and 
to his popularity in the field. 

* * x 


Dr. V. Peca, managing director of the 
Slavia Mutual Insurance Bank, Prague, 
and one of the most distinguished in- 
surance men in central Europe, is a vis- 
itor to the city. His visit is only of a 
few days’ duration. When seen by a 
representative of The Eastern Under- 
writer Dr. Peca said that the new Am- 
erican Minister: to Czechoslovakia, I. A. 
Ratchesky of Boston, had made a very 
fine impression upon the people of that 
country; that he was very popular in 
Prague; and that he had shown himself 
to be a friend of the people of Czecho- 
slovakia. Dr. Peca is a director of the 
Lion Fire Insurance Co. of New York 
City. 





MERGER PLAN APPROVED 


Special Committee Working Out Con- 
solidation of N: Y. Plate Glass Ex- 
change With Survey Bureau 

Steps are now being taken for the con- 
solidation of the New York Plate Glass 
Exchange with the New York Plate 
Glass Survey Bureau. This move, ap- 
proved at a recent meeting in the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, will have the’ effect of plec- 
ing the consolidated bureaus under the 
jurisdiction of the National Bureau at 
its downtown office, 17 John_ strect, 


where owners’; landlord and tenant’s lia- 
bility rates are now supervised. 
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Provident Fund for A. F. I. A. 
Employes 

The American Foreign Insurance As- 
sociation has adopted a provident fund 
for its foreign employes. For every dol- 
lar which a foreign employe puts into 
the fund the A. F. I. A. puts up a dollar 
until a certain limit is reached. In the 
event that an employe is discharged from 
the service he only gets back the amount 
he has advanced, plus. interest, the. bal- 
ance accruing to the benefit of the re- 
maining employes. Employes may retire 
at age 64, or after forty years’ service, 
and then collect their proportion of the 
fund. According to experience in the 
past of British companies the provident 
fund provides sufficient money to buy 
an annuity equal to the salary the em- 
ploye was receiving when he retires. 

Une eae 


R 101’s Insurance 

The London “Times” of October 6 pub- 
lishes the following story about insur- 
ance. on the R- 101, the airship which 
crashed in France: 

It is understood that passengers and 
officers of R 101 were specially insured 
with the British Aviation Insurance 
Group, which was formed six years ago 
by underwriters at Lloyd’s and British 
insurance companies to provide aeronau- 
tical insurance on a scientific basis. The 
officers have been insured in this way 
since the airship was commissioned and 
underwriters will be called upon to pay 
substantial sums. Lord Thomson, Sec- 
retary of State for Air, is believed to 
have rung up the underwriter for the 
group on Saturday morning and to have 
arranged an insurance on his own life 
and on that of his personal servant. Rep- 
resentatives of the group in France were 
early on the scene of the disaster and 
rendered valuable service. It was stated 
yesterday that the disaster had caused 
the deaths of many members of the 
Court of the Guild of Air Pilots and Air 
Navigators. 

In recent years it has been customary 
for assurance offices specifically to ex- 
clude the risks of flying in the case of 
new ordinary life assurance policies, and 
to quote additional rates if assurance 
against aeronautical risks was desired. 
Many years ago, before flying was a risk 
which had seriously to be taken into ac- 
count, it was not specifically excluded 
from policies issued, and large numbers 
of such policies are now in force. 

No insurances were placed on R 101 
herself, since she was the property of 
the British Government, and no insur- 
ances were effected to cover the risk to 
third parties, 

Writing in the Insurance Number of 
“The Times,” published on May 27 last, 
Captain A. G. Lamplugh, the underwriter 
of the British Aviation Insurance group, 
Stated that the only large airship risks 
which had then been accepted were in re- 
spect of the delivery flight of ZR 3 from 

‘ermany to America and the various 
flights carried out by the Graf Zeppelin. 

ven for a small airship the minimum 














hull valuation might be put at approx- 
imately £250,000. To this would need to be 
added the accident cover for the crew, 
which might amount to as -much as £50,- 
000, while in respect of passengers the 
cover requested had been as high as 
£250,000. - Further, there might be insur- 
ances of freight, registered mail, and 
cargo. 
il ey 


F. H. Hardison’s Work After Leaving 
Massachusetts Insurance 
Department 


In conversation and other ways I have 
come into possession of the outlines of 
an interesting story probably not gen- 
erally known about the work of former 
Commissioner Frank H. Hardison, who 
for a dozen years was the head of the 
Massachusetts Insurance Department 
following a period of nearly as many 
years as first deputy under Commissioner 
Cutting. Mr. Hardison retired from 
office in 1919 under the operation of the 
age retirement law of that state for its 
employes. Four years later he was ap- 
pointed by Governor Cox as chairman 
of a commission on pensions to investi- 
gate and report upon the many and va- 
ried pension laws of the state respecting 
public servants and upon the subject of 
an old age pension law for its needy 
citizens. After spending two years and 
$40,000 in making its investigation, most- 
ly into the needs of the aged poor of 
the state, this unpaid commission made 
its report to the legislature. 

It was an investigation of extraordi- 
nary thoroughness into the financial con- 
dition of aged persons and covered many 
representative sections of the state. The 
report was a volume of some 300 pages. 
While the members of the commission 
agreed as to the facts they split on rec- 
ommendations. The majority favored a 
straight flat old age pension for the 
needy of $7 a week and presented a bill 
of that purpose. The minority, compris- 
ing Mr. Hardison and Prof. Young of 
the economic staff of Harvard disagreed 
and presented a plan for giving relief to 
needy aged citizens by charging public 
welfare boards now existing with the 
broader duty of taking care of the needs 
of such aged persons in their own homes 
where practicable in a gracious and dig- 
nified manner and not sending them to 
the poorhouse or such institutions. The 
State Welfare Board was to have super- 
vision of all local boards and pay ore- 
third of the cost of such service. 

This is a mere outline of the provisions 
of the bill which was sunported by a 
frank discussion of the advantages of 
such legislation over a flat old age pen- 
sion law which would give the same 
amount to each of its beneficiaries re- 
gardless of their special individual needs. 
These reports and appropriate bills were 
presented to the legislature of 1925, but 
no action was taken. 

For the next four years the issue of 
old age pensions was annually before the 
lawmakers with nothing being done. The 
legislature of 1930, however, took up and 


enacted the Hardison-Young plan, 
changing only the form of the bill in or- 
der to engraft its provisions upon legis- 
lation already existing as a part of the 
public welfare code of the state. New 
York and California at the 1930 sessions 
of their legislatures enacted laws em- 
bodying this same plan for old age as- 
sistance of the needy citizen. 

Mr. Hardison, although past the age 
of four score, was fortunately spared ‘to 
see the plan enacted of which he was co- 
author, but his associate, Professor 
Young, passed on two years ago, a great 
loss. 

In his campaign for re-election Gov- 
ernor Allen takes much credit for the 
enactment of the plan which he declares 
to be “a progressive and humane meas- 
ure,” and that he takes pride in his own 
personal interest in its behalf. On the 
other hand, Governor Roosevelt, al- 
though he signed the act, says that he 
hopes to see it superseded by an old age 
pension law in the near future. 

* * * 


Meador and Fulton Back from Seeing 
Oil Fields of Oklahoma 


J. J. Meador, vice-president of the 

United States Casualty, and George R. 
Fulton, field secretary, have returned 
from the Southwest. They spent a week 
in Dallas where they attended the con- 
vention of the National Association of 
Insurance Agents and also visited Okla- 
homa City, looking over the casualty, 
surety and oil situation there. 
_ Casualty and surety companies are be- 
ing asked to write bonds which protect 
property in the city limits of Oklahoma 
City against damage done by sinking of 
oil wells. The city authorities prescribe 
districts in Oklahoma City where the 
sinking of such wells is permitted. The 
bonds are generally for $200,000. Mr. 
Meador has in his possession a map 
showing the sections of Oklahoma City 
where such well sinking is permitted. 

The Oklahoma newspapers contain 
many ads of “royalty companies.” These 
companies are formed to deal in royalty 
rights. As it costs an average of $150,- 
000 to drill a well nowadays the person 
on whose property the well is drilled re- 
tains a certain percentage of the well on 
which he gets royalty, the rest of the 
income going to the company which fi- 
nances digging the well. Many insurance 
men are owners of royalty rights. 

See er 


Number of Insurance Newspapers 
Decreasing 


A survey of insurance trade press ad- 
vertising has been circulated by the Bu- 
reau of Business Research, College of 
Commerce and Administration, Ohio 
State University. It is the work of Cor- 
liss L. Perry, prepared as a master’s the- 
sis. Forty-seven of forty-eight agents 
in Ohio who were queried said that they 
were subscribers to insurance papers. 
Forty of the forty-eight said they found 
them helpful in their work. Of fifty-one 
companies queried forty-six said their 
ads were prepared by their own adver- 
tising department; four by advertising 
agencies, and one by a publisher. In 1928 
nearly 20% of the advertisements of com- 
panies placed by a large group were illus- 
trated. 

Seventy-five leading insurance compa- 
nies in the United States and Canada, all 
members of the Insurance Advertising 
Conference, were asked whether there 
were too many insurance ‘papers. Forty- 
four said there were too many; two that 
there were not too many; three didn’t 
answer the question, and two were un- 
decided. 

Mr. Perry was undecided himself as to 
the number of insurance journals pub- 
lished in the United States so he quoted 
the Ayres Newspaper Annual and Di- 
rectory, which said there were sixty- 
three in 1928, and the “Insurance Alma- 
nac” of New York, which said there 
were fifty-four. In 1916 Ayres Directory 
said there were seventy-two, the Insur- 
ance Almanac estimate being sixty-four. 


Despite these figures Mr. Perry made the 
following statement: 

“The insurance press is like a centipede 
in one respect. Chop off one of its mem- 
bers and another soon sprouts to take 
its place. . Mergers may occur, and do, 
but for every paper eliminated by such 
a combination another seems to rise to 
take its place.” 

* * 6 

A Luncheon to Judge Bookstein 

That was an interesting luncheon at the 
Bankers Club last’ week given by Milton 
B. Ignatius of Cabell, Ignatius & Lown to 
Judge Isadore Bookstein, who is run- 
ning for attorney general on the Repub- 
lican ticket. Judge Bookstein and Mr. 
Ignatius were students at the Albany 
Law School from which Judge Bookstein 
was graduated as valedictorian. He has 
lived in Albany all his life; was admit- 
ted to the bar in September, 1912; then 
he joined with Judge Daniel J. Dugan 
to form the partnership of Dugan & 
Bookstein which still exists. He was 
elected assistant district attorney of Al- 
bany in 1920 and county judge in 1921. 
He has been an instructor in the Albany 
Law School since 1925 and is a member 
of the Albany County Bar Association, 
New York State Bar Association, Am- 
erican Bar Association and of the law 
reform committee of the New York State 
Bar Association. He is a director of 
the Fathers’ Association of the Albany 
Boys’ Academy and is president of the 
Alumni Association of the Albany Law 
School. He probably belongs to as many 
fraternal organizations as anybody in the 
State, being a member of eight of them. 

In speaking of Judge Bookstein’s la- 
bor activities, one of his friends said: 

“His successful efforts while county 
chairman to oppose in this year’s legis- 
lature the bill to permit prison printing 
in competition with the organized labor 
of the printing trades resulted in a splen- 
did resolution of testimonial from the 
Allied Union Labor League of Albany.” 

ey tie 


Endorses Judge Conway 

Albert Conway, who is running for re- 
election as county judge in Kings County 
(Brooklyn), came out with flying colors 
in the Citizens Union report on the can- 
didates. Here’s what the Citizens Union 
said about Judge Conway: 

“Judge Conway, now serving by ap- 
pointment, possesses integrity, wide ex- 
perience and legal ability, qualities es- 
sential to satisfactory judicial service.” 

Nearly every night Judge Conway is on 
the platform in Brooklyn, having made 
seven speeches on Thursday night of last 
week. He is regarded as one of the 
most forceful public men in Greater New 
York. 

The Citizens Union is the organization 
that is now making an investigation of 
the judiciary of Greater New York. Giv- 
ing its unqualified endorsement to Judge 
Conway gave pleasure to his friends in 
the insurance business. 

$5 ee 

First Company to Write Fidelity 

Edward C. Lunt is the authority for 
the statement that the first attempt to 
organize a company to insure the fidelity 
of employes was made in London in 1720 
at the Devil Tavern. The fate of the 
proposed company has never been known 
but the tavern—the Inn of St. Dunstan 
and the Devil which stood between Tem- 
ple Bar and the Middle Temple Gate— 
was part and parcel of the history of 
England from the days of “O Rare Ben 
Jonson” until 1878, when the freehold 
was purchased by Messrs. Child, the 
bankers—Tellson’s Bank rar Temple 
Bar—the tavern demolished and other 
houses erected on the site now known as 
Child’s Place. 

George E. Hayes, president of the In- 
surance Society, has received from Lon- 
don a 1775 edition of Hudibras “adorned 
with cutts, designed and engraved by Mr. 
Hogarth.” One “cutt” is said to repre- 
sent the tavern. An effigy hangs over 
the old sign of St. Dunstan pulling the 
Devil by the nose while “strike, riot and 
civil commotion” rage in the street be- 
low. 
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Wonder Who Will Head 
Pennsylvania Dep’t 


E. BARFOD IF PINCHOT WINS 
Some Insurance Men Meet and Endorse 
Candidacy of John M. Hemphill, 
Democrat-Liberal 





Einar Barfod, who created a number 
of sensations when insurance commis- 
sioner of Pennsylvania, has been making 
speeches in that state in which he is 
said to have declared that in the event 
that Gifford Pinchot is elected governor 
he will be named insurance commission- 
er to succeed Col. Matthew H. Taggart, 
the present incumbent. 

For some time insurance men decided 
to keep hands off of the complicated 
election situation in that state, not car- 
ing to get mixed up in it. No active unit 
opposition to Pinchot was shown in in- 
surance circles until last week when 
representatives of forty companies—fire, 
casualty and life—met at the Downtown 
Club, Philadelphia, and decided to en- 
dorse the candidacy of John M. Hemp- 
hill, Democratic-Liberal candidate for 
governor. Pinchot was governor from 
1923 to 1927. Recently he has addressed 
insurance men promising a business ad- 
ministration and also saying that he 
would not treat insurance in a radical 
fashion. One of those talks was in Phil- 
adelphia; the other in Pittsburgh. 

Barfod’s Present Position 


Mr. Barfod, a former newspaperman, 
was administrator of the Blue Sky Law 
during the Pinchot administration and 
is at present manager of the Philadelphia 
office of the Union Labor Life and also 
manager of the Motor Casualty Corpora- 
tion. He was also a deputy insurance 
commissioner in the Pinchot administra- 
tion. 

Questioned by this newspaper Mr. 
Barfod denied making the statement at- 
tributed to him. Furthermore, he said: 
“T know nothing about the report that 
I am to be the next insurance commis- 
sioner if Mr. Pinchot is elected and I 
am not interested.” 

There is no secret either that many 
Philadelphia insurance men would like 
to see Thomas B. Donaldson back in 
office as insurance commissioner. How- 
ever, Mr. Donaldson is ineligible for that 
appointment now, being a resident of 
New Jersey. In addition, it is believed 
doubtful whether, if he were eligible, he 
would accept it. 


Talk of G. R. Dette 


Several weeks ago a report spread 
through the insurance district that in- 
surance men would seek to have G. R. 
Dette, then resident vice-president of the 
Pennsylvania Casualty, named as the 
next insurance commissioner. Questioned 
regarding the report, Mr. Dette said that 
it was all news to him and that that 
was the first he had heard of it. 

Several company officials who attend- 
ed the organization meeting for Hemphill 
declared that nothing was said at the 
session regarding the naming of anyone 
for insurance commissioner; that the 
principal thought before the meeting was 
the defeat of Pinchot. However, they 
remarked that they knew of no one in 
the state who would make a better in- 
surance commissioner than “Gus” Dette. 
They pointed out that Mr. Dette’s work 
while secretary-manager of the Insur- 
ance Federation of Pennsylvania togeth- 
er with his work at the various legisla- 
tures, plus his knowledge of the prob- 
lems of the business made him an ideal 
man for the post. In addition, Mr. Dette 
is a close personal friend of Mr. Don- 
aldson and the two worked close to- 
gether while Mr. Donaldson was insur- 
ance commissioner. 

While these company officials said that 


Jesse E. White Back In 
Fire Insurance Field 


NORTH STAR VICE-PRESIDENT 








Will Manage Fire Reinsurance Com- 
pany; Part of General Alliance 
Corporation Group 





Jesse E. White, for years one of the 
best known executives in fire insurance 
and who resigned in 1928 as vice-presi- 
dent of the Great American, retiring at 
the time from active business, has been 
elected vice-president and director of 
the North Star Insurance Co., which is 
exclusively in the fire reinsurance busi- 
ness, and which is one of the General 
Alliance Corporation group, other com- 
panies in the group being the General 
Reinsurance Corporation and the United 
British Insurance Co., Ltd. He will be 
managing director of the company, suc- 
ceeding Meinel & Wemple, Inc. 

Since Mr. White’s retirement from fire 
insurance he has spent about half of his 
time traveling, going as far as Hawaii 
and Alaska. His re-entry into fire in- 
surance will give satisfaction to his many 
friends. His long career in the business 
began in Dallas, Tex. 

The North Star was incorporated un- 
der the laws of New York state in Janu- 
ary, 1925. On January 1, 1930, the North 
Star stock was all acquired by the Gen- 
eral Alliance Corporation. At the end 
of the year 1929 the assets of the North 
Star were $4,055,904 and its surplus to 
treaty holders was nearly $2,000,000. Its 
capital is $400,000. 

Assets of $13,277,733 

The General Alliance Corporation at 
the end of last year had assets of $13,- 
277,733. Among some of its directors 
are Goodwin B. Beach of Goodwin-Beach 
& Co., Hartford; Walter P. Cooke, chair- 
man of the board of the Marine Trust 
Co., Buffalo; Richard Higgins, vice- 
president of the Chatham-Phenix Na- 
tional Bank & Trust Co.; Darwin R. 
James, president of the East River Sav- 
ings Bank, New York; Hugh R. John- 
ston, president of the Sterling Securities 
Corporation; E. E. Loomis, president of 
the Lehigh Valley R. R.; A. W. Sewall, 
president of the General Asphalt Co., 
Philadelphia; Alfred H. Swayne, vice- 
president of General Motors Corpora- 

(Continued on Page 28) 








no thought had yet been given to the 
insurance commissionership, one gath- 


ered from their talk that they were plan- . 


ning to secure the appointment of Mr. 
Dette. 

During the campaign four years ago 
insurance interests backed Governor 
Fisher on the promise that they could 
name the insurance commissioner. How- 
ever, after the election, Colonel Taggart 
was named by the governor. 
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Turning Wheels 


ciate the importance of keeping the 


S TORE and factory owners appre- 
wheels of their business turning 


every day. 











Continuous production with 
a constant inflow of orders and a steady 
outflow of goods points to a healthy busi- 
ness condition. 


But after a fire or other catastrophe, 
the wheels of the business must cease 
turning while repairs are being made. At 
such a critical juncture, U & O Insur- 
ance steps in and keeps the wheels turn- 
ing “financially.” 


Experts in the home office of this com- 
pany stand ready to assist you in the 
promotion of U & O Insurance among 
your customers and prospects. 








The GEORGIA HOME 
INSURANCE COMPANY 


WILFRED KURTH, Pres. 
59 Maiden Lane, New York 








APPROVE CAPITAL INCREASE 

Stockholders of the City of New York 
Insurance Co. of the Home group last 
week unanimously approved the proposal 
to declare a 50% stock dividend. The 
dividend will be paid to stockholders of 
record November 1. The present cap- 
ital of $1,000,000 consists of 10,000 shares 
at $100 par. The new capital will be 
$1,500,000, consisting of 15,000 shares at 
$100 par. The surplus of the company 
is $3,885,259 and the total assets amount 
to $7,890,756. President Kurth has an- 
nounced that the present dividend rate 
of 16% on the capital would be con- 
tinued and that the new stock would 
participate in the regular quarterly divi- 
dend to be declared in December. 





AUTO ASSOCIATION MEETING 


The staff committee of the National 
Automobile Underwriters’ Association 
will hold a meeting in Chicago begin- 
ning Wednesday, November 5. This 
committee consists of Manager J. Ross 
Moore, Actuary A. J. Donahue and the 
branch secretaries from New York, Chi- 
cago, Atlanta and San Francisco. 








J. A. KELSEY, General Agent 


ASSETS 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


sense recat 








United States Fire Branch: 80 John Street, New York 
GEORGE Z. DAY, 4Ass’t General Agent 





U. $.—Statement December 31, 1929 


$12,994,064.64 
2,418,023.59 
820,712.59 
9,755,328.46 














FRED. MICHEL’S NEW POST 

- Frederick Michel, who has been with 
the marine department of the Home for 
the last seven years, is now connected 
with the recently formed agency of Au- 
stin, Knapp & Wakefield Co. of 102 
Maiden Lane as inland marine agent for 
the Employers’ Fire of Boston. This 
department of the agency will be 
equipped to write inland and coastwise 
cargoes and transit and miscellaneous 
floaters country-wide. Mr. Michel has 
been in the marine field for many years. 
He was connected with the George H. 
Smith & Hicks general agency from. 
1902 to 1923, when he went with the 
Home. With this agency he specialized 
in inland marine lines. 





F. R. CAMPBELL PROMOTED 

Frederick R. Campbell has been ap- 
pointed automobile special agent of the 
Fireman’s Fund for New York state, 
succeeding Bayard Bigelow who recent- 
ly resigned. Mr. Campbell has been as- 
sociated with the Fireman’s Fund group 
since 1921 in both the automobile under- 
writing department and the field. For 
the last three years he has been automo- 
bile special agent in New England. His 
headquarters will be in the Cahill build- 
ing, Syracuse. 





CONN. AGENTS’ MEETING 
The Connecticut Association of Insur- 
ance Agents will hold its annual meet- 


. ing this year at New Haven on Thurs- 


day, November 20. 





HAMBURG INSURANCE FAILURE 


Announcement has been made that the 
Neptune Assecuranz Co., of Hamburg 
has become insolvent. This has cause 
the Mannheimer Versicherungs-Gessell- 
schaft to withdraw the offer it had made 
to acquire some of the branches of the 
Neptune company’s insurance business. 
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Percy H. Goopwin, 


f Fire Insurance Leader Who Believes 


One of the best convention personali- 
ties to appear in the insurance business 
in recent years. 

That in brief is the size-up of Percy 
H. Goodwin of San Diego, Cal., the new 
president of the National Association of 
Insurance Agents. 

Master of the subjects he discusses; 
dramatic in knowing when to stage a 
discussion and how to make it enthrall- 
ing; talking with great infrequency but 
always to the point; possessor of strong 
opinions but animated by a keen sense 
of fairness to the other side; constantly 
remembering the social amenities and 
respecting other people’s feelings; decid- 
edly tolerant. 

Quite a formidable list of characteris- 
tics for one man to have, but ask any 
of the leaders of the National Associa- 
tion and you will find acquiescence. 

What He Learned From Football 

Furthermore, Goodwin is sympathetic 
with the competitive problems of compa- 
nies; knows how to diagnose them; and 
believes in conference and in compro- 
mise, too, if there is no other way out. 
He understands full well that crying re- 
forms cannot be made in a day. He 
does not want the whole hog or none. 
Better to win a point here or there as 
all advantages count in the long run. 
His football experience told him that the 
fifty or one hundred yard runs are spec- 
tacular and fine if they can be negoti- 
ated, but it is the small consistent gains 
which win most of the football games. 
He played semi-professional football for 
some time as a member of a league com- 
posed of teams which represented towns 
in western Colorado. : E 

So the new president of the National 
Association of Insurance Agents believes 
that the best way to iron out the con- 
troversies between the companies and 
the agents is through conference, and 
already a number of important company 
executives whom he has seen on the 
subject agree with him. So watch for 
something along that line to develop. 

From the company angle Mr. Good- 
win is an association executive who will 
talk with considerable authority. First 
behind him is*the unanimous strength 
of an organization of more than 12,000 
agents. Then there is his fine personal 
and business standing. His agency 1s 
one of the largest and best equipped; 
he has long been one of the leading 
business men in southern California; di- 
rector, also, in banks and other enter- 
prises. 

Ancestry 

Mr. Goodwin spent his boyhood in 
Montrose, Col., where he went to gram- 
mar school. His father’s people come 
from New York state and Pennsylvania, 
four generations of them having lived 
in New York state. His grandfather 
was a manufacturer of harnesses; his 
mother’s father was a captain of ships 
on Lake Michigan. She was a member 
of the Yewdale family who were among 
the first settlers in Milwaukee and had 
the first printing plant in that city. 

From Colorado the Goodwin family 
moved to San Diego on account of the 





In Conference 


health of his mother. He went to high 
school there and then to commercial col- 
lege and later had private tutoring in 
finance, studying about investments, 
stocks, bonds, etc. His first contact with 
the insurance business was delivering 
policies. He had a bicycle and made 
arrangements with one of the fire agents 
to deliver them at a fee of ten cents a 
policy. 

He was also attracted to insurance in 
another way: He had the average boy’s 
love of going to a fire but after it was 
over he would stick around the ruins 
and when the adjusters came he helped 
them sort the goods for the salvage. 


The Lure of Fire Insurance 


One day in Montrose there was a big 
fire. In discussing that incident Mr. 
Goodwin said: 

“There was an agent in town who had 
a large line on this fire and who let me 
help stock up the merchandise after the 
fire. He was an old-time type which is 
passing out: the very crabbed person 
who disguises a big heart under his 
mantle of gruffness. He would talk for 
hours about the so-called iniquities of 
fire insurance and then say that it was 
the best business he knew after all, and 
he was mighty glad to be in it. Well, 
I asked that old boy so many questions 
that finally he became interested in me. 
He gave me a job delivering policies and 
collecting bills. Because of the nature 
of my work and the speeches I heard 
him make about fire insurance, both to 
me and to other persons, I began to 
take a liking to fire insurance. Almost 
everything about the business appealed 
to me and I decided then secretly that 
if I could become a fire insurance man 
then that would be my career. And fire 
insurance has never lost its glamor for 
me.’ 


Percy H. begged his father for per- 
mission to go into the insurance busi- 
ness. His father was not particularly 
enthusiastic but eventually turned him 
over to his Colorado friend, Charles Cur- 
tis, general agent for The Prudential. 
His father figured that the hard knocks 
in cold canvass his son would get while 
trying to sell life insurance would either 
knock the insurance idea out of his head 
or make an insurance man of him. It 
didn’t work exactly either way. 

Goodwin started out to sell ordinary 
life insurance but was a flop. In addi- 
tion to The Prudential the Curtis agency 
also represented the Standard Accident 
and some other companies. The agency 
brokered fire business with the ‘Home. 
Eventually, he asked Curtis if he could 
come inside the office. He was put on 
the cashier’s trick and made assistant 
adjuster and then adjuster for the Cur- 
tis agency. After he had quit the sales 
end he got along fine. 

Percy H.’s father, Nason M. Goodwin, 
was in the wholesale and retail general 
merchandising business in addition to 
being a cattle man. He sold out the 
merchandising business and went to San 
Diego in 1895. When doing so, how- 
ever, he loaned money so that Percy 
Goodwin could buy a half interest in 
this merchandising business in Montrose. 

In 1903 Percy H. Goodwin’s health was 
not so good and in January, 1904, he 
started back to California. Nason M. 
Goodwin was then in the real estate, 
rental and mortgage loan business, hav- 


ing bought the half interest of a man 
named Gordon, the business having been 
established in San Diego in 1865. The 
insurance business of the firm was brok- 
ered. Percy H. Goodwin’s first job in 
San ‘Diego at this time was collecting 
brokerage. He did not do any better as 
a collector than he had done as 4 sales- 
man in Colorado. 

He decided he had better take an es- 
timate of himself, of his opportunities 
and that of the concern, and plan better 
for his future. The thing which made 
the deepest impress upon him was that 
the firm should open an insurance di- 
vision instead of merely brokering its 
insurance business with other offices. The 
firm had many points of contact and Mr. 
Goodwin felt that advantage of them 
should be taken. The idea met some 
opposition in the office, but he persist- 
ed. An agreement was finally arrived 
at by which the business he controlled 
was Percy H. Goodwin’s but as long as 
he remained with the firm the profits 
should remain. with the firm; in other 
words, each partner should have an equal 
share of the profits. 


Becomes Owner of Agency 


Mr.‘ Goodwin felt that he knew con- 
siderable about the fire business and he, 
therefore, made a study of all the other 
lines. Then when he went out as a 
salesman he made good. His own axiom 
about this is, “If you like something, you 
can sell it.” He certainly liked the in- 
surance business. 

The firm started to grow. From time 
to time new partners were taken in or 
some dropped. For some years there 
were no less than four partners. Finally, 
Nason M. and Percy H. Goodwin bought 
the interest of one of the partners. Percy 
H.’s brother bought out the interest of 
Gordon. In 1917 Nason M. and Percy 
H. bought out the interest of the lat- 
ter’s brother. Nason M. died in 1922 
and at the present time Percy H. Good- 
win is sole owner of the business. The 
esprit is particularly good and there are 
a number of clubs and associations in the 
office. 

It is because the organization is so 
effective that Mr. Goodwin has been able 
to travel so much, in the past year near- 
ly 50,000 miles, in the interest of the 
National Association of Insurance Agents 
as chairman of the executive committee. 
During that time he made six trips across 
the continent and back and he went to 
Florida in addition. There were also two 
trips to Oregon, and visits to Washing- 
ton, Montana and Arizona. On all these 
trips he was accompanied by Mrs. Good- 
win, who has many friends throughout 
the insurance fraternity. 

Among the large lines controlled by 
the Goodwin office is the famous Mexi- 
can resort, Agua Calliente. It is a full 
insurance coverage. Agua Calliente, now 
one of the show places on this continent, 
was built in the area of the old hot 
springs which Mexicans and Spaniards 
had been visiting for a century, many 
going overland from Mexico City believ- 
ing that these springs would cure them 
of all their ills. On its golf links recent- 
ly was held one of the major champion- 
ships, the winner getting $25,000. The 
hotel and environs are remarkable. With 
the exception of compensation the only 
insurance loss that Agua Calliente has 
had to date was under a hold-up policy 
when a money truck was held up and 





PERCY H. GOODWIN 


- two guards were killed. The net insur- 


ance loss turned out to be $6,500. 
San Diego Exposition 

Mr. Goodwin has many activities in 
San Diego. During the time of the San 
Diego Exposition he was a member of 
the executive committee for about three 
years, was chairman of the insurance 
committee and a member of the enter- 
tainment committee. Among those he 
entertained were Presidents Taft and 
Roosvelt, Thomas A. Edison and Henry 
Ford. He had charge of the arrange- 
ments for dinners and lunches, and the 
San Diego Exposition incident furnished 
one of the most interesting experiences 
in his career. 

For years he was active in the San 

Diego Chamber of Commerce and was 
one of the original organizers and direc- 
tors of the San Diego club which financed 
the community advertising of the city. 
His first interest in agency association 
affairs dates back two decades. In fact, 
he became -a member of the executive 
committee of the California Association 
seventeen years ago and was its chair- 
man. 
Until the Dallas convention of the Na- 
tional Association Mr. Goodwin had al- 
ways ducked the ‘office of president of 
an association. He was vice-president 
of the California Association of Insur- 
ance Agents, the San Diego Chamber 
of Commerce and some other associa- 
tions, but always asked that somebody 
else be elected president. 

He is vice-president of the San Diego 
First National Co., a holding company 
which owns the First National Trust 
and Savings Bank of San Diego and 
several other banks. Among the com- 
panies of which he is a director are 
the following: Pacific American Fire In- 
surance Co., Los Angeles; Great Amer- 
ican Indemnity Co. New York; San 
Diego Ice & Cold Storage Co.; Califor- 
nia Ice & Cold Storage Co. 

A Residential City 

When Mr. Goodwin first went to San 
Diégo the town had a population of 15,- 
000 people. The suburban towns aug- 
ment this population to 225,000. It is 
primarily a residence town and a great 
center for tourists. The estimated aver- 
age daily tourist float in the summer 
time is 25,000. In the winter, however, 
the number climbs to between 40,000 and 
50,000 people. 

San Diego was one of the first cities 
to go into community advertising; in 
other words, presenting the glories of 
San Diego to newspaper readers in allt 
parts of the country. They were asked 
to look the town over and make it their 
future home if it appealed to them. 
These advertisements were responsible 
for largely increasing the permanent 
population of San Diego. Long before 
the newspaper advertising many distin- 

(Continued on Page 32) 
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Mallalieu Talks to 
Mass. Business Men 


PICTURES AIM OF INSURANCE 





National Board Manager Says Stock 
Company Problem Is to Satisfy 
Necessities of General Business 





A clear, intelligent and illuminating pic- 
ture of stock fire insurance and its close 
tie-up with industrial and other business 
development and progress was presented 
by poser mee Manager W. E. Mallalieu of 
the National Board of Fire Underwriters 
in a talk he gave yesterday in Boston 
before the insurance section conference 
at the fifteenth annual meeting of the 
Associated Industries of Massachusetts. 
Mr. Mallalieu was asked to talk on fire 
insurance problems and ‘he called them 
the problems of all men in business. 

Mr. Mallalieu showed how stock fire 
insurance not only protects business by 
removing the danger of disaster but also 
aids by heavy investments in securities 
of the premium income received from 
policyholders. He said that the National 
Board companies which have headquar- 
ters in Massachusetts, Connecticut, New 
York and New Jersey alone have in- 
vested $91,966,000 in real estate bonds, 
$341,055,040 in the stocks and bonds of 
railroads, $132,899,408 in the stocks and 
bonds of electric utilities and $304,635,- 
480 in the securities of industry direct. 
They hold nearly $93,000,000 in bank 
stocks; about $380,000,000 is invested in 
municipal, state and national government 
bonds. The grand total of $1,345,734,000 
is invested by the companies in these 
four states in the progress of the coun- 
try Mr. Mallalieu stated. 

Saying that fire insurance problems 
are those of general business Mr. Malla- 
lieu went on as follows: 

“The underwriters in the stock fire 
insurance world are primarily devoting 
their energies, their technical knowledge, 
the tabulated experience at their dispos- 
al, and the findings of their research 
staffs to the solution of those problems 
of your businesses on a basis economic- 
ally sound and guaranteeing both finan- 
cial security and certainty of cost at 
the minimum figure compatible with that 
security. I say they are your prob- 
lems rather than exclusively the prob- 
lems of the stock fire insurance com- 
panies because the motivating principle 
of these companies is to meet the need 
of every new development in manufac- 
turing, transportation and distribution. 
These companies must go even further 
and protect the manufactured product 
after it has reached the ultimate pur- 
chaser and so long as it has an insur- 
able value. It must protect not alone 
the capital invested in your manufac- 
turing plants and in your great stores, 
but likewise the capital that the ultimate 
purchaser has invested in his home and 
its furnishings, and the savings of the 
millions moving toward economic inde- 
pendence in the years when earning pow- 
er shall have decreased or ceased. 


What Fire Insurance Must Do 
“Tt must do all this on an equitable 
basis. It must and does provide the 
coverage forms sufficiently diversified to 
meet the requirements of the great man- 
ufacturing institutions with plants estab- 
lished here and there and everywhere 
throughout this broad land of ours and 
the lesser requirements, though just as 
vital to him, of the manufacturer on a 
smaller scale with but a single plant. 


It must and does serve the merchandis- 
ing systems with heavy concentration of 
values in a single store or in units far- 
flung through every state, and at the 
same time serve with equal faithfulness 
and the same high measure of security 
the merchant at the country crossroads 
store. 

“It must and does vary its forms to 
meet these varying needs, but it applies 
to each of them with absolute impartial- 
ity the scientific yardstick of an equit- 
able rate which, in the last analysis, is 
but the scientifically tabulated experi- 
ence of business and fire’ hazards 
throughout the years. Again, still and 
always using experience as a basis, it 
grants credits or imposes penalties on 
the individual owner, according to the 
way he guards against destruction of 
values by fire or storm; with the dou- 
ble motive of furnishing a financial in- 
centive to conserve capital values and 
to guard against imposing a burden on 
the painstaking and careful manufactur- 
er because of the carelessness or hap- 
hazard methods of his competitor. 

Companies Are Formed For Profit 

“Stock fire insurance companies are 
not eleemosynary institutions. Although, 
as I have pointed out, its motivating prin- 
ciple is service to business and the in- 
dividual everywhere, I do not wish to 
give the ideda that stock’ fire insurance 
companies are organized for uplift, de- 
veloped for. purposes or almsgiving, or 
maintained for the primary purpose of 
indulging: in that greatest of ‘indoor 
sports, telling the other fellow how to 
run his business. They are organized 
for profit. The record shows that they 
do not always get it, but that is the 
thing for which they are organized, just 


as it is the thing for which your busi-. 


nesses are organized. I see no reason 
for hesitating to make that statement 
or for apologizing for the fact, any more 
than I see any reason why you should 
do so in discussing your own businesses. 

“Tl ask that you note this point, which 
is of far-reaching: significance to you in 
your businesses, that while stock fire 
insurance companies are organized for 
profit, the capital that has been invested 
in them is capital invested for the spe- 
cific purpose of protecting the capital 
you have invested in your businesses and 
your homes and your properties of every 
kind everywhere. you permit the 
weakening of these companies through 
forcing rates below the point of ade- 
quacy, if you permit the demagogue to 
hamper activities unnecessarily and push 
regulation to the point where it becomes 
confiscation, you drive these companiés 
from the field because, like your own 
enterprises, they cannot continue in busi- 
ness without a profit. If you permit 
them to be destroyed, under any theory 
of modified socialism that destroys prof- 
its, you have cut the foundations from 
your own businesses. 

“This financial protection if it is to be 
protection at all and not just an anchor 
with a chain too short to grip a firm eco- 
nomic bottom, must be unquestioned. 
Stock fire insurance, based upon two 
hundred years of experience, is furnish- 
ing that indemnity at a predetermined 
non-assessable price. It submits no un- 
supported theory. It asks you to take 
no chances at all on how its plan- will 
work. 

“This is something, furthermore, that 
is in strict consonance with modern Am- 
erican business practice and our so-called 
mass production. There is unquestion- 
ably an established public demand today 
for standard articles at a standard price 


Massachusetts Agents 
Hold Annual Meeting 


PRESIDENT NOBLE RE-ELECTED 





J. W. Downs of State Federation Pre- 
dicts Auto Compulsory Law Will Be 
Replaced Within Next Two Years 





Roscoe K. Noble of Northampton was 
re-elected president of the Massachusetts 
Association of Insurance Agents at the 
annual meeting held Tuesday afternoon 
and evening at the Hotel Statler in Bos- 
ton. The membership of the association 
declined somewhat in the last year and 
on September 30 stood at 382 agencies. 
A vigorous membership campaign will 
be conducted during the next twelve 
months Mr. Noble said. 

A question and answer period con- 
ducted by Vice-President Fred. R. Smith 








with a gradual avoidance of commodi- 
ties that carry with them the possibilities 
of contingent and uncertain costs in the 
near future or added outlays for main- 
tenance. Stock fire insurance does ex- 
actly this in the insurance field, and I 
feel that if it did nothing else in this 
period beyond furnishing industry and 
commerce with this element of certain- 
ty in the cost of protecting invested cap- 
ital, it would more than justify its ex- 
istence.” 


of Haverhill was one of the features of 
the meeting. At this period it was 
brought out that agents must be. pre- 
pared to render real service if they hope 
to retain their present business in the 
face of sharp competition from other 
sources. Edwin J. Cole of Fall River 
reported on the Dallas convention of 
the National Association and also spoke 
briefly on the Interstate Underwriters 
Board. John W. Downs, counsel for the 
Insurance Federation of Massachusetts, 
predicted that within two years there 
will be a financial responsibility law in 
the Bay State modeled largely after the 
New Hampshire and Connecticut laws to 
replace the present compulsory automo- 
bile liability statute which has proven 
so unsatisfactory. 


Following are other officers of the 
state association elected at this meet- 
ing: Vice-president, Fred R. Smith of 
Haverhill; secretary-treasurer, Fred A. 
Norton of Salem. The following region- 
al vice-presidents were elected: William 
E. Bagg, Pittsfield; Norman A. Brain- 
ard, Springfield; George L. Briggs, 
Amesbury; Edwin J. Cole, Fall River; 
Henry F. Fessenden, Lowell; Harvey A. 
Gallup, North Adams; Robert B. Green- 
wood, Winchendon; William P. McPher- 
son, Worcester; Harry K. Rowe, Wor- 
cester; Warren S. Shaw, Brockton; Rob- 
ert T. Sisson, Lynn; Carroll K. Steele, 
Gloucester; A. C. E. Stimson, Greenfield; 
Frank G. Thacher, Hyannis, and Charles 
H, Watkins, Boston. 
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stronger than its financial back- 


A FIRE insurance policy is no 
But financial strength 
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alone is not enough. The company 
behind the policy must have a repu- 
tation for prompt and fair adjust- 
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Harmonia policyholders enjoy 
these advantages which redound to 
the credit of Harmonia representa- 


FIRE INSURANCE CO. 
THE HARMONIA 


WILFRED KURTH, Pres. 
59 Maiden Lane, New York 















GUARDIAN LIFE 








Established 1860 Under the Laws of the State of New York 








17-23 John Street, New York 
CORtlandt 8300 
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420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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HELP -YES! 


BUT NO PREACHING! 


Since the first issue of the “Messenger” many helpful articles have 

appeared in its pages, but pep and sunshine stories of the cheer leader 

variety have been carefully avoided. “Help, yes; harangues, never” 
is a leading part of the Messenger’s editorial policy. 


May we send you a sample copy? 


THE AATNA FIRE GROUP 


ATNA INSURANCE COMPANY THE CENTURY INDEMNITY CO. 


THE WORLD FIRE AND MARINE INSURANCE COMPANY > 
HARTFORD, CONNECTICUT 


PIEDMONT FIRE INSURANCE COMPANY - CHARLOTTE, N. C, 





ss 


Peer. r9ee GETTER. Y 


asain een ak Pika Se 


rolablasine i Bein 


Reis 


ree eee ray ee eee 


Ok Tweet 





Page 26 











October 24, 1930 








State Fund School 
Bill Not Dead in Pa. 


MAY OFFER IT NEXT SESSION 





Pennsylvania Local Agent Also Discusses 
Qualifications and Uniform Fire Rates 
in That State 





A review of pending and proposed in- 
surance legislation in Pennsylvania was 
presented by Gilbert S. Parnell, secre- 
tary of the Indiana, Pa., local board, be- 
fore the annual convention this week in 
Harrisburg of the Pennsylvania Asso- 
ciation of Insurance Agents. He said 
that the proposed state fund to insure 
school property against fire risks has so 
far been defeated but that the rates on 
these risks will probably have to be low- 
ered or the threat of a state fund will 
continue to loom large on the horizon. 

With respect to the proposed amend- 
ment to the state fire insurance fund to 
include casualty insurance the bill was 
defeated last year but will probably be 
offered to the legislature again. Mr. 
Parnell said also that it is likely that a 
bill will be introduced creating one rating 
bureau to make uniform fire insurance 
rates for the entire state and requiring 
all stock companies to adhere to these 
rates. Mr. Parnell urged support for 
this measure from the agents. 

On the subject of agents’ qualification 
Mr. Parnell said that the well-established 
agents of Pennsylvania are not altogeth- 
er satisfied with the present qualifica- 
tion law. While this statute requires new 
applicants to be examined on _ their 
knowledge of insurance, those who have 
held licenses for several years and still 
may not be thoroughly qualified in the 
accepted sense of the word, can be ap- 
pointed for additional lines merely by 
answering a questionnaire. Mr. Parnell 
suggested that license fees be increased 
and companies prohibited from aiding in 
the payment of such licenses and that 
other means should be considered to pro- 
tect the legitimate agent from the com- 
petition of the so-called hangers-on. 

Speaking directly about state insurance 
of school property, Mr. Parnell said: 

Proposed Fund to Insure School 
Property 

“In 1927 a commission consisting of 
the superintendent of public instruction 
and the commissioner of insurance was 
selected to study this proposition and re- 
port to the legislature. The commission 
sent questionnaires to every school dis- 
trict in Pennsylvania asking for infor- 
mation concerning the construction and 
kind of property insured, rates, premi- 
ums, amount of insurance, and losses 
during the five year period from 1922 
to 1927. One-half of the questionnaires 
were returned to the’ commission and, 
of this number, only one-half were in- 
telligible. Hence, the report of the com- 
mission is based upon figures from one- 
fourth of the school districts; however, 
an examination of the commission’s re- 
port, which is a public document and 
can be obtained by anyone, indicates that 
it is fairly representative of school dis- 
tricts throughout Pennsylvania. 

“The commission reported a loss ra- 
tio of 29% on school property, which 
figure has been alleged by certain insur- 
ance interests to be false; however, the 
loss ratio compiled by the National Board 
of Fire Underwriters on its nearest sim- 
ilar classification, which includes not only 
school property but also penitentiaries, 
asylums, hospitals, etc., indicates a fig- 
ure not at great variance with the re- 
port of the commission. 

“Therefore, considering only the clas- 
sification of school property, the pres- 
ent rates applicable to school property 
are excessive and constitute one argu- 
ment in favor of the creation of a state 
fund for the insurance of school prop- 
erty. An argument of insurance com- 
panies, who make fire insurance rates 
through the Underwriters’ Association, 
is that one class of property, such as 
school property, should not be considered 
exclusively in making rates but that the 


burden of loss must be equitably dis- 
tributed by taking all classes of property 
into consideration. 


Expect Bill to Be Introduced Again 


“The commission advised the creation 
of a fund to insure school property un- 
der the administration of the Depart- 
ment of Education and presented a bill 
accordingly. This bill passed two read- 
ings in the senate, was on the calendar 
for a third reading preparatory to pres- 
entation to the house more or less ‘en 
masse’ with a number of other bills for 
passage during the last days of the last 
legislature, and was defeated through the 
last minute efforts of certain members 
of the association. 


“Undoubtedly a similar bill which is of 
importance to all three parties in inter- 
est will be presented to succeeding leg- 
islatures unless conditions inviting the 
measure are remedied. The defeated bill 
was paternalistic in nature, an endeavor 
to place the state in business in compe- 
tition with its citizens, but was justified 
in a measure by the attitude of insur- 
ance companies toward the matter of 
rates from one viewpoint. 

“While it may be argued that the gov- 
ernment should not engage in business, 
especially in competition with its own 
citizens, the failure of business to prop- 
erly and reasonably serve the public may 
warrant such action on the part of the 
government to safeguard and protect the 
interests of the public. The matter of 
rates and the reason therefore should 
be investigated and explained so that 
this proposed legislation properly may 
be defeated and the government re- 
strained from entering farther into the 
insurance business.” 





G. A. BROWN WITH WICKHAM 


George A. Brown has joined the pro- 
duction department of the Charles E. 
Wickham agency as a solicitor. He was 
formerly with the agency of Fuller & 
Kern. 
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J. LYNN TRUSCOTT ILL 


J. Lynn Truscott, chairman of the 
board of the Camden Fire, who two 
weeks ago suffered a second stroke, is 
reported as improved but with his condi- 
tion still gravely critical. Mr. Truscott, 
who is 76 years old, has been in the 
insurance business for fifty-eight years, 
entering the field as a youth of 18 on 
his arrival in the United States from 
England. : 





WINS GOLF CHAMPIONSHIP 


For the second consecutive year, Mal- 
colm F, Jones, Virginia state agent for 
the Dixie, has won the city golf cham- 
pionship of Richmond. After trailing 
from the second to the thirty-fourth 
hole, he came from behind to defeat 
Jack Howard, Country Club of Virginia 
player, runner-up for the championship 
in 1927, The tournament was staged on 
the course of the Lakeside Country Club. 





ship.” 


vertising aids. 


i 

















Multiplied Salesmanship 


Byes though you may be a fast 
worker you cannot be two places at 
the same time. 
if you do not “multiply your salesman- 
In other words, you should not 
waste your own valuable time in doing 
things which advertising can do for you. 
Through advertising, your message can 
be told in many places at the same time. 
It introduces you to your prospects. 


The advertising department of the New 
Brunswick is always at your service. It 
can supply you with pamphlets on vari- 
ous kinds of insurance, electros for news- 
paper advertisements, posters, window 
display material, blotters and other ad- ° 


“Tne New Brunswick 
FIRE INSURANCE COQ 


WILFRED KURTH, Pres. 
59 Maiden Lane, New York, N. Y. 
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Insurance Institute 
Meeting October 28 


BANQUET | 





IN THE EVENING 





Action to Be Taken on Four Amend- 
ments to the By-Laws; Winter to 
Report on Education Committee 





The twenty-second annual conference 
of the Insurance Institute of America, 
Inc., will be held next Tuesday, October 
28, in the executive committee room of 
the National Board of Fire Underwriters 
at 85 John street. The meeting will be- 
gin at 11 a. m. and will continue to the 
early afternoon. That evening there will 
be a large dinner of the Institute at the 
Hotel Biltmore. There may be one or 
more outside speakers at. this concluding 
event on the day’s program. 

The report of President Henry Moir 
will open the business meeting of the 
Institute. This will be followed by re- 
ports of the board of governors, commit- 
tee on education of which William D. 
Winter of the Atlantic Mutual is chair- 
man, secretary, treasurer and the com- 
mittee on resolutions. There will also 
be the election of officers for 1931 and 
action on the amendments to the by- 
laws. 

The proposed by-law amendments 
which have been approved already by 
the board of governors of the Institute 
follow: ? 

“The third paragraph under division 
(d) of Section 1, Article II, Members, 
reads as follows: 

“*All persons who register for a 
thesis, to be written in order to qualify 
as a Fellow, shall, within three months 
thereafter, pay a registration fee of 
$5.00.’ f 
“An addition to this paragraph is rec- 

ommended by the Board of Governors 
as follows: } 

“This payment for thesis registra- 
tion is to be regarded as a credit on 
the first year’s annual dues when the 
candidate becomes a Fellow. _ 
“The second paragraph under division 

(b) of Section 2, Article II, Fees and 
Dues, reads as follows: 

“‘For the year 1925 a fee of $2.0 
shall be required from each person who 
sits for an examination, in the Asso- 
ciateship class.’ 

“Tt is recommended that this paragraph 
be amended by the addition of the fol- 
lowing at the end of the paragraph: d 

“ “thereafter the fees shall be as fixe 
from time to time by the Board 0 
Governors.’ ” 

The committee on arrangements for 
the dinner Tuesday evening includes be 
following: William B. Joyce, B. M. Cul- 
ver, William D. Winter, Frederick H. 
Ecker, Edson S. Lott and President 


Henry Moir and Secretary E. R. Hardy 
of the Institute. 
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LOYALTY GROUP 


JANUARY 1, 1930 STATEMENTS 





NEAL gy Presiden JOHN KAY. prene Srelins and Treasurer 
H. HASSINGER, Vice-President WELLS T. SASSETT, Vice-President ARCHIBALD KEMP, 2d ice-President 


FIREMEN’S INSURANCE COMPANY : 
OF NEWARK, NEW JERSEY SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 


: NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


THE GIRARD F. & M. INSURANCE CO. 
$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 


NEAL Laud President JOHN KAY, Vice-President 
H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 


NEAL gg tt President nnn KAY, Vice-President 
H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President IBALD KEMP, 2d Vv Pres’t 


NATIONAL - BEN FRANKLIN FIRE INS. Co. = 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 


NEAL BASSETT, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


SUPERIOR FIRE INSURANCE CoO. 
$ 5,073,876 $ 3,061,200 $ 1,000,000 $ 1,012,676 $ 2,012,676 


NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, Presid JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d ‘Vice- 


CONCORDIA FIRE INSURANCE CO. aise 
$ 5,564,987 $ 3,078,063 $ 1,000,000 $ 1,486,923 $ 2,486,923 


























L. J , President NEAL BASSETT, Vice-President 
JOHN KAY. Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CAPITAL FIRE INSURANCE CO. 
$ 652,382 $ 13,200 $ 300,000 $ 339,182 $ 639,182 


CHAS. H. YUNKER, Presid ‘ Or JOHN KAY, Vice-Présiden 
le t t 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d 





Vice-Pres’t 


MILWAUKEE MECHANICS’ INSURANCE CO. 
$13,045,126 $ 7,886,590 $ 2,000,000 $ 3,158,536 $ 5,158,536 


NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President 


. WM. BURTON, Vice-President 
J. C. a Vice-President EARL R. HUNT, veer INGER, P. STANTON, Vice-President 5S. ik Serr ee Vice-President 
OHN KAY, Vice-President . H. HASSIN' Vice-President WELLS T. BASSETT, Vice-President 


METROPOLITAN CASUALTY INSURANCE CO. 
$14,945,383 $10,320,195 $ 1,500,000 $ 3,125,187 $ 4,625,187 


NEAL BASSETT, Chairman of Board 








W. FEIGENSPAN, President 
” E. C. FEIGENSPAN, Vice-President 
A. H. HASSINGER, Vice-President 


COMMERCIAL CASUALTY INSURANCE CO. 
$14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


$131,779,040* $58,562,251 $49,400,938 


WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Ill. N 10 P me ss San Francisco, California 
H. A. CLARK, Manager ewark, New Jersey 60 Sensinn tien 


Ass’t Managers CANADIAN DEPARTMENT _ W. W. & E. G. POTTER, Managers 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t Managers 


JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHNR. COONEY CHAS. IL GATCHEL 


* Capital and Surplus of affiliated companies owned by Firemen’s, appear in gross assets of beth. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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E.U.A. Recommends Two 
Supplemental Forms 


U. & O. COMMITTEE MEETS ALSO 

Ass’n Asks Regional Rating Bodies to 
Consider Smoke Damage and 6 Point 
Riders; Annual Meeting December 10 








The Eastern Underwriters’ Association 
at a well-attended meeting held on Wed- 
nesday afternoon in New York approved 
a report of the committee on rates and 
rating methods giving consideration to 
extra covers. This 
ed that the E. U. A. 
various rating bodies in its territory the 


committee suggest- 


recommend to the 


adoption and promulgation of two sup- 
plemental contracts. 

One of these contracts covers direct 
loss or damage caused by smoke due to 
a faulty operation of stationary heating 
apparatus using oil for fuel. The other 
supplemental contract is against loss or 
damage caused by aircraft, explosion, 
hail, motor vehicle, riot and/or wind- 
storm. This latter supplemental con- 
tract is to be issued only in connection 
with dwelling property and both. con- 
tracts must be attached to policies which 
‘insure the property against fire. 

The rates suggested are considered to 
be attractive and it is anticipated that 
a considerable amount of new premiums 
can be obtained by the local agents for 
their companies as soon as the forms, 
rules and rates have been adopted and 
actually issued by the rating bodies hav- 
ing jurisdiction. The E. U. A. itself can- 
not put these new forms in use. They 
must;be approved by the regional rating 
bodies and approved by the state insur- 
ance departments which require filings. 
In New York state the second supple- 
mental contract containing the six points 
will probably not be approved until a 
new state insurance superintendent has 
been appointed. 

Annual Meeting December 16 

The annual meeting of the E. U. A. 
has been set for Wednesday, December 
10. The meeting this week being the 
first after the summer vacation, the at- 
tendance was unusually large—practically 
every company being represented. Sev- 
eral committees charged with the con- 
sideration of special subjects made in- 
teresting reports of progress The as- 
sociation accepted the resignation of the 
Federal of New Jersey which no longer 
transacts fire insurance in the territory 
of the E. U. A. The Skandia, affiliated 
with the Svea Fire & Life, was elected 
to membership. 

A meeting was also held Wednesday 
in the headquarters of the E. U. A. of 
the joint committee on use and occu- 
pancy. Charles C. Hewitt, vice-president 
of the National of Hartford and chair- 
man of the E. U. A. use and occupancy 
committee, presided and there were rep- 
resentatives present also from the West- 
ern Actuarial Bureau and the 
Eastern Underwriters’ Association. There 
were no major changes in the rules made, 
those which were approved being solely 
for purposes of clarification. The com- 
mittee is seeking greater uniformity in 
the rules in the three jurisdictions and 
Wednesday’s meeting saw progress in 
this direction. 


LONG ISLAND FIRE_MERGED 


Stockholders of the New ‘York Fire 
and the Long Island Fire, both members 
of the Corroon & Reynolds fleet, have 
agreed to merge the two companies 
under the name of the former. The 
proposed capital of the merged company 
is $1,000,000, consisting of 190,000 shares 
of a par value of $10 each. The direc- 
tors of both. companies will meet next 
Monday, October 27, to vote on the mer- 
ger. The New York Fire has been going 
since 1832 and its capital at the begin- 
ning of this year was $1,000,000. The 
Long Island Fire was formed in 1927 
‘and has a capital of $200,000. 


South- . 


Wilson Warehouse 
Case Now Being Tried 


IN THE FEDERAL COURTS HERE 





Six Defendants Accused of Trying to De- 
fraud Fire Companies; Auerbachs 
Plead Guilty 





For almost two weeks there has been 
going on in the Federal Building in this 
city, the trial in the Wilson Warehouse 
case. Thomas J. Todarelli, assistant 
United States attorney, who represents 
the government in this prosecution, is 
displaying unusually careful preparation 
and skill in the presentation of the case 
to the court and jury. Judge Henry W. 
Goddard, before whom were tried other 
cases involving the use of the mails in 
a scheme to defraud fire insurance com- 
panies, is presiding at this trial. The 
defendants who are on trial in this case 
are Louis Leibowitz, Harry Dresbold, 
Sol H. Bernstein, Henry Behrman, Max 
Leibowitz and Samuel Denner. 

The defendants, Louis Auerbach and 
Alex Ben Auerbach, pleaded guilty to the 
indictment at the opening of the case. 
Louis Auerbach has thus far been the 
government’s star witness. He was on 
the witness stand for practically eight 
days, his direct examination havinz 
taken about four days and his cross- 
examination an additional four days. He 
was subjected to a most grilling cross- 
examination at the hands of the attor- 
neys representing the various defendants 
but came out of this ordeal unshaken. 

This case arose out of a fire’ which 
occurred in the Wilson Warehouse at 
50 Paterson Avenue, Hoboken, N. J., on 
December 5, 1928. The defendants are 
charged with having hired a warehouse 
at those premises and with having caused 
it to be stocked with worthless rags and 
waste, having procured a large amount 
of fire insurance and then to have caused 
the warehouse and its contents to be set 
on fire. 

Assistant U. S. Attorney Todarelli, 
who is trying this case, also figured in 
the Dachis case, and did splendid work 
therein, in co-operation with Assistant 
U. S. Attorney Thomas J. Curran, who 
had charge of that case. It is expected 
that the trial will probably last another 
week. 

Former Senator Abraham Kaplan and 
former Deputy Attorney General Samuel 
A. Berger, both of whom are counsel for 
the New York Board of Fire Under- 
writers and for the insurance companies 
interested in this loss, have co-operated 
with the authorities in this prosecution. 

C. W. Tate of the firm of Pitcher & 
Tate, loss adjusters, has worked continu- 
ally in assisting in the preparation of this 
case and has been of aid to the prose- 
cution during the trial of the defendants. 





J. J. MANNING’S NEW POST 
Inland Marine Underwriter for Luttrell, 
Newhouse & Sayre, Inc., General 
Agents for the Home 

John J. Manning, former manager of 
the inland marine department of Talbot, 
Bird & Co., is now associated with Lut- 
trell, Newhouse & Sayre, Inc., 45 John 
Street, New York City, as underwriter 
in the inland marine and special lines 
department. This office is the Eastern 
general agency for the Home, writing 
“all risks” covers. It also represents the 
Halifax Fire for all inland marine lines. 

Mr. Manning began his insurance ca- 
reer with the Automobile of Hartford 
and after several years with this com- 
pany went with the Insurance Co. of 
North America. More recently he has 
been with Talbot, Bird & Co., well- 
known marine underwriters. 


HEADS THE LION FIRE 
John Heldar, executive vice-president 
of the Lion Fire of New York, has been 
elected president to succeed the late 
J. J. Higginson, of Winslow, Lanier & 
Co. The Lion is under the management 
of Sterling Offices, Ltd. 
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FIRE ASS’N BRANCH HERE 





Will Be Opened on December 1 at 102 
Maiden Lane; Fuller & Kern Re- 
sign as Agents Then 
_ Fuller & Kern, well known New York 
City agents, have resigned as local rep- 
resentatives of the Fire Association of 
Philadelphia as of December 1 because 
that company will open a branch office 
of its own here on that date at 102 
Maiden Lane. Philip Barnes, formerly 
of the Niagara, will be in charge of the 
new office and many of the employes 
will be from among those who were in 
the local department of the Niagara 
when Otho E. Lane, president of the 
Fire Association, was president of the 

first named company. 

The business of the branch office in 
New York City will consist of metropoli- 
tan fire and allied lines and country-wide 
brokerage binding facilities. It is under- 
stood that the Constitution Indemnity, 
casualty running mate of the Fire Asso- 
ciation, will also open a branch in the 
same quarters. Fuller & Kern have re- 
signed as metropolitan managers of the 
casualty company, effective December 1. 
From that date they will continue as 
borough agents of the Constitution In- 
demnity, reporting to the branch office 
Fuller & Kern have successfully repre- 
sented the Fire Association for more 
than thirty years. 





A. G. KENGOTT KILLS SELF 





Former Special Agent in Massachusetts 
of London & Lancashire Well Known 
in Buffalo and West Virginia 


Alfred G. Kengott, formerly special 
agent in Massachusetts for the London 
& Lancashire and more recently special 
agent for the Capital and Keystone Un- 
derwriters, committed suicide recently at 
his home in Newton, Mass. He shot 
himself through the head. Mr. Kengott, 
who was 37 years of age, is survived by 
his widow and three sons. He was born 
in Buffalo, N. Y., and entered the local 
insurance office there of Edward C. Roth 
& Co. Later he went to Syracuse Uni- 
versity and to Armour Institute in Chi- 
cago to study fire protection engineer- 
ing. In 1909 Mr. Kengott went with the 
West Virginia Inspection Bureau and la- 
ter joined the West Virginia Fire Un- 
derwriters’ Association. 

In 1916 Mr. Kengott was appointed of- 
fice manager for the Deuel, Lapey & 
Co. agency in Buffalo and was active in 
the inspection service department. A 
year afterwards he became special agent 
at Pittsburgh for western Pennsylvania 
and West Virginia for the Fireman’s 
Fund and Home F. & M. In 1922 he 
went to Boston to become special agent 
of the London & Lancashire. He was 
also a member of the New England In- 
surance Exchange. Early this year Mr. 
Kengott joined the Capital and Keystone 
Underwriters but at the time of his death 
was not associated with any company. 





A. N. BUTLER’S NEW POST 





Former Chief Examiner of Fire Com- 
panies in N. Y. Dep’t With Living- 
ston & Co., Investment House 

Albert N. Butler, formerly chief ex- 
aminer of fire and marine companies in 
the New York State Insurance Depart- 
ment and more recently with the finan- 
cial house of J. A. Sisto & Co. is now 
connected with the organization of Liv- 
ingston & Co., investment brokers, at 11] 
Broadway. Mr. Butler will have charge 
of the insurance stock department. J. 
A. Sisto & Co. suspended a few weeks 
ago and since then Mr. Butler has had 
several attractive offers made to him. 
He established a fine reputation while 
with the State Insurance Department. 


Jesse E. White 


(Continued from Page 22) 


tion; William Ziegler, Jr., capitalist, New 
York; and J. Dugald White, vice-presi- 
dent of J. G. White & Co., New York. 
The General Reinsurance Corporation, 
owned entirely by the General Alliance 
Corporation, had a net income for 1929 
of $6,171,758, of which $5,343,228 were 
net premiums. At the close of the year 
1929 the investments of the General Re- 
insurance Corporation were distributed 
according to class of securities as fol- 
lows: bonds and mortgages, 48.05%; pre- 
ferred stocks, 21.05%; common stocks, 
30.90%. The recipts from the invest- 
ments of the General Reinsurance Cor- 
poration during the year from interest 
and dividends amounted to $586,128. The 
General Reinsurance Corporation does a 
casualty reinsurance business. 
_ The United British Insurance Co., Ltd, 
1s writing fire and accident in Canada 
and Great Britain but only casualty and 
surety in this country. Half of its stock 
1s controlled by the General Alliance 
Corporation and half by interests which 
control the Royal Exchange. The United 
States branch of the United British be- 
gan business with a deposited capital and 
surplus of $1,359,761. Its written premi- 
ums last year, net of retrocessions, were 
$872,328. 





New Directors 

On Tuesday of this week Joseph P. 
Blair and E. N. Chilson were elected 
directors of the General Alliance Cor- 
poration and of the General Reinsur- 
ance Corporation. Mr. Blair was former 
vice-president and general counsel of the 
Southern Pacific R. R. Mr. Chilson is 
vice-president of J. G. White & Co., an 
engineering corporation. Edgar H. Boles 
is president of the companies in the Gen- 
eral Alliance Corporation group. , 

W. W. Greene was elected vice-pres!- 
dent and secretary of the General Re- 
insurance and Robert B. Crofton was 
elected vice-president of the same com- 
pany. Mr. Greene has been secretary 9 
the company and Mr. Crofton is Pacific 
Coast manager. The latter will continue 
to hold that position also. 
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Offers Aids to Meet 
Cut-Rate Competition 


LOCAL BOARD CO-OPERATION 
Henry McKeen, ae. Well-Known Easton, 
Pa., Agent, Tells How Agents There 
Have Met This Problem 





How some Pennsylvania local boards 
have gone about tackling the cut-rate 
competition problem was told this week 
by Henry McKeen, Jr., president of 
Henry McKeen & Son of Easton, Pa., 
in a talk delivered before the annual con- 
vention of the Pennsylvania Association 
of Insurance Agents at Harrisburg. Mr. 
McKeen said that by joint efforts of 
agents through their local boards effective 
newspaper advertising had been used to 
educate the insurance buying public to 
consult with their home town agents be- 
fore accepting cut-rate propositions of- 
fered by outsiders. Mr. McKeen said that 
the agents in his’ vicinity were faced con- 
stantly with the threat of cut-rate msur- 
ance but had managed to keep this dan- 
ger down. Mr. McKeen said in part: 

The rate cutter has always been one 
of the many problems besetting the le- 
gitimate service giving agent. Unfortu- 
nately the evil grows daily, and a defi- 
nite constructive program must be 
worked out or our good business will 
eventually largely be lost to us. 

Cut rate insurance may be divided into 
two major classes, mutuals and recipro- 
cals in the class where the insured be- 
comes also the insurer; and stock com- 
pany insurance either writing insurance 
at lower than Board rates or with a re- 
fund or participating feature. As long 
as insurance laws permit mutual and re- 


ciprocal companies to conduct their busi- 
nesses without being bound by the same 
stringent laws and regulations as is re- 
quired of the stock insurance companies, 
this form of competition will probably 
continue to exist to some degree. 

Mutual or reciprocal competition is sel- 
dom very hard to overcome. The dan- 
ger of heavy assessment, the contingent 
liability, and the general insecurity of 
mutual insurance can be pointed out so 
forcibly that the veriest tyro in insur- 
ance knowledge can usually be persuaded 
not to run the risk. 

The pitfalls of the cleverly worded sub- 
scribership agreement, the joint and sev- 
eral liability, the almost unlimited power 
given the attorney-in-fact, can usually 
be counted on to create doubt as to the 
security of reciprocals. The difficulty of 
meeting this form of competition is not 


great, provided the agent knows in time 

of threatened competition in these lines. 

Advance knowledge is the chief requisite. 
Local Board Educational Campaign 


It is much more difficult to win back 
a lost policy than it is to hold a re- 
newal. The average policy-buyer, hav- 
ing gone along for the year without a 
loss and at a lower rate, feels that he 
has tried the company out and found it 
just as good as his old stock company 
insurance. The individual agent and the 
local board by co-operation can do much 


to anticipate this form of competition by’ 


a planned educational campaign. The 
keynote and slogan of such a campaign 
is “Before buying doubtful insurance of- 
fered with a lower rate as the induce- 
ment, consult your local agent first.” 
Such a plan has been very successfully 
used in our vicinity. The local board 
ran a series of good-sized newspaper ad- 
vertisements hammering home the dan- 


gers of cheap insurance, all advertise-~ 


ments ending with the admonition to con- 
sult the responsible agent members of 
the insurance association first. 

In between advertisements one or two 
of the larger agencies from a prepared 
mailing list of their larger clients con- 
tinued the ediicational campaign along a 
definitely planned line. This direct mail- 
ing consisted of personal letters, each se- 
ries driving home some one particular 
point. With each letter was sent more 
literature pointing out the dangers of 
doubtful insurance, showing by statistics 
or by photostatic copies of newspaper -or 
magazine clippings the frequency of as- 
sessment calls and the heavy mortality 
rate in mutual and reciprocal insurance. 
And all letters and inclosures reiterated 
the plea for their own safety that they 
consult the responsible local agent first. 
From my own experience I can tell you 
that this plan has helped a lot—and many 
a client has been saved to us. To any- 
one interested I would be pleased to give 
more complete details and copies of our 
advertisements, letters and mailing 
pieces. 

Cut Rate Stock Insurance 


And now we come to the more seri- 
ous competition of the cut rate stock 
company. There are several aspects to 
combating these competitors. 

First—What the individual agent can 


oO. 

Second—What the board companies 
can do. 

Third—What remedial legislation can 
do. 

Looking first at the weapons at hand 
for the individual agent. Necessarily his 
individual effort can be only to combat 
the situation as it affects him locally. 
The very first thing he should do is to 
join and enthusiastically support his local 
board and his state association which 
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are fighting his battle for him against the 
fundamental evil of discrimination and 
rate cutting. 

The educational campaign before out- 
lined will help to the extent of often 
giving advance information of threatened 
competition. It will help too in the pre- 
sentation of the argument that no com- 
pany can continue to sell a commodity at 
a figure manifestly less than cost, and 
continue solvent. And continued solven- 
cy is of the utmost importance in an 
insurance contract. It will help too to 
sell the idea that in the insurance dol- 
lar there are (as in every other dollar) 
exactly one hundred cents and no more. 
Any organization which attempts to give 
for eighty cents that for which the larg- 
est and strongest insurance companies 
ask a dollar, must take that twenty cents 
from somewhere. 

It may shave and haggle on its claim 
settlements; it may cut its reserves so 
as to impair the security of its contract; 
it may reduce costs by giving little or 
no service to its policyholders. To the 
client who has received some insurance 
educational advice, these aspects of cut 
rate insurance are more easily present- 
ed. An appeal to the sense of fairness 
of the individual business man such as 
the letter recently printed in the official 
association paper under the title “What 
Price Cut Rate Insurance,” will often 
help. 

But the results. of an educational cam- 
paign cannot but be expensive for any 
one agency, and it is much cheaper for 
the individual and more effective if the 
local board and other live agencies will 
conduct a similar and simultaneous cam- 
paign. The nationwide National Board 
newspaper campaign gives excellent ma- 
terial to tie up local educational adver- 
tising and circularization. But do not 
forget that unless you support the agency 
association in their fight at the root of 
the trouble that your individual efforts 
are only palliative and not remedial. 
How to abate the evil is another, and a 
harder problem, and cannot be done by 
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the individual himself, although he can 
and must help. 
Reimsurance of Cut-Rate Lines 

Inasmuch as the number is few and 
the financial standing of the entire crew 
of cut-raters is relatively small, the net 
retention capacity is correspondingly 
small. By far the greater part of every 
sizable line must therefore be reinsured. 
And much of this cut rate insurance is 
actually re-insured by Board companies, 
against their own interests and in be- 
trayal of their own agents. The man- 
ager of your Association will furnish any 
member with a list of companies who 
have accepted re-insurance of cut rate 
companies in Pennsylvania. 

In fairness to the Eastern Underwrit- 
ers Association and to some of the larger 
companies outside of this Association, 
permit me to say that I believe a de- 
termined effort is being made to stop this 
practice in the Middle Department terri- 
tory. But due to the anomalous and ri- 
diculous situation in which these compa- 
nies find themselves by permitting cut- 
raters in one part of the state to be 
Board members in another part, they 
cannot and do not close their re-insur- 
ance facilities. And what an excellent 
buck-passing excuse this situation pre- 
sents where it can be alleged that re- 
insurance attaches only in “permitted 
territory.” For in this territory a cut- 
rater is not a cut-rater, and enjoys all 
the rights and privileges of the member 
companies. It is easy to be seen that 
in this excuse the companies can baffle 
any attempt to trace the real location 
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GENERAL AGENT FOR INDIANA 


_The G. L. Ramey Agency, Inc., of In- 
dianapolis has been appointed general 
agent for Indiana by the American Fire 
& Marine of Galveston. The agency will 
supervise fire lines and also automobile 
gy written through the American 


& M. and the American Indemnity 
of the same fleet. 
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Agents of this Company receive the benefit in the upbuilding of their 


premium volume that comes from the use of modern underwriting methods 


by a long established Organization. 
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Resident Agent Law 
Strictly Construed 


RULING ISSUED 


IN FLORIDA 
Attorney General There Holds Agent 
Must Be One to Decide on Commis- 
sion Division with Non Resident 
Producers 








The attorney general of Florida has 
issued a ruling to the effect that the 
resident agent law of that state requires 
that the agents alone and not the com- 
panies have the right to decide on a di- 
vision of commissions with non-resident 
agents on Florida business written origi- 
nally outside the state. Fred H. Davis, 
the attorney general, says that the Flor- 
ida resident agent law is not a rubber 
stamp statute and that a fire or casualty 
company has no right to fix a small over- 
riding commission for the Florida local 
agent on outside business, but that the 
agent himself must have the final say 
on the division of commissions. 

Mr. Davis held in response to an in- 
quiry from Insurance Commissioner W. 
V. Knott that an insurance company 
may issue its policies only through resi- 
dent agents to whom the full and usual 
commission must be paid. While the law 
permits resident agents to divide their 
commissions with non-resident agents on 
business procured by the latter and sent 
to Florida agents for countersignature, 
Mr. Davis states that this provision is 
permissive only to agents and not to 
the companies. There is no authority 
under the Florida law he rules for in- 
surance companies to prepare policies 
outside the state and merely forward 
them to some local agent for counter- 
signature as a rubber stamp process. 


Full Commissions for Agents 


_ Following are extracts from this rul- 
ing: 

“The law requires the insurance com- 
pany to issue its policies through local 
agents only. It also requires that such 
local agents shall be paid for such serv- 
ice ‘the full and usual commission al- 
lowed and paid by such company or as- 
sociation to its agents on business writ- 
ten or done by them for it.’ 

“In addition the law also requires that 
the responsible officer of the insurance 
company make a specific oath that the 
terms of the law have been complied 
with by paying the agent ‘the full, en- 
tire and usual commission due and al- 
lowed.’ 

“In my judgment there is nothing in 
section 6216, Compiled General Laws, 
which repeals or modifies the terms of 
sections 6235 and 6237, insofar as the in- 
surance company as a company is con- 
cerned, The only effect of section 6216 
is to allow the agent of his own voli- 
tion and for his own benefit to make an 
agreement with another agent located 
outside the state to give such out of 
the state agent a part of the local agent’s 
commission, when the out: of the state 
agent has procured insurance business 
and forwarded such business to the local 
agent. 

“In my opinion the law _ requires 
that the local agent prepare the policy 
and make the arrangements with the in- 
sured and collect from the insurance 
company in the first instance the full, 
entire and usual commission on such in- 
Surance. If the local agent has had the 
usiness sent to him by an out of the 
State agent, he is then permitted to di- 
vide his commissions received from the 
insurance company with such out of the 
State agent as a transaction between 
agents. Or. the local agent may instruct 
the insurance company to credit a part 
of the commission to such foreign agent 
and charge it against his account. 


Law Cannot Be Loosely Interpreted 


“In my opinion there is no authority 
under the law for an insurance com- 
Pany to prepare and send policies to 


_local agents for countersignature where 


the agent dves not receive the full, en- 


tire and usual commission which would 
be due and allowed him as if he had 
originally negotiated the insurance and 
prepared the policy in his own office. In 
fact, the law contemplates that policies 
of insurance on property located in Flor- 
ida shall be negotiated and prepared by 
Florida agents and not by out of the 
state agents or by the insurance com- 
pany itself, and then merely forwarded 
into Florida for countersignature by some 
local agent. 

“If an out of the state agent procures 
the business for the insurance company, 


it is of course pertnissible for such out 
of the state agent under section 6216 to 
take the matter up with the local agent 
in Florida, in order that the contract 
may be prepared.and issued. But the 
practice of insurance companies in pre- 
paring policies outside the state and 
merely forwarding them to some local 
agent for countersignature as a sort of 
rubber stamping process for a part of 
the commissions allowed on policies, is 
in my judgment a clear violation of sec- 
tions 6235 and 6237. 

“A theory of the law is that the public 


shall be given the protection which is 
afforded by having a local agent confer 
with the insured, go over his insurance 
problem with him, examine the property 
and select and tender to him the kind of 
insurance contract which is best suited 
to cover the risk contemplated. While 
the indirect consequence of the law is 
of course to increase the amount of com- 
missions which may be earned by Flor- 
ida agents, this is not its principal pur- 
pose, nor would it be sustainable as a 
valid law if that were the sole object of 
the law.” 











The Name— 
Ohio Farmers 


Most experienced insurance men know that the 
Ohio Farmers is one of the nation’s most progressive 
fire insurance companies of moderate size. Younger 
men sometimes inquire if the name is descriptive of 
the Company’s writings. 


The name—Ohio Farmers—is known and re- 
spected from coast to coast. 
New York, Chicago, Philadelphia, Boston, Seattle, 
San Francisco, Los Angeles, and. other cities expect 
—and get—the same sure protection that has made 
“Ohio Farmers” a household word among Ohio farm- 
ers for more than eighty years. 


Writing 19 distinct kinds of protection in 28 
states and Canada, the Ohio Farmers offers many 
advantages to agents as well as to policyholders. 


OHIO FARMERS 
INSURANCE CoO. 


Organized 1848 


LEROY 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. 


Property owners in 


OHIO 
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TALES of the ROAD 


New York State Agent, Firemen’s of N. J. 


E. H. HORNBOSTEL, 








Recently I found the following inter- 
esting bit of history on the menu of the 
Lackawanna I[.imited, showing the nar- 
row spirit existing those days: 

“In 1828 School Board in the town of 
Lancaster, Ohio, received a request for 
the use of the schoolhouse for the pur- 
pose of holding a debate. The letter of 
the Board answered the request as fol- 
lows: 

‘*You are welcome to the use of the 
schoolhouse to debate all proper ques- 
tions in, but such things as railroads 
and telegraphs are impossibilities and 
rank infidelity. There is nothing in the 
word of God about them. If God had 
designed that His intelligent creatures 
should travel at the frightful speed of 
fifteen miles an hour by steam, He would 
have clearly foretold it through His holy 
prophets. It is a device of Satan to lead 
immortal souls to hell.’” 

You can find just as narrow ideas 
prevalent today in reference to social and 
religious matters in this year of our 
Lord 1930. ~ 

x * x 


Developing Public Relations 

The fact that a professional writer 
works his craft to make a living and that 
there is the feeling of compulsion to get 
his stuff done and sent to his publisher 
often acts as an agency of deterioration. 
There is something that rebels in human 
nature, that rebels against being driven 
or having to work, whether you feel like 
it or not. A business man who has the 
itch for writing and is not dependent on 
it for a living and writes merely for the 
pleasure and relaxation it gives him 
often turns out stuff that is far superior 
to the writings of a professional writer. 
at least to men who are interested in 
something except murder and detective 
stories, sex novels, baseball, partisan pol- 
itics, the liquor question. ete. The reac- 
tion on the professional writers by good 
literary work on the part of business 
men is like the feeling of a striker 
towards a scab. Why. the darn business 
rough-neck has no right to butt in on 
our preserves; besides, he has none of 
our sacred creeds, mental mannerisms 
and style. He is a damned outsider. 
There must be no interesting happenings 
in his life published if they haven’t our 
approval for daring to happen anyway. 
Everything must and should hanpen ac- 
cording to our craftsmanship. The idea! 
Such are the thoughts that go through 
their minds. 

Just as some of the best suggestions 
in any business come from outsiders, un- 
versed in the technique of the business. 
technique being the eunhonious word 
used to gloss over sacred “routine” and 
incompetency to look outside of the rut, 
so some of the ‘best books have come 
not from craftsmen, but from outsiders. 
Even with some big men the cry goes 
up when something new or progressive 
is suggested by men not in the sacred 
inner circle, that a new idea is utopian, 


crazy, unpractical, impossible. looney, 
and so on. Napoleon the Great. for in- 
stance, turned down Fulton on a sug- 


gested device by which his warshins 
could be quickly turned about and rake 
their opponents by the second broadside 
before the other vessel could be turned 
by coming about. Had Napoleon acced- 
ed he might have swept the English off 


the sea. There would have been no 
Trafalgar. But even the great Napo- 


leonese of this: “What does this crazy 
American, outside civilian, know about 


a fighting man’s business. I know all 
about it there is to know; anyway, what 
right has he to know more? Thumbs 
down!” 

Our business of fire insurance does not 
lack instances similar to this. It is grat- 
ifying to note, however, that in recent 
years we have somewhat gotten out of 
our shell in considering ourselves as a 
class apart from the public who in con- 
quence were suspicious of our motives 
in many cases. The publicity campaigns 
we are having show a healthy movement 
away from this craftsman or caste feel- 
ing, I am glad to say. 

Every fieldman should constitute him- 
self a publicity committee when it comes 
to answering questions of non-insurance 
men whom we meet in everyday life, ex- 
plaining away misunderstandings, suspi- 
cions, and making friends of the public 
every working day. Here is an un- 
scratched field of usefulness for the able 
field representative and TI wish the com- 
panies would all realize it and act ac- 
cordingly. 

‘=e 


Outsiders’ Inventions and Ideas 

In line with the preceding I would like 
to say that a negro Pullman porter, in 
whose cars I had traveled many years 
and whose business was certainly not in- 
ventions for hanging up clothes, showed 
me his patented coat and clothing hang- 
er which he could place anywhere on the 
walls or sides of the car by the suction 
air pressure principle and which is now 
on the market in various forms. The de- 
vice, as you know, is held in place by the 
pressure of the air outside on the vacu- 
um created inside the device where it is 
attached to the wall. He was an out- 
sider to the trade in this kind of article, 
but it did not take long for those in that 
business to copy his idea, though he was 
an outsider and not a craftsman. 

It was an outsider, I think, who sug- 
gested to locksmiths to put the keyhole 
over the door knob, and not under the 
knob, as it had been done for hundreds 
of years. It was an outsider who sug- 
gested running the steam valve of a steam 
radiator by a simple rod arrangement to 
the level of the radiator, so that one 
would not have to bend down and turn 
the valve at the base, which usually was 


wood handled, and the wood usually rot- ° 


ted off. 

It was a boy, who had only been with 
me a few months, and not in the sup- 
ply department, when I was_ general 
agent at the National Liberty office, that 
suggested placing a red lettered notice 
somewhere near the bottom of a batch 
of policies, warning the agent that the 
supply was running low and that he had 
better order a new supply at once. The 
outsider very often sees things more 
clearly than the men who are filled with 
craftsmanship, for his mind looks at a 
matter without any prejudice in favor of 
what has become routine and accepted. 

Traveling men suggested to hotels 
most of the improvements as to admin- 
istration that have come to pass. It was 
the traveling man who got hotels to 
break away from the fancy dining room 
with plants and noisy musicians and. in- 
solent and pompous headwaiters and 


waiters by the simple expedient of stay- 
ing away until the hotel managers saw 
the light and established the coffee shop, 
not cafeterias, with neat and comfortable 
fixtures and clean white waitresses in- 
stead of the cut-throat “looking” white 
waiters of Southern European origin, 


who looked as if you would not like to 
meet them alone in a dark alley. 

Along these lines, as they say in busi- 
ness correspondence, I suggested to sev- 
eral hotel managers that instead of sup- 
plying each guest with a radio, or what- 
not, or enough worthless literature to 
take all of an evening to read, that as a 
new and revolutionary idea they might 
install a typewriter in each room under 
lock and key, if they wished it, so that 
the traveling man would not have to lug 
one along himself. The only people who 
thought there was anything in it were 
Mr. Tierney, Jr., of the Arlington at 
Binghamton and Mr. Grogan of the 
Onondaga. I wrote to several typewriter 
manufacturers giving them my idea for 
what it was worth and suggesting that 
if they sent their representatives out to 
work up the idea they might get results. 
I got the usual luke-warm replies that 
are sent out by efficiency and sales pro- 
motion departments that are accorded to 
any outsider. 

If the idea had originated in the sa- 
cred precincts of their own craft it 
would perhaps have received a warm 
welcome. But what right has an out- 
sider to make any suggestion? The idea! 
Nevertheless, something or other will be 
done along the lines suggested, and I 
think soon. Most traveling men whom 
I have met, in all lines. expressed them- 
selves delighted with the idea, and they 
can’t all be fools. 


P. H. Goodwin Career 


(Continued from Page 23) 
guished men had decided to make it 
their permanent home. One of these 
was Lyman Gage, former secretary of 
the treasury, who died about a year ago. 
Another was the late John Spreckels, 
one of the wealthiest men on the West 
Coast. Ulysses Simpson Grant, son of 
the former Civil War leader and Presi- 
dent of the United States, was also a 
resident of San Diego. Albert G. Spald- 
ing, head of the great sporting goods 
house bearing his name, and one of the 
leaders in American baseball for years, 
lived in San Diego until he died. Re- 
cently McRae of the old Scripps-McRae 
newspaper chain died there. 

Club at Corte Madera 
Mr. Goodwin is a great lover of out- 
door sports and one of the best hosts 
in San Diego. Many persons have had 
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the pleasure of being his guest at Corte 
Madera, which is fifty-one miles from 
San Diego. Mr. Goodwin and nineteen 
of his friends bought property there 
some time ago consisting of 3,400 acres 
on a lake, the elevation being 4,400 feet. 
These twenty formed a club and have 
their own club house and also residences 
about the lake where there is good 
duck shooting and other types of hunt- 
ing and marvelous fishing. There is deer 
about the lake, but shooting deer is 
prohibited by the club. 

Mr. and Mrs. Goodwin are very fond 
of horseback riding and have a stable, 
the best-known horse being “Lady Bess.” 
Mr. Goodwin also owns a number of 
cow-ponies for mountain riding. 

Corte Madera is Spanish for the words 
“cut wood.” The name takes its origin 
from the fact that a great many years 
ago when the first Spanish mission was 
built at San Diego the old padres cut 
timber for the mission around the lake 
at Corte Madera and in some manner 
moved the timber fifty-one miles to San 
Diego. 

Mr. Goodwin came here direct from 
the Dallas convention and almost imme- 
diately after arriving in town began see- 
ing insurance men, attending committee 
meetings and appearing before insurance 
organizations. Thus, he is already mak- 
ing headway in his conference activities. 
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National Ass’n Names 
Executive Committee 


TWO NEW MEMBERS ARE ON IT 





T. S. Ridge, Jr., of Kansas City, and G. 
Mabry Seay of Dallas; Standing 
Committee Chairmen 





Two new members are on the executive 
committee of the National Association of 
Insurance Agents for the year ending 
with the annual convention at Los An- 
geles next September. They are T. S. 
Ridge, Jr., of Kansas City, Mo., and G. 
Mabry Seay of Dallas, Texas. They 
succeed E. J. Cole of Fall River, Mass., 
who has become chairman of the finance 
committee, and Fred M. Burton of Gal- 
veston, chairman of the legislative com- 
mittee. R. P. DeVan of Charleston, W. 
Va., is also off the executive committee. 
It is the custom of the National Asso- 
ciation to have the retiring president be- 
come a member of this committee again 
for one year. 

The full membership of the national 
executive committee follows: William B. 
Calhoun, Milwaukee, chairman; Percy H. 
Goodwin, president of the association, ex- 
officio a member; George W. Carter, De- 
troit; Charles L. Gandy, Birmingham, 
Ala.; Harry R. Manchester, Cleveland, 
Ohio; J. W. Rose, Buffalo, N. Y.; Clyde 
B. Smith, Lansing, Mich., and Messrs. 
Ridge and Seay. 

The chairmen of the standing commit- 
tees are as follows: Finance, E. J. Cole, 
Fall River, Mass.; membership, E. M. 
Sparlin, Rochester, N. Y.; better business 
methods, J. Stewart Pearce, Tulsa, Okla. ; 
fire and accident prevention. Sam Mor- 
rison, Iowa City, Iowa; publicity and ed- 
ucational, Earl E. Fisk, Green Bay, Wis.; 
grievance, Allan I. Wolff, Chicago; ad- 
visory, Clyde B. Smith, Lansing, Mich., 
and coalition committee, Eugene Battles, 
Los Angeles. Two special committees 
have been appointed, the California con- 
vention committee and the model office 
and forms at California convention com- 


mittee. The chairmen of these commit- 
tees respectively are Frank T. Priest of 
Wichita, Kan., and P. S. W. Ramsden of 
Oakland, Calif, 


Careers of Seay and Ridge 


Mr. Seay is considered the leading lo- 
cal agent of Dallas, Texas. He was born 
in Hartsville, Tenn., in 1882, and moved 
to Texas when he was eleven years old. 
Since 1900 he ‘thas been in the local agency 
business and has been signally successful. 
For four years during the World War 
period when there was a tremendous call 
for war risk insurances of various sorts 
Mr. Seay had a branch office in New 
York City. This was closed shortly after 
the cessation of hostilities when the de- 
mand for war covers disappeared. 

Mr. Seay was president of the Texas 
Association for two years and chairman 
of the state association legislative com- 
mittee for twenty years. He has main- 
tained close contacts with proposed insur- 
ance legislation and has been of great 
value to Texas agency interests in his 
opposition to inimical insurance bills and 
his support for measures designed to im- 
prove the business. Mr. Seay is a 32nd 
degree Mason and a Shriner and a direc- 
tor of the First National Bank of Dallas, 
the largest financial institution in the 
Southwest. His hobbies are golf, fishing 
and hunting. 

Mr. Ridge, the other new member of 
the National Association executive com- 
mittee, is only 37 years of age but has 
built up a brilliant reputation in the local 
agency field. He was born in Kansas 
City in 1893 and was educated in schools 
there, at Irving Institute at Tarrytown, 
N. Y., and at the University of Missouri. 
He entered insurance in 1915 by purchas- 
ing the interest of Firman B. White in 
the Ridge & White Insurance Agency. 
He thereby became his father’s partner. 
The name was changed to the Ridge In- 
surance Agency. His father died in 1924 
and since then the present Mr. Ridge has 
been head of the office. 

Among the positions in the business 
held by Mr. Ridge was president of the 


PRIZE WINNERS ANNOUNCED 





Insurance Society Lists Names of Stu- 
dents Winning Awards in Different 
Courses of Study 


The committee on prizes of the In- 
surance Society of New York, Inc., has 
announced its award based on the ex- 
aminations of April of this. year. Fol- 
lowing are the names of the winning 
students: 


Fire—Part I 


, (Edward W. Dart Prizes) 

First Prize—John S. Schwarz, Globe & 
Rutgers. 

Second Prize—Joseph H. Knaus, Liverpool 
& London & Globe. 

Third Prize—S. Lemar Tribble, North British 
& Mercantile. 


Fire—Part II 
(L. H. C. Geel Prizes 
First Prize—Ernst L. Ebbefeld, Liverpool & 
London & Globe. 
Second Prize—William Reilly, Royal. 
Third Prize—George W. Tisdale, Commercial 
Union. 


Firt—Part III 


(James J. Hoey Prizes) 

First Prize—Harold P. Cahill, Great Ameri- 
can. 

Second Prize—Philip A. DeGruchy, North 
British & Mercantile, and Arthur J. Etzel, Sub- 
urban Fire Insurance Exchange. 

Third Prize—Marion E. Heim, Feist & Feist 
Agency, Newark. 


Casualty—Part I 
(Norman R, Moray Prizes) 

First Prize—George E. Morrissey, Bankers 
Indemnity. 

Second Prize—Norman E. Smith, Southern 
Surety. 

Third Prize—John P. 
Guarantee & Accident. 


Casualty—Part Il 
(Wallace J. Falvey Prizes) 


Sullivan, London 








Kansas City local board in 1927 and 1928 
and president of the Missouri State As- 
sociation in 1929 and 1930.. He is also a 
member of a number of important clubs 
and civic organizations. In 1918 Mr. 
Ridge married Miss Ethel M. Ketchin of 
Tariffville, Conn. They have two chil- 
dren. 


First Prize—William C, Marrin, Great Amer- 
ican Indemnity. 

Second Prize—Harman A. Joseph, Nestle’s 
Food Co. 

Third Prize—Irving Trinin, Insurance Man- 
agement Corporation. 


Marine—Part | 


(Samuel D. McComb Prizes) 
First Prize—Ernest Buttery, Marsh & Mc- 
Lennan. 
Second Prize—Leslie L. Harper, Chubb & 
on. 
Third Prize—Gerhard M. Nilssen, Marsh & 
McLennan. 


Suretyship—Part I 


(Hale Anderson Prizes) 
First Prize—George C. Kaiser, New York 
Indemnity. 
Second Prize—Anker Jorgensen, Union In- 
demnity. 
Third Prize—Frank Kovacik, National Surety. 


Life—Part I 


(H. S. Nollen Prizes) 
First Prize—Samuel H. Ackerman, Manhattan 
Life. 
Second Prize—Ernest A. Nye, New Jersey 
Department of Insurance. 
Third Prize—John Bayles Munch, Metropoli- 
tan Life. 


Firt—Part II 


(Julian S. Murick Prizes) 
First Prize—Lester E. Beardslee, Brooklyn 
National Life. 
Second Prize—William R. Beardslee, Brook- 
lyn National Life. : 
Third Prize—John Bayles Munch, Metropoli- 
tan Life, 





GUARDIAN FIRE DIVIDEND 
The Guardian Fire of New York, the 
fire reinsurance company of the Corroon 
& Reynolds group, has declared a quar- 
terly dividend of 5%, payable November 
1 to stockholders of record October 23. 





PAUL E. SCHUENGEL DIES 


Paul E. Schuengel, an adjuster at the 
home office of the Milwaukee Mechanics 
at Milwaukee, died at his home last Fri- 
day from a heart attack. He was 68 
years old and had been with the com- 
pany for more than fifty years. He is 
survived by his daughter. 





EVERETT W. NOURSE 
United States Manager 
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Tested By the Fires of Two Centuries 





United States Branch 


No. 150 William Street 


TWO HUNDRED AND TEN YEARS 
WITH AGENT, POLICYHOLDER AND COMPETITOR 
FULL FACILITIES TO ALL AGENTS—NO OVERHEAD WRITING 


AFFILIATED COMPANY: 


Che Manhattan Hire and Marine Insurance Co. 


Tue Lonpon ASSURANCE CORPORATION 


New York 


TRADITION ~~ PERMANANCE ,~ CHARACTER +7 STRENGTH 


OF HONORABLE DEALING 
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Fred. Bruns Offers 
Collection Pointers 





AGAINST PARTIAL PAYMENTS 





President of Excelsior Would Also Have 
Special Agents Go Easy on Appoint- _ 
ments for the Next Year 





Fredrick V. Bruns, president of the 
Excelsior Fire of Syracuse and president 


of the local agency of Bruns, Raleigh & 
Munns, Inc., of the same city, gave some 


suggestions for easing the collection 


problem in a talk he gave this week in 
Boston before the meeting of the Massa- 
chusetts Association of Local Agents. 
Here are some of the pointers he offered 
on this troublesome situation: 


Local agents in this country advance 
annually to insurance companies over 
$60,000,000, representing premiums uncol- 
lected from the assured, on which they 
receive no interest from the customer or 
credit from the company. 

No statistician can certify how many 
more niillions are lost to both agents and 
companies, through uncollected earned 
premiums and “not taken” policies. What 
When will we stop this 
Free insurance is bad enough, 
but when will the insurance business be 
paid for waste labor, waste materials 
caused by those who use us for conve- 
nience only? Agents are philanthropic 
bankers to a fabulous sum through these 
practices. Companies suffer here in 
equal proportion. 

The end of this year will show more 
overdue balances on company books and 
more uncollected premiums on agency 
books than ever before. Neither com- 
panies nor agents need get hysterical 
over this. It is just a part of the re- 
construction program and we might just 
as well recognize it. 

Collections might be stimulated if in- 
surance companies would hold up loss 
drafts for the same length of time the 
assured held up the premium check. 
What is fair for the goose is fair for 
the gander. Let every agent advertise 
this new plan and see what would 
happen. 

Against Partial Payment Epidemic 

I am against this partial payment epi- 
demic in insurance. It is a breeder of 
too many new diseases. 

A real way to speed up collections for 
both agent and company would be for 
companies to give a’ cash discount to 
agents for cash with accounts current, a 
smaller discount for payment on the sixty 
day basis, and an interest charge for 
overdue payments. The agent could af- 
ford to put more capital in his business 
if given this incentive. 
would save hundreds of thousands of dol- 
lars a year in collection endeavor from 
home offices and through special agents. 
Some of the companies might not play 
fair but none of us play fair ali of the 
time in everything. 

One way to improve the insurance 
business in 1931 is for every special 
agent of every company to quit making 
new appointments for the whole year. If 
10% of the agents die off,‘ there will 
still be plenty left. 

Local agents can keep the flock of new 
agency appointments to a minimum by 
keeping the special agency force busy 
in their own offices, developing their own 
business. 

With a background of twenty-two 
years as a local agent and six years as 
a company president, I find a lot of 
things on both sides of the fence that 
make me laugh and weep. Agents in 
convention spend most of their time re- 
solving either for more commissions or 
more opportunity or more something or 
other. Most companies are afraid to 
turn around for fear of tradition or 
precedent. The big worry is how wide 


fools we are! 
waste ? 


The companies © 


a crack companies may leave in the door 
to get through themselves but keep their 
competitors out. I see agents in so- 
called excepted cities telling how much 
worse off they are than the agent next 
door.. 1 see companies crying for more 
business and less expense but doing so 
little in a tangible way to improve both 
conditions. Heaven send us a Moses 
who will have as*his first lieutenant a 
man with a rod and whose second lieu- 
tenant will be a man with a prod. 





D. OF C. NEW INSURANCE CODE 

It is reported in the current report of 
the Department of Insurance, District 
of Columbia, that the proposed new in- 
surance code for the District is known 
as H.R. 3941 and was introduced by Col. 
E. W. Gibson of Vermont June 13, 1929, 
in the House of Representatives. While 
a similar bill has also been introduced 
in the Senate by Senator Arthur Capper 
(Senate bill 1470), only hearings have so 
far been held on the'House bill. Vari- 
ous amendments have been proposed. 
These have been printed and distribut- 
ed to all interested parties. 





A. R. MELLOR SPECIAL AGENT 

A. R. Mellor has been appointed spe- 
cial agent of the New York Underwrit- 
ers to assist State Agent W. M. Palmer 
of Iowa. He succeeds George W. Owens, 
who has been made a state agent in Ne- 
braska. Mr. Mellor, who has been con- 
nected with the Towa Service Bureau at 
Des Moines, will continue to have his 
headquarters in that city. 





H. A. HOWELL ON JOB AGAIN 

Homer A. Howell, special agent for 
the American of Newark, who has been 
confined to his home for several weeks 
with a severe illness, has recovered suf- 
ficiently to be at his office several hours 
each day. Howell covers the southern 
New Jersey territory for the American 
and during his illness his territory was 
covered by Herbert G. Guempel, at- 
tached to the home office in Newark. 











nished upon application. 








NEWARK FIRE INSURANCE COMPANY 


150 William Street, New York 
Incorporated 1811 
INLAND MARINE DEPARTMENT 


Attention is called to the extension of “Newark” un- 
derwriting facilities to include the operation of a new 
Inland Marine department fully equipped to render 
prompt and efficient service to agents and brokers. 


Information regarding rates and forms will be fur- 


Please address all inquiries to 


J. P. MAYER, Superintendent 
Inland Marine Department 
150 William Street 
New York 














VIRGINIA F. & M. CHANGES 

John W. Kessler who has been de- 
voting the past year or more to extend- 
ing agency plants of the Virginia Fire & 
Marine in mid-western territory is now 
supervising northern Virginia, West Vir- 
ginia and Maryland for the company, 
with the assistance of Bernard P. Mal- 
lory, formerly an examiner for the com- 
pany, having just entered upon his new 
duties. Theodore W. Kelley who has 
been supervising a portion of that ter- 
ritory resigned last week to become in- 


surance manager for Brooks & Richard- 
son at Richmond. 














person in the country. 


Chicago 











The Insurance Business 
Must Go On 


EGARDLESS of what may happen to indi- 
vidual companies, the insurance business 
must go on. Likewise it must continue to grow. 
This is because its continuance on a sound basis is 
of such tremendous importance to every single 


The portfolio of Insuranshares Corporatian of 
Delaware, an investment company specializing 
in insurance stocks, contains securities which 
represent a cross section of the strongest and 
fastest growing companies in the business. 


Send for our new booklet 
giving full information. 


INSURANSHARES CORPORATION 
of NEW YORK 


Underwriters and Distributors 
49 Wall Street, New York 


San Francisco 














Helps Koepke Fleet 


(Continued from Page 1) 

ing increase of reserves. This increase, 
which indicates an aggressiveness of un- 
derwriting policy during 1929, seems dif- 
ficult to explain. The increase was 
chiefly due to English marine reinsur- 
ance business which has brought heavy 
losses. 

The collapse is largely charged to the 
underwriting policy, especially during the 
last year. Nevertheless, it is an event 
which also has its general significance. 
The Assekuranz Union had been success- 
fully working since 1865. For years it 
wrote marine business chiefly. It will be 
remembered that it was only a few 
months ago that one of the two oldest 
Danish insurance companies disappeared. 
The Royal Chartered Marine Insurance 
Co. of Copenhagen, Denmark, was one 
of the oldest European companies hav- 
ing a successful record of more than 200 
years. 

Not Subject to Supervision 

The Assekuranz Union was not under 
the supervision of the German Insur- 
ance Department writing only lines not 
subject to supervision, such as marine, 
reinsurance, etc. The business of the 
Koepcke group in the lines which in Ger- 
many are subject to supervision, such as 
fire, casualty and life business, was being 
written by the Neptunus Assekuranz 
Compagnie and the Janus Insurance Co, 
both of Hamburg. 

The latter company had recently been 
sold by the Koepcke group to the Nord- 
stern (North Star) of Berlin, secon 
largest German fleet, in order to obtain 
liquid funds. It has not as yet been 
decided whether the Nordstern will liqu!- 
date the Janus or whether it will make 
use of the good will of this company 
by transferring the Hamburg business © 
the Nordstern group to the Janus. At 
present, anyhow, the Janus continues 10 
do business in Hamburg. 

“Ceres” Statement 

Difficulties of the Ceres Hagel Ass¢- 
kuranz A.G., a company of the Koepcke 
group in connection with the collapse © 
the Assekuranz Union have recently been 
reported in the press. 

The Ceres Assekuranz A.G. (Ceres 
Asstirance) of Berlin now has given out 
a statement to inform the public that !t 
is not identical with the Ceres Hage 
Assekuranz A.G. (Ceres Hail Assurance), 
nor is it in any way connected or al 
fected by the difficulties of this company: 


MOLLER MADE STATE AGENT 

The Sussex Fire of Newark has ap- 
pointed Chris Moller to succeed Robert 
K. Everdell as state agent for New Jet 
sey, eastern Pennsylvania and Delaware. 
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Cites Legislative 
Duties of. Agents 


DALLAS CONVENTION TALK 





Texas Legislator Tells National Ass’n 
Members They Should Aid in 
Strengthening Licensing Laws 





George C. Purl, a member. of the lower 
house of the Texas legislature and now 
Democratic nominee for state senator, 
which is tantamount to election in Texas, 
spoke before the annual convention of 
the National Association of Insurance 
Agents in Dallas, Texas, on the duties 
of local agents in co-operating with the 
legal authorities in keeping undesirable 
and unfit agents out of the business. 
Representative Purl has served in the 
Texas legislature from Dallas County for 
the last eight years and is chairman of 
the insurance committee in the House. 
In listing some of the responsibilities of 
agents toward keeping their own busi- 
ness free from taint he said in part: 

“If yours is a profession and not a 
trade then you ought to see to it that 
the law governing the appointment of 
agents is strengthened as a matter of 
public policy. The insurance commis- 
sioners should be given greater author- 
ity in refusing to license agents who are 
wholly unfit and who should not be per- 
mitted to prey upon a trusting public; 
they should have the power to cancel li- 
censes and prosecute those who in order 
to feather their nests have turned 
crooked at the expense of the public 
and the lasting disgrace of the profes- 
sion that you hold so dear. 

“If this was a state convention instead 
of a national meeting I would gladly call 
names and cite cases of strong and sup- 
posedly reliable and responsible compa- 
nies who have ‘slipped it over’ on the 
state and had licenses granted to indi- 
viduals who do not command the re- 
spect of the right thinking citizens of 
our community and whose reputation for 
truth and honesty and square dealings 
could be impeached a thousand times in 
less than a week. 


Unqualified Agents Abound 


“These human vultures are turned 
loose on our streets with a license bear- 
ing the great seal of our state author- 
izing them to take the people’s money 
with utter disregard for fire losses, and 
the destruction of millions of dollars of 
property and even the lives of our citi- 
zens. I must not attempt to wash our 
dirty linen while distinguished guests are 
in our midst, but I tell you it would be 
an interesting study to take a list of the 
authorized agents in some of our cities 
and then check those names against the 
city directory and poll tax list—you will 
find that the butcher, the baker and the 
candle stick maker are engaged in the 
highly specialized business of insurance; 
Some of these men know no more about 
this perplexing profession than a_ hot- 
tentot does about analytical geometry. 

“One of the most serious charges made 
against the agents, is that while the large 
majority observe and obey every insur- 
ance law on the statute, and while they 
are very enthusiastic in their active sup- 
port and sponsorship of constructive and 
remedial legislation pertaining to insur- 
ance, after devoting their time, talent 
and best thought in convincing a tired 
and over-worked legislature of the needs 
of proposed measures, and after the law- 
makers have taken them at their word 
and enacted laws that they themselves 
have initiated, before the ink is dry on 
the new statutes, it is flagrantly violated 
and no one seems willing to prefer 
charges against their brother agents. 

_ “Perhaps we could all profit by read- 
Ing again the little story in the fourth 
teader about ‘belling the cat’—you will 
temember the mice held a convention 
and all agreed that the cat ought to be 
belled and the motion carried unani- 
Mously but no one was willing to vol- 
unteer to put the bell on her. . . . It is 



































E LOOMS up head and shoulders out of the ruck 

—an insurance expert, not a “policy peddler.” Planning 
his campaigns like a successful general, he builds the groundwork 
of his sales before he leaves his office. > +> > > 
Much of the time that others spend dreaming, or going aimlessly 
from door to door, or being a “curbstone agent, he devotes to 
intelligent systematization. Fle keeps at his fingertips the vital 
statistics, and studies ways and means of presenting his knowl- 
edge where it will do the most good—to his client and to himself. 


When he does make a call, he means business. >> > 


This is the type of the agent in whom this company reposes the 


utmost confidence. He helps to build our business and his own. 


“HIVERPOOL, 


~ 0 fl ONDON 


0 GLOBE, 
Insurance Co up 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St. New York, N. Y. 
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strange to me that insurance agents will 
respond to their country’s call at the 
drop of the hat in time of war and will 
do valiant and noble jury service in time 
of peace, they will serve on juries and 
grand juries and will not hesitate to in- 
dict and convict a common burglar or 
automobile thief and yet they sit idly by 
when the insurance laws are violated by 
men who are daily undermining the fun- 
damental structure of the most essential 
business in America today—that of in- 
surance. 

Must Co-operate with Commissioners 

“T know it is easy to say that this 
unpleasant duty rests upon the shoul- 
ders of the Insurance Commissioners, but 
it is begging the question to expect these 
public officials to clean up the insurance 
violations unless they have the active aid 
and assistance of the local agents if any 
lasting good is accomplished. Theodore 
Roosevelt said that every man should be 
willing to give a part of his time towards 
the advancement of the profession of 
which he is a member, and I appeal to 
the insurance men to co-operate with 
your insurance commissioners in enforc- 
ing the laws that you had such an im- 
portant part in enacting. I appeal to you 
to get better acquainted with the men 
you send down to the different state 
houses to make your laws—I wonder how 
many of you gentlemen could tell me 
the names of the state senator that rep- 
resents your district in your state legis- 
lature—who is the Speaker of the House 
of your state legislature? You owe it 
to the men who make your laws to give 
them the benefit of your advice and 
counsel.” 





PUSH ARSON LAW IN MAINE 





Fire Chiefs Hold Meeting to Lend Sup- 
port to This Measure; Passed Now 
in Twenty-seven States 

Fire chiefs of the principal cities in 
Maine assembled in Portland on 
Wednesday under the auspices of the 
Maine Fire Chiefs’ Club for a conference 


. with Managing Director Franklin H. 


Wentworth of the National Fire Protec- 
tion Association on the subject of the 
model arson law sponsored by the Fire 
Marshals’ Section of the N. F. P. A. and 
which the Maine chiefs would like to 
see enacted in that state. 

Several previous attempts have been 
made to secure the passage of this law 
by. the Maine legislature, the last effort 
being put forward at the 1929 session. 
The measure was advocated by the 
Portland Chamber of Commerce, but the 
provincial legislators did not interest 
themselves in the measure. The real 
reason for the bill’s failing to pass was 
that an insufficient pressure from local 
sources was obtained. It is believed that 
the passage of this bill may be secured 
at the next session if sponsored by the 
Maine Fire Chiefs’ Club and pushed be- 
fore the legislative committees by the 
individual fire chiefs. 

In the last four or five years this mod- 
el law or measures containing its out- 
standing provisions have been enacted 
in the following twenty-seven states: 
Alabama, Arkansas. California, Delaware, 
Georgia, Florida, Illinois, Indiana, Iowa, 
Kentucky, Louisiana, Maryland, Michi- 
gan, Missouri, New Mexico, North Car- 
olina, North Dakota, New Hampshire, 
New Jersey, Ohio, Pennsylvania, Rhode 
Island, South Dakota, South Carolina, 
Tennessee, West Virginia, Wisconsin. 





ARSON CONVICTION 


Harry Bennett of Buffalo was con- 
victed of arson, first degree, in supreme 
court in that city on October 18. Police 
and under cover men of fire underwrit- 
ers associations introduced evidence 
showing that he started many of the 
100 incendiary fires whereby insurance 
companies have suffered heavy losses up- 
state in the past two or three years. 
The verdict carries a minimum prison 
term of forty years as Bennett already 
has one conviction for felony standing 
against his record. 
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Cunard Statement 
On Insurance Plans 


NO LINES HAVE BEEN PLACED 





Steamship Company, Grateful to Govern- 
ment for Offer of Aid, Wants to Place 
Insurance With Private Insurers 





In connection with the current reports 
from Europe to the effect that marine 
underwriters are not wholly in accord 
with plans of the British and French 
governments to offer excess marine in- 
surance facilities for covering new huge 
liners the Cunard Steamship Co. of Eng- 
land has issued a statement saying that 
no insurance difficulties have arisen. The 
text of the statement follows: 


“With reference to certain statements 
in yesterday’s press, the Cunard Com- 
pany have no knowledge of any insur- 
ance difficulty having arisen and have 
not yet begun to place any insurance on 
their new ship. The terms of the con- 
tract have still to be settled with the 
builders and the dry-docking arrange- 
ments at Southampton are still under 
amicable discussion.” 

Sir Percy E. Bates, chairman of the 
Cunard Co., amplified the above remarks 
in a statement made to shareholders re- 
cently. This statement describes the 
policy of the company in regard to the 
two new vessels, the construction of 
which is projected. After explaining the 
necessity for ships of the size and style 
contemplated, Sir Percy says, on the 
question of insurance: 

“Had the company been projecting 
costly ships without a real economic ba- 
sis, it would never have dared to ap- 
proach His Majesty’s government on the 
matter of insurance, but in view of the 
facts described above it had no hesita- 
tion in so doing. The thanks of the com- 
pany are due to the government for the 
sympathetic reception of the proposals, 
as, lacking their agreement, it would not 
have been possible to proceed at the 
present time. 

“Even before the war a serious prob- 
lem existed with regard to insurance of 
the largest class of steamer, and it was 
only the outbreak of hostilities in Au- 
gust, 1914, that cancelled a mutual in- 
surance scheme which had been entered 
into by the Cunard Co. and some of its 
competitors, foreign as well as British. 
After all, these ships are, and always will 
be, relatively few in number, and it is 
not to be wondered at if the marine in- 
surance market should find itself unable 
to deal with these specialties. At the 
same time I should like to express the 
hope that when the time does come to 
place the insurance on this ship, the ex- 
pansion of the ordinary marine insurance 
market may render the government 
agreement redundant. 

“The present position is that the mat- 
ter of dry-docking at Southampton has 
still to be settled with the Southern Rail- 
way, and negotiations with the builders 
are actively proceeding with a view to 
settling the terms of the contract and, 
so far as is possible, the final price of 
the first stearaer.” 





BLOCK WITH C. E. COOPER 


George W. Block has resigned from 
Block, Earl & Co., Inc., in order to be- 
come manager of the marine department 
of Clarence E. Cooper & Co., Inc. Mr. 
Block was for many years connected with 
Willcox, Peck & Hughes. After resign- 
ing from that office about ten years ago 
he formed the insurance brokerage firm 
of Biock, Earl & Manuel. Clarence E. 
Cooper & Co., Inc., have an extensive 
marine business. 


Rinman Says Marine 
Rates Must Be Raised 


PRESENT LEVEL DISASTROUS 
One of Europe’s Leading Underwriters 
Says Markets Must Work Together 
To Get More Premium Income 





The low marine insurance rate level is 
the universal worry of underwriters. This 
question was one of the leading matters 
discussed at the recent Vichy convention 
of the International Marine Insurance 
Union, and President Axel Rinman, one 
of the foremost Scandinavian under- 
writers, in his opening address, said that 
to raise rates was extremely urgent. In 
the course of his talk he said that earn- 
est consideration must be given to the 
subject of increased rates for both hull 
and cargo business. There was a time 
when he, like many others, thought that 
if only substantial improvements in the 
insurance conditions, especially for cargo, 
could be brought about, the question of 
increasing the rates might be postponed. 
Today he no longer held that view, and 
he hardly believed that anybody else did. 
The naked truth was that the marine in- 
surance companies of the world, with 
few exceptions, could not afford to wait 


any longer for the hoped-for results of 


the efforts to bring about sane and rea- 
sonable insurance conditions. 

Thus, immediate steps must be taken 
to pave the way for elevating the gen- 
eral rate-level, and that was no longer 
a question of mere expediency; it was a 
question of life and death to many com- 
panies in various countries. A_ close 
study of the balance sheets for 1929 from 
all parts of the world clearly showed not 
only in what direction the development 
was going, but also at what speed dis- 
aster was being approached. 


Comparison With Pre-War Rates 


He knew that in certain markets the 
hull rates had been somewhat improved, 
but the benefit derived therefrom had 
been materially neutralized by the fact 
that the cargo rates in, practically speak- 
ing, all markets were being reduced year 
by year. The following facts were unde- 
niable: In pre-war years— 

(1) The underwriting profits were by 
no means excessive; on the contrary, 
they were very moderate indeed, to say 
the best of them. 

(2) The insurance conditions were less 
objectionable, less extensive than they 
were today, especially in respect of cargo. 

(3) The rebates and commissions, etc., 
were lower than at present. 

(4) The office expenses and taxes, cal- 
culated in percentage on the premium in- 


come, were considerably lower than now. 

(5) The costs of ships’ repairs were 
much cheaper. For instance, comparing 
1930 with 1913 there was an increase of 
about 70%. 

Despite all these facts, which normally 
and automatically should have caused un- 
derwrietrs to increase their rates corre- 
spondingly, the rates were lower today, 
generally speaking, than they were in 
1913, more markedly, perhaps, for cargo 
than for hull. 

The sole factors that could be referred 
to as working the other way were the 
increased values on ships (the increase 
was about 40% as against 1913) and the 
greater volume of business written as 
compared with pre-war times; but under- 
writers know best how utterly insuffi- 
cient the influence of these factors had 
been to counterbalance all the other un- 
favorable factors specified above. It was 
amazing that things had been allowed to 
go wrong to such an extent in marine 
insurance, and it was not to be wondered 
at that the matter had of late been sub- 
ject to rather severe criticism in the 
daily press. He knew of no other in- 
surance branch that had been exposed to 
similar public remarks, and it was to be 
regretted that they had not been able to 
divert this embarrassing attention or to 
refute the accusations for lack of method 
and energy in managing their. own af- 
fairs. No market could be freed from its 
proper share of the responsibility for the 
present situation, but, of course, certain 
markets have had no possibility of exer- 
cising any influence upon the general 
development. 

As was well known, he continued, the 


Union had never inspired and had never 
encouraged those who recommended the 
adoption of world tariffs. But national 
and local tariffs and national or local 
agreements seemed to be indispensably 
necessary for all branches of insurance, 
and certainly not least for the marine 
branch. Exceptions for small markets 
and for markets of a peculiar character 
did not count. This being so, the prin- 
cipal task of the Union must be to try 
to protect the national or local associa- 
tions against disloyal competition from 
abroad. For this purpose the affaires de- 
placees agreement and the Vienna Rein- 
surance Clause were launched. 

Another important question for con- 
sideration was the proposal of individual 
agreements, binding only upon the par- 
ties thereto, instead of majority agree- 
ments, whereby the minority was bound 
by a majority resolution. It seemed ob- 
vious that if in a national market it was 
found too risky to stick to the system 
of majority votes in respect of compul- 
sory agreements, the risk was multiplied 
when it came to the question of passing 
international agreements of a compulsory 
character. Mr. Rinman was in favor of 
individual agreements, and so long as it 
was only a question of abstaining from 
deliberate rate-cutting or other conces- 
sions for risks clearly falling under the 
heading “affaires deplacees,” or similar 
agreements, he did not see where there 
should be any difficulty. If there was no 
sympathy for binding the Union mem- 
bers by means of majority votes, and if 
there was little or no sympathy for in- 
dividual compulsory agreements, what 
sort of agreements. were they to have? 








Details of Marine Insurance Plan 


Operated By U. 


Facts about the marine insurance fund 
maintained by the United States Ship- 
ping Board for insurance on ships sold 
by it to private commercial operating in- 
terests are contained in a statement is- 


sued by W. B. Castonguay, director of 
the Bureau of Finance of the Shipping 
Board. He says with respect to U. S 
Government insurance on vessels: 

The Shipping Board has a general in- 
surance fund in which it insures the “le- 
gal and equitable” interest of the Gov- 
ernment in ships which have been sold 
by the Board, or on which the Board has 
made loans from its construction loan 
fund. 

Until recently the Board’s fund carried 
100% of insurance value on some “re- 
stricted” lines. While a ship may have 
been sold at, say, $70,000—a low price 
in consideration for a requirement of re- 
stricted service, an “insurance value” was 
placed thereon of say $210,000 represent- 
ing commercial value of the ship in event 
of total loss. The Board’s fund carried 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $7,289,004.71 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $12,994,064.64 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,394,635.82 
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S. Shipping Board 


hull insurance for this full amount. 

Under a recent change of policy the 
Board has reduced the amount of in- 
surance the fund will carry on both un- 
restricted and restricted services, and has 
provided a sliding scale of reduction in 
proportion as the years of restricted serv- 
ice expire, thus gradually releasing its 
coverage in favor of the private Amer- 
ican market. 

Scale of Insurance 

Under the law it is optional with the 
Board as to whether it will accept any 
given risk, and an applicant for insurance 
in the Board’s fund for a proportionate 
amount of his coverage, under the new 
plan, will be required to show that he is 
utilizing the private American insurance 
market for the proportion of his hull in- 
surance not covered by the Board’s fund. 

The present proportion and scale in 
restricted services, the limit of insurance 
in the general insurance fund may be 
fixed at not in excess of the following: 
_ (a) During the first year of guaranteed serv- 
ice after December 18, 1929, the fund may in- 
sure for not exceeding 75% of the insured value. 

(b) During the second year of guarantee 
service after December 18, 1929, the fund may 
insure for not exceeding 65% of insured value. 

(c) During the third year of guaranteed 
service after December 18, 1929, the fund may 
insure for not exceeding 55% of insured value. 

(d) During the fourth year of guarantee 
service after December 18, 1929, the fund may 
insure for not exceeding 45% of insured value. 
_ (e). During the fifth year of guaranteed serv 
ice after December 18, 1929, the fund may 1” 
sure for not exceeding 35% of insured value. 

(f) During each year of restricted service 
subsequent to the fifth year of guaranteed serv 
ice after December 18, 1929, the fund may 1 
sure for not exceeding 25% of the insured value. 

(g) During the balance of mortgage period 
after restricted service has been rendered, the 
fund. may insure for not exceeding the amount 
of the mortgage. 3 ; 

That for ships sold for operation in 
unrestricted service, the following lim! 
tations be fixed: : 

(h) For ships engaged in a service in which 
foreign-flag steamers could engage, the fun 
may insure for not exceeding the mortgage 
money interest. 

(i) For ships in coastwise or intercoastal 
trade, the fund may insure for not exceeding 
the mortgage interest, only on condition that 
insured shows that such insurance will ¢™ 


courage his use of the private American market 
for balance of his requirements. 
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CASUALTY AND SURETY 
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Raps Commission Scale 
In Compensation Plan 


GOODWIN GIVES ASS’N STAND 


New President in Harrisburg Talk 
Fears Reduction in Costs on Large 
Risks Will Be at Expense of Agents 





The feeling of the National Associa- 
tion of Insurance Agents on the acquisi- 
tion cost features of the new compensa- 
tion expense loading program was defi- 
nitely expressed this week when Percy 
H. Goodwin, president of the National 
Association of Insurance Agents, in his 
address before the Pennsylvania agents 
at Harrisburg—the first platform ap- 
pearance he has made since becoming 
leader of the Association—scored the 
proposed plan for reducing the commis- 
sion scale on compensation risks as a 
nefarious scheme which could mean 
nothing else than the future annihilation 
of the local agent if it be allowed to 
prevail. Mr. Goodwin was glad to say 
that prompt objections had been filed 
against the proposed plan at a special 
conference with company officials in New 
York last week and that “we believe we 
have at least temporarily stopped for all 
time this nefarious scheme.” 


Reviews Recent Developments 


Reviewing the developments of the 
past few weeks which had to do with 
the new expense loading program, Mr. 
Goodwin said: “While we were still in 
session at Dallas there came word that 
the National Bureau of Casualty & Sure- 
ty Underwriters was committed to a 
program, through the National Council 
on Compensation Insurance, of divorcing 
the expense loading of stock and mutual 
companies. So far, so good. The injus- 
tice of the old system was apparent to 
all of us. We were assured and reas- 
sured by the National Bureau that only 
this policy was involved, and with that 
we are in complete sympathy. 

“We were invited to send a commit- 
tee to New York to confer with the 
National Bureau on the question of so- 
called acquisition cost as regards expense 
loading. There we found that for six 
months officials of the casualty compa- 
nies had been conferring on the subject 
and had agreed that, in order to meet 
mutual competition on the large risks, a 
general reduction in rates must be made. 
Their program was a new schedule 
which would allow a total acquisition 
cost of 17.5% only on the first $5,000 of 
tisk premium, 7.5% on the next $15,000 
and 2.5% on all premium risk upward of 
$20,000. 

“The companies had decided to reduce 
the rate on the big risks to meet mutual 
competition, to add for themselves a ten 
dollar expense constant on all risks, and 
an underwriting profit of 21%4%, which 
they undoubtedly should have, all at the 
expense of the agent. 
_ “If the casualty companies are not in 
Justice to be expected to write compen- 
Sation at a continuous loss, is it reason- 
able or fair to expect the agent to han- 
dle and service the big risks at a com- 
Mission rate of 2.5%? 

“Your National Association believes 








that the casualty companies, in working 
out a scheme for reducing compensation 
rates solely at the expense of the agents, 
are embarking on a program that cannot 
but mean the future annihilation of the 
local agent, if it be allowed to prevail. 
It believes, furthermore, than in assuring 
the executive committee of the National 
Association that the meeting of October 
9 was solely for the purpose of divorcing 
the computation of expense loadings of 
the stock and mutual companies, and that 
nothing would be done in regard to ac- 
quisition cost, the Bureau was manifest- 
ly unfair and misleading in view of the 
fact that for six months it had been 
working on its scheme to reduce - the 
costs on the big risks, solely at the ex- 
pense of the agents. 

“The agent in the small town may ask 
how this procedure concerns him. | 
think it is one of the best examples we 
have of the wide variety of National 
Association activities. This particular 
activity, it is true, concerns directly only 
the larger producing agent. The Nation- 
al Bureau does not contemplate reduc- 
tion of commissions on the smaller com- 
pensation risks. But you know and I 
know that any nation-wide reduction of 
commissions on any one class cannot be 
accepted as other than the forerunner of 
further reductions on other classes. 

“Your National Association has ap- 
pointed the strongest committee possible 
to combat this hideous situation. It does 
not propose to stand by idly and watch 
the agent butchered to make a Roman 
holiday for any one class of our busi- 
ness.” 


Scores Export Indemnity 


Mr. Goodwin also took up the cudgels 
against employes’ group insurance, a 
problem which had been in the limelight 
at the Dallas convention. Calling it the 
greatest menace to the American Agency 
System today, he outlined the propor- 
tions it has reached throughout the 
country, and produced facts and figures 
to show that many of the major indus- 
tries have fallen for the fallacious theory 
that its own employes should receive 
preferential rates on their individual au- 
tomobile insurance, in defiance of the 
anti-discrimination laws of the several 
states, jeopardizing the business of the 
local agent. 

He produced the pictures shown in 
Dallas, proving that, despite repeated de- 
nials of the brokerage firm, the Export 
Indemnity the greatest offender, is 
housed in the office of Marsh & McLen- 
nan in New York. He was further for- 
tified by a solicitation card of renewal 
of a fire and theft policy issued direcély 
to an assured by the indemnity com- 
pany’s twin, the Export Insurance Com- 
pany, offering to renew the insurance 
on a truck of a citizen of New York 
state, with an offer, “Save 30% of stand- 
ard cost.” 

Turning to the Interstate Underwrit- 
ers’ Board, another plan that has been 
considered in many sources aS one more 
method of cutting commissions to agents 
on a nation-wide scale, Mr. Goodwin 
asked the agents of Pennsylvania to 
withhold judgment until the National As- 
sociation officers shall have completed 
their investigations of it. 
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FREDERICK RICHARDSON, United States Manager. 
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Get Brokers’ Reaction 
To Compensation Plan 


OPPOSE COMMISSION 


CUTS 
Point Out That Such a Radical Move 
Will Make Impossible Service Which 
Large Risks Are Entitled To 








The acquisition cost features of the 
proposed compensation expense loading 
program of the National Bureau of Cas- 
ualty & Surety Underwriters have been 
the chief topic of conversation along Wil- 
liam Street this week. The position of 
both agents and brokers on a graduated 
scale of commissions under the plan was 


presented to the National Agency and 
New York City agency committees last 
week. Briefly, both factions oppose 
strenuously the present plan. 

No information was to be had this 
week from either the National Bureau 
offices or from Acquisition Cost com- 
mittee members as to how the present 
plan is to be changed to conform to the 
views of large producers although it is 
understood that this subject was under 
discussion Wednesday morning at the 
Bureau. 

The Insurance Brokers’ Association of 
New York also held a special meeting 
of its members to discuss the entire prob- 
lem at which full support was given to 
a special committee in whatever action 
it may decide to take. It is generally 
felt among large brokers that the plan, 
if it should go through, would tend to 
destroy their years of effort in build- 
-ing up and retaining big compensation 
risks; that with a radical cut in com- 
missions they would be unable to give 
their clients the service they are entitled 
to, and, confronted by this situation the 
way would be paved for mutuals to step 
in and capture the business by arguments 
of superior service. 





SPONSORING NEW LAW 
Gilbert S. Parnell of Indiana, Pa., 


prominent member of the Pennsylvania 
Association of Insurance Agents, indi- 
cated at the Harrisburg meeting this 
week that his association was sponsoring 
a financial responsibility automobile mea- 
sure to be introduced in the “next legis- 
lature. 


Gala Dinner Staged By 
General Brokers’ Ass’n 


CONWAY FINE AS TOASTMASTER 





Long List of Speakers Felicitate Organi- 
zation on Fifth Anniversary; Arnow 
Praises Charles S. Rosensweig 





State insurance officials, prominent 
members of the New York state legis- 
lature, company executives and out-of- 
town visitors helped the General Brok- 
ers’ Association of the Metropolitan Dis- 
trict to celebrate on Tuesday night at 
the Hotel Astor its fifth anniversary as 
an active organization. It was a gala 
occasion with more than a_ thousand 
brokers and guests in attendance. The 
affair was made all the more enjoyable 
by the presence of Judge Albert Conwav 
of Kings County Court in the role of 
toastmaster, and the ovation which he 
received was conclusive evidence that his 
popularity in the insurance fraternity has 
not waned since he left the office of state 
insurance commissioner for the bench. 

Not only was Judge Conway in fine 
form in his introduction of the speakers 
but his own characteristic remarks were 
particularly appropriate to the occasion. 
He said at the outset that “being per- 
mitted to be your toastmaster is like 
coming back home again.” He then de- 
scribed brokers’ associations as instru- 
mental in promoting harmony and co-op- 
eration among individual brokers, main- 
taining the business on an ethical plane 
and, by so doing, helping the state in 
its necessary regulation of insurance. 
For, as he pointed out, the legislature 
may make the laws but it is too much 
to expect that with some 19,000 insur- 
ance brokers in New York state such 
laws would not be violated by some. 


Take Mystery Out of Insurance 


“Help to take the mystery out of in- 
surance” was one of his suggestions. 
“Learn more about rates and the effect 
accidents have on them. If you will tell 
the public the story of safety work and 
how effective accident prevention will 
save money On insurance premiums you 
will have begun to perform the service 
that is your responsibility as the rec- 
ognized representatives of the public in 
this great business of ours.” 

Judge Conway also referred to the 

(Continued on Page 40) 
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E. J. Schofield Hits at 
Self-Satisfied Agent 


THEME OF HARRISBURG TALK 





Globe Indemnity V.-P. Criticizes Lack 
of Creative Selling These Days; 
Scores Rate Cutting 





E. J. Schofield, vice-president of the 
Globe Indemnity, brought a timely pro- 
duction message to the Pennsylvania 
agents in session at Harrisburg this 
week when he urged them to watch more 
than ever before the actual management 
of themselves when it came to the pro- 
duction of business. It was Mr. Scho- 
field’s opinion that literally hundreds of 
agents throughout this country seem to 
have found contentment and peace in 
their present status and busy themselves 
daily with those duties which arise dur- 
ing the day out of the mail received or 
incoming telephone calls. Having cared 
for those duties, they call it a day and 
seem very well satisfied. “Few, if any, 
of this classification apply themselves in 
a definite and orderly fashion’ to the 
business of production of new lines,” de- 
clared the speaker. 

He has observed this self-satisfaction 
opening up the doors to non-agency or- 
ganizations selling through salaried sales- 
men. Also mutuals and reciprocals have 
thrived because of the inactivity of so 
many individuals and members of the 
American Agency System, he said. His 
word of caution was: “If we continue to 
sleep contentedly and to either stand still 
or back up, as is now the case with this 
classification of agent, the door will be 
opened still wider and it is not hard to 
visualize the entrance through that door 
of the English system of producing and 
handling the larger fire insurance ac- 
counts. 

Right of Business to Demand P-2¢ es3 

“He who does not move forward, by 
the law of business must step backward. 
It is the right of all good business to de- 
mand progress, and if the right answer 
does not come from one source, then it 
must come from another. If the units of 
the American Agency System fail in pro- 
duction, then by the natural law of pro- 
gressive business, they must be supplant- 
ed by some other method for the accom- 
plishment of progress in production. 

“Prosperity comes anywhere in the 
wake of profit selling. The return to 
prosperity in this country is being delayed 
because of the general continuance of the 
profitless sale. Contractors are bidding 
jobs at profitless prices. Merchants are 
attempting to inspire buying by selling 
goods at a profitless figure. Insurance 
companies are assuming hazards at pre- 
mium rates which make for no profit and 
which invite disaster. This is no time 
to depart from the basic principles of 
sound business. This is no time for rate 
cutting and rate wars. Each individual 
who indulges in selling on other than a 
sound basis is helping to postpone the era 
of further prosperity. 

“The methods employed in connection 
with credits and collections are likewise 
unsound. The agent who hopes to bui'd 
good will for the future upon the granting 
of undue credit time and unusual credits 
will find in the end that he has built his 
house upon the sands. It always has been 
so and it always will be so. The quickest 
way to lose a friend is to loan him 
money. The surest way to lose a cus- 
tomer is to extend to him too long credit.” 





ANNUAL MEETING NOVEMBER 21 

The annual meeting of the Casualty 
Actuarial Societv will be held on Fri- 
day, November 21, at the Hotel Biltmore. 
New York. The election of officers will 
take place at this meeting. 





ACCOUNTANTS MEET HERE 


The Insurance Accountants’ Associa- 
tion held its October meeting last eve- 
ning at Miller’s Restaurant on Nassau 
street. 


Fetzer Thanks F. & C. 
Staff for Fine Support 


AGENTS GET SPLENDID LETTER 





Steps Into Vice-Chairman’s Post to Con- 
centrate His Entire Efforts on 
Business Building 





One of the finest letters ever sent out 
by a home office executive to the field 
force of his company was Wade Fetzer’s 
message last week upon taking the office 
of vice-chairman of the Fidelity & Cas- 
ualty after successfully completing the 
big task confronting him when he ac- 
cepted the presidency of the company 
some months ago at the time of its 
purchase by the America Fore group. Mr. 
Fetzer’s letter follows in full: 

“The amazing part about America’s 
most popular hero, Colonel Lindbergh, is 
that in spite of uriiversal adulation, he 





WADE FETZER 


has miraculously maintained his dignity, 
simplicity and modesty. I think the 
principal reason for this has been be- 
cause he does not believe that the 
achievement ofa man in any one direc- 
tion entitles him to talk like an oracle 
on any and every subject. .In fact he 
refuses to talk at all excepting about the 
thing he knows, aviation. That boy never 
loses his head. He may have lost his 
heart when he met Anne, but his old 
head was working on every cylinder as 
usual. 
Accepted the Call of Duty 


“Coming down from the sublime to the 
ridiculous, I did not lose my head either 
as many of my friends thought I had 
when, in addition to my other responsi- 
bilities, I accepted the presidency of the 
Fidelity & Casualty Co. There comes 
a time in life when we cannot step aside 
to the call of duty which our conscience 
tells us is ours. I was led to accept it 
because it was urged upon me that my 
many years of close association with the 
company and long experience in agency 
building peculiarly fitted me to bring 
about that which, at the time, seemed 
most needed, namely, an increased spirit 
of enthusiasm and go-get-iveness. If, 
and when, “that had been accomplished 
the terrific program I was to undertake 
was then to be lightened. 

“Thanks to the enthusiastic co-opera- 
tion of you good people in the field and 
of my splendid staff of associates at the 
home office we altogether have done the 
job quickly and it is now in order that 
I be relieved of some of my responsi- 
bilities. Accordingly, as announced by 
Chairman Sturm, the directors have hon- 
ored me by election to the position of 
vice-chairman where I may counsel with 
the management of the company and 
otherwise will devote my efforts like 
Lindbergh entirely to the work for which 
I have given my life, business building; 


to strive to help F. & C. men every- 
where toward bigger and better accom- 
plishments for our mutual good. 


Praise for Paul L. Haid 


“Paul L. Haid who has been elected 
to succeed me as president of the Fi- 
delity & Casualty Co. and who now be- 
comes president of all America Fore 
Companies has long since made for him- 
self a place in the insurance world where 
he is universally admired and respected. 
He will bring to the company additional 
sources of great strength and energy. 

“With the continued enthusiastic co- 
operation of you good people in the field 
and of our splendid staff of home office 
associates I am sure the grand old F. & 
C. has hitched its wagon to the stars and 
nothing can stop our upward course. 

“As the darky boy said as ha cracked 
his whip over his team of frisky mules, 
‘H’yar we go! Jes’ watch our fool 
selves!’” 





NEW POST FOR T. F. CASS 
Selected to Be 2nd Vice-President of 
Nat’] Union Indemnity; Formerly 
With Southern Surety 
The National Union Indemnity has se- 
lected Thos. F. Cass to be second vice- 
president in charge of casualty under- 
writing. Mr. Cass, who has had consid- 
erable experience in the casualty field, 
was previously with the Southern Sure- 
ty as vice-president handling its Mid- 
West underwriting with headquarters at 

St. Louis. 

Mr. Cass first entered the business in 
the agency field at Boston, becoming as- 
sociated with the United States Casualty 
in 1908 as its New England representa- 
tive. Subsequently he was transferred 
to the home office in New York as as- 
sistant to the manager of the liability 
department. 

Upon the organization of the Indem- 
nity Insurance Co. of North America 
he was chosen as _ assistant secretary 
with supervision over all casualty lines 
and served in this capacity until De- 
cember, 1928, when he assumed the vice- 
presidency of the Southern Surety. He 
resigned this post in May of this year. 





BRITISH BURGLARIES INCREASE 





No Increase in Rates Yet Suggested, But 
Underwriting Being Done More 
Carefully 

The epidemic of burglaries in London 
and throughout Britain recently has been 
a matter of considerable discussion in in- 
surance circles there. Many claims are 
now being dealt with and some defects 
in the present system of covering risks 
have been revealed. No increase in the 
present rates to householders is contem- 
plated, but the type of flats which have 
proved Specially vulnerable to the burglar 
are likely to be subject to more careful 
inspection as insurance risks. 

lt is thought unlikely that the cost of 
burglary cover will remain stationary, for 
already there is a_ tendency in certain 
trades for rates to harden. Furriers are 
described as a bad risk. Costumiers in 
past months have featured heavily in in- 
surance claims. : 

Fairly high rates are charged for jewel- 
lers’ insurance, and at least one big office 
has recently declined to issue any more 
policies for this class of business. One 
of the worst risks is in connection with 
goods driven about the streets in. sales- 
men’s cars. In some cases a premium of 
as much as 5% is required, according to 
the goods concerned. 





WESTCHESTER APPOINTMENT 

The Samuel D. Robinson Co. of White 
Plains has been appointed by the Stand- 
ard Accident as Westchester County 
general agents for all casualty and sure- 
ty lines. Mr. Robinson was formerly one 
of the largest producers in the County 
Agencies, Inc. of the same city. 


September Best Month 
For International Re. 


EXPECT TO DO $6,000,000 THIS YEAR 





President Hansen Optimistic in Report 
to Board; Investment Losses Neg- 
ligible; Loss Ratio Below Normal 





The International Re-Insurance Cor- 
poration of Los Angeles closed Septem- 
ber with substantially the largest amount 
of both gross and net business of any 
month since its commencement of busi- 
ness. Its gross net income was in ex- 
cess of $600,000 while net excess of in- 
come over disbursements was $279,000. 
This satisfactory record of achievement 
was reported to directors of the com- 
pany by President Carl M. Hansen at 
the recent board meeting. 


Taking the total for the nine months 
of 1930 President Hansen pointed to a 
gross net income of $4,669,000 with dis- 
bursements of $2,963,000, leaving net ex- 
cess of income over disbursements for 
the three quarters of $1,706,000. This 
net is before payment of dividends. After 
deducting the $150,000 that has been dis- 
bursed to stockholders as dividends the 
net excess of income stands at $1,586,000. 
Mr. Hansen said further: 


“In estimating the probable volume of 
business to be done by the corporation 
for 1930 the figure was set at $5,000,000. 
It is now evident that this will be at 
least exceeded by a million dollars and 
that the gross net for the year will be 
substantially in excess of $6,000,000. 


Gross Assets Nearly $9,000,000 


“Our gross assets which on December 
31 aggregated $7,243,000 have now in- 
creased to nearly $9,000,000. Loss and 
expense ratios have proven satisfactory 
and below normal, also below what might 
be reasonably expected, showing a care- 
ful selection in underwriting and _ indi- 
cating clearly that quality of risks is not 
sacrificed in the interest of volume. 

“The investment returns have also 
shown a steady and sound increase. The 
losses absorbed on account of the dis- 
turbed market conditions are negligible 
compared to the investment portfolio as 
a whole and no actual loss has been 
taken as such securities owned by the 
corporation, showing a loss in market 
value now compared with the price of 
which they were purchased, have not 
been sold but the securities have merely 
been written down to present market 
values and such depreciation shown as 
an item of disbursement.” 





INSURANCE BUILT CIRCULATION 





London Newspaper’s Readers Jumped 
from 300,000 to 2,500,000 Through 
Coupon Policies 

The London “People,” has just an- 
nounced that it has reached the net cir- 
culation of 2,500,000 every Sunday, and 
that every Sunday morning it goes into 
one home out of every five in the United 
Kingdom. The explanation offered for 
this sale is the paper’s insurance coupon 
offer. When this offer was inaugurated 
in 1925 the paper had a net circulation of 
300,000 copies, since when it has risen 
steadily to 2,500,000. 

“The People” inaugurated the first free 
coupon insurance scheme ever offered by 
a Sunday newspaper, giving its readers 
seven days a week. insurance protection 
on a generous scale. This offer is still 
in force, and to date the paper has paid 
out more than 27,157 claims—an average 
of 400 per month. The paper is aiming 
at a circulation of 3,000,000—a figure 
which so far has been achieved only by 
the London “News of the World.” 





HOOK UP WITH TRAVELERS ; 
A recent issue of “Advertising Age, 
a Chicago publication, says that Youn? 
& Rubicam of New York City have bee? 
retained for special service by the Trav- 
elers Insurance Co. No general adver- 


tising is planned at present. 
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IN ALL DEPARTMENTS 


Each department of this Company. with which 
agents have contact, has an executive in charge 
with whom they can deal direetly. Agents’ suceess 
depends so largely on getting authoritative infor- 
mation and immediate decision that this Company’s 
plan of organization is of great value— especially 
in times when competition is keen and business 
progress difficult. 


LONDON GUARANTEE AND ACCIDENT COMPANY, LTD. 
J. M. Haines, United States Manager « Fifty-Five Fifth Avenue, New York 





Go Straight 
to the Point 
of Authority 
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MEEHAN’S TRIBUTE TO O’NEILL 





N. Y. U. Coach Tells C. & S. Club That 
“Buck” O’Neill Taught Him Best He 
Knows About Football 

A close-up of Frank J. O’Neill, Royal 
Indemnity president, as the “Buck” 
O’Neill of college football coaching days 
was given to a crowd of nearly three 
hundred at the fall dinner of the Cas- 
ualty & &Surety Club of New York by 
“Chick” Meehan, coach of the powerful 
New York University team. The only 
speaker at the affair, Meehan told how 
he played quarterback at Syracuse when 
“Buck” O’Neill was coach and later was 
his assistant. He made a point of say- 
ing that Mr. O’Neill had taught him the 
best he knows about football and that 
this early training was now proving in- 
valuable to him at N. Y. U. : 

Meehan’s talk on “How to Enjoy a 
Football Game” was seasonally appro- 
priate and he held the close interest of 
the casualty and surety men as he gave 
a “behind the scenes” picture of a col- 
lege football player’s life. Among other 
things he said high pressure talks by 
coaches just before the game were ta- 
booed at N. Y. U., a few quiet words of 
advice being much more effective in his 
opinion. He termed the kick-off as the 
real thrill of the game, urged football 
fans not to watch only the man with 
the ball, to sit high up in the stands 
for the best view and to appreciate the 
quarterback as the absolute boss of the 
eleven while the game is in progress. 





FOR REPEAL OF MASS. LAW 


In a speech before the Massachusetts 
Insurance Agents’ Association on Tues- 
day John W. Downs, counsel, Insurance 
Federation of Massachusetts, declared 
that the time is now ripe for the repeal 
of the present compulsory law and the 
substitution of a financial responsibility 
law. 


Gala Brokers Dinner 
(Continued from Page 37) 


powers of an insurance superintendent; 
that he desires to act as a great cor- 
poration head acts, calling in for round 
table discussion all the groups interest- 
ed in a particular proposal or change 
in policy. He said: “It has come to be 
common knowledge that when you want 
men to pull together you must discuss 
common problems around the table, leav- 
ing no one group out of such a discus- 
sion.” 

At this point Judge Conway read let- 
ters of regret from Governor Franklin 
D. Roosevelt, Chief Justice Charles Ev- 
ans Hughes and Percy H. Goodwin, pres- 
ident, National Association of Insurance 
Agents, who could not be present but 
sent their best wishes. Frank L. Gard- 
ner, Poughkeepsie, represented both the 
National Association and the New York 
State Agents’ Association, and in his 
talk he strongly urged the support of 
the General Brokers’ Association in an 
agency qualification bill for New York 
at the next legislative session. 

Hear From Senator Knight 

Another up-state visitor was John 
Knight, majority leader in the New York 
state senate, who rapped governmental 
interference in private business in his 
talk on “Individualism in Government.” 
Then there was James A. Beha, general 
manager, National Bureau of Casualty 
& Surety Underwriters, whom Judge Con- 
way introduced by saying: “Whenever 
the long roll of New York state insur- 
ance superintendents is called there will 
not be found one who was more or bet- 
ter liked than our former superintendent, 
James A. Beha.” 

Mr. Beha told about the work of the 
National Bureau—how its purpose was 
to better the casualty business. He said 
the necessity for such an organization 
was so strong that if the present bureau 
were to pass out today another such 
body would have to be organized tomor- 


row in order for the business to survive. 
Referring to the place occupied by the 
broker he emphasized: “We in the bu- 
reau cannot help the public and the cas- 
ualty business without serving the brok- 
ers who produce the business.” 

Arthur Arnow, president of the Gen- 
eral Brokers’, was a familiar face on 
the speakers’ dais and after a fine intro- 
duction by Judge Conway he called at- 
tention to the banquet as the culmina- 
tion of five successful years of accom- 
plishment by the association. Mr. Ar- 
now praised Charles &. Rosensweig, a 
prominent member of the Insurance 
3rokers’ Association of New York, for 
his constructive work for the good of 
all the brokers. 

Don Holbrook on Legislation 

Turning the spotlight on those who 
have to do with the state’s legislative 
activities Judge Conway introduced Don 
Holbrook, legislative reporter at Albany, 
who told how the growth of the insur- 
ance business had been reflected in the 
state legislature. “During the 1930 ses- 
sion,” he said, “out of 4,117 bills intro- 
duced in both houses, nearly 400, or 10%, 
directly or indirectly affected insurance 
interests.” In his opinion legislation 
coming from the insurance department 
is usually good; that there is not much 
to be feared from that source because 
the department realizes that insurance 
is an essential part of our business sys- 
tem and the department officials are in 
keen sympathy with its development. He 
pointed, however, to a great mass of in- 
dependent legislation which needed care- 
ful watching, such as the bill last year 
which would have authorized municipali- 
ties to go into the business of self insur- 
ance without the setting up of ade- 
quate reserves. 

Other Notables Introduced 

In turn Judge Conway presented State 
Senator Samuel H. Hopstadter, Charles 
A. Harnett, commissioner of motor ve- 
hicles; Theodore L. Rogers, president, 
New York State Association; Robert M. 
Keleher, past president, General Brok- 


ers’; J. J. McGrath, rating bureau chief 
of the N. Y. Department; J. F. Masters, 
president, Insurance Brokers’ Associa- 
tion of Massachusetts; B. R. Mowry, 
manager, Central Bureau; C. E. Ryan, 
chief fire insurance examiner, N. Y. De- 
partment; Leonard L. Saunders, Insur- 
ance Federation of New York; Leon Gil- 
bert Simon, president, Life Underwriters’ 
Association of New York; Milton H. 
Steele, president, New York State Fed- 
eration, and many of the prominent com- 
pany executives who were present. 

The General Brokers’ did not forget its 
Illinois friends, having invited to the af- 
fair Arthur S. Schwartz, acquisition cost 
chairman of the Brokers’ Association of 
Illinois, who was one of the speakers, 
and F. P. Lavin, president of that asso- 
ciation. Herman A. Bayern, who is one 
of the leaders in the association and on 
its advisory board, brought the banquet 
speech-making to a successful close. It 
all had been broadcasted over Station 
WNYC. 





CONTRACT BOND RATE CUT 





Towner Meeting Reveals Many in Favor 
of Such Reduction; Distressed by 
Non-Bureau Competition 


There has been plenty of talk in surety 
circles since the meeting of the Towner 
Rating Bureau last Tuesday as to wheth- 
er a reduction country-wide in contract 
bond rates on public work from 14% to 
1% would be desirable at this time. It 
is understood that about 40% of those 
who attended the Towner meeting were 
more or less in favor of a reduction, the 
remaining 60% feeling that the rates 
should remain statu quo. Those favor- 
ing the reduction sav that the activities 
of non-bureau companies writing at rates 
below the manual demand that prompt 
action be taken if such competition is 
to be met. 





BROOKLYN BAIL BOND PROBE 


A bail bond investigation got under 
way this week in Brooklyn. 





Club House 





Administration Building 


To Agents and Brokers— 


The broader an insurance company’s outlook, the better it can serve the interests 


Power Plant 


of your clients and yourselves. 


The Maryland is in close daily touch with business interests everywhere it operates, 
in a large way—and its Officers, Department Heads and Underwriters can bring 
to bear on your particular problems the knowledge gained through constant con- 
tacts and association with current situations in closely related, or widely separated 


fields—all helpful to you. 


Maryland Casualty Company 


Baltimore 


Casualty Insurance 


Print Shop 


Bonding Lines 
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Fireman’s Fund Ind. 
Off To A Good Start 


FORMAL OPENING ON MONDAY 





Eastern Dep’t Offices Has Steady Stream 
of Callers; Many Floral Tributes to 
Eugene F. Hord 





Many handsome floral tributes, tele- 
grams, letters and telephone calls of con- 
gratulations from agents, brokers and 
company competitors featured the formal 
opening on Monday of this week of the 
Fireman’s Fund Indemnity eastern de- 
partment under the leadership of Eu- 
gene F. Hord, executive vice-president. 
It was a busy day for departmental heads 
receiving a steady stream of callers and 
handling a sizeable volume of business 
which has already come into this newly 
organized mate of the Fireman’s Fund. 
Its New York state license was received 
a few days ago; entrance into other 
eastern states will follow as soon as pos- 
sible. 

Practically every key position in the 
Eastern department has been filled with 
Rexford Crewe as assistant vice-presi- 
dent in charge of executive detail and 
concentrating most of his attention on 
agency development and production of 
business; Richard V. Goodwin as assist- 
ant secretary in charge of casualty un- 
derwriting, devoting his efforts largely 
to the special underwriting problems of 
agents and the company; Harry Legg, 
as previously announced, head of the 
bonding department; Henry E. Knoblock, 
automobile department manager; John L. 
Earl, in charge of compensation and lia- 
bility lines; Henry L. Bryan, manager, 
rating department, for all lines; William 
H. McKinney, plate glass manager; Am- 
brose F. Rooney, head of burglary de- 
partment activities, and Robert S&. EI- 
berty, chief of the engineering and safe- 
ty division. 

Hargrave Starts January 1 

An appointment, heretofore unan- 
nounced, is that of Herbert W. J. Har- 
grave, who is now handling the claim 
department of the National Bureau of 
Casualty & Surety Underwriters, and 
who will have a similar capacity in the 
Fireman’s Fund Indemnity Eastern de- 
partment. Mr. Hargrave will not enter 
upon his new duties until January 1. A 
graduate of New York University law 
school, he served as managing clerk in 
the office of the attorneys of the In- 
demnity Insurance Co. of North Amer- 
ica while awaiting admission to the bar. 
Then he became managing attorney and 
trial attorney in the same office (having 
been admitted to the bar), later becom- 
ing assistant superintendent of claims in 
the New York office of the same com- 
pany, which post he held until the claim 
department of the National Bureau was 
organized in 1928. The Indemnity Co. 
permitted Mr. Hargrave to be drafted to 
head that department since which time 
he has been actively engaged in co-ordi- 
nating the claim work throughout the 
country. He is much in demand as a 
writer and speaker on claims problems. 

As chief accountant of the Eastern de- 

partment F. Stewart Brown, formerly 
comptroller of Lloyds Casualty, has been 
Selected. His first post was with the 
Maryland Casualty home office in 1910, 
where he remained until 1926, advanc- 
ing to the position of assistant superin- 
tendent of its statistical division.- In 
1926 he came to New York as statistician 
with the Norwich Union Indemnity, re- 
Signing that position in 1929 to become 
comptroller of Lloyds Casualty. 
_ Mr. Brown is well known and active 
in the statistical and actuarial field, be- 
ing a lecturer for the Insurance Society 
of New York as well as a fellow of the 
Casualty Actuarial Society. 

In the selection of men for his key 
Positions Executive Vice-President Hord, 
for years one of the outstanding figures 
in the casualty-surety business, has or- 
ganized a staff for the Eastern depart- 
Ment that insures the ability and co- 
Operation that is necessary to achieve 





the high standard which the Fireman’s 
Fund Indemnity intends to maintain. He 
emphasizes that the conduct of its busi- 
ness and management will be along the 
same high ethical lines as in the past 
have won for the parent institution, the 
Fireman’s Fund Insurance Co., the splen- 
did reputation which it now enjoys. 





TO HEAR F. ROBERTSON JONES 

F. Robertson Jones, general manager, 
Association of Casualty & Surety Execu- 
tives, is to be one of the speakers at 
the Insurance Day exercises at Greens- 
boro, N. C. 


LICENSED IN CANADA 
The Bankers’ Indemnity of Newark 
has been licensed to transact business 
in Canada against liability for loss or 
damage to persons or property caused 
by an automobile in addition to other 
lines for which the company is licensed. 





NEWARK SURETY LUNCHEON 

The Surety Underwriters’ Association 
of New Jersey, of which John F. Clark 
is president, held a luncheon - meeting 
yesterday at the Down Town Club, New- 
ark. The luncheon was followed by a 
round table discussion. 


DECREASE IN PREMIUM VALUE 

The National Surety’s premium pro- 
duction for the first eight months of this 
year showed a decrease of $839,531 as 
compared with the same period of last 
year. A large part of this, however, was 
due to the discontinuance of writing cer- 
tain lines of business. 

According to Chairman William B. 
Joyce the company earned $497,862 from 
all sources in August while its earnings 
for the first eight months were $1,551,- 
695. Its income from investments was 


$1,332,451. 





VOTE FoR 


CORPORATE SURETY 


General elections will be held this fall in 32 
states. Practically every newly-elected official, 
in order to qualify for office, will be required to 
file a bond, signed either by corporate or per- 
sonal surety. 


In few circumstances is personal surety more to 
be shunned than in public office. No man who 
wishes to act without fear or favor will fetter his 
independence by permitting friends or political 
allies to sign his bond. Scarcely a city in the 
land lacks its tale of financial ruin, litigation 
and hate bred in personal liability assumed for 
an officeholder. 


Appreciating these facts, many states and muni- 
cipalities have provided for the payment of cor- 
porate surety bond premiums out of public 
funds. Where such a provision obtains, the 
public official who elects to provide a personal 
surety bond is not keeping faith with the people 
whose interests he is bound by his oath of office 


to protect, and who are contributing through the 
taxes they pay to the emoluments of his office. 
provision for the payment of corporate 
surety bond premiums does not exist, the public 
official should weigh with care the hazards of 
personal surety as contrasted with the safety, 


security and freedom a 
surety bond. 


fforded by a corporate 


Surety agents can perform an important public 
service by bringing the above facts to the atten- 
tion of their fellow citizens, as well as to their 
local candidates for public office. The FeD is 
prepared to cooperate in this worthy cause by 
providing any agent, upon request, with a sup- 
ply of an interesting and illuminating booklet 
entitled, ‘A Comparison of Corporate and Per- 
sonal Surety.’’ 


FIDELITY AND DEPOSIT COMPANY 


of Maryland 
BALTIMORE 


ee 


FIDELITY AND SURETY BONDS - BURGLARY AND PLATE GLASS INSURANCE 
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Explains New A. B. A. 
Bank Burglary Policy 


HOPE TO COPYRIGHT IN _ 1930 





W. F. Keyser, Secretary of Missouri 

Bankers Association, Gives Report 

Before Bankers in Cleveland 

Several changes which have been made 
in the 1925 copyrighted burglary and rob- 
bery policy for banks were explained by 
W. F. Keyser, secretary of the Missouri 
Bankers Association, in his report given 
before the recent convention of the 
American Bankers Association in Cleve- 
land. Mr.-Keyser, who is on the insur- 
ance committee of the Association, said 
that he did not have time to give the 
report in full but he urged the bankers 
to study carefully the official report 
which would contain complete details re- 
garding the changes. It is hoped that 
the new form of policy will be copy- 
righted as-of 1930. 

The speaker emphasized that the new 
form of policy will be most beneficial 
to bankers, that it will affect 18000 or 
more banks in the country. The large 
majority of banks carry a bank burglary 
and robbery policy, he said. Some of 
them use it as primary insurance, some 
as excess insurance over blanket bonds, 
and some as concurrent insurance with 
blanket bonds. Discussing policy chang- 
es he pointed out: 

Policy Changes 

“Heretofore under the 1925 form of 
policy whenever an employe was impli- 
cated in a burglary or robbery in the 
bank for which he worked the insur- 
ance was null and void. To a large ex- 
tent this has been eliminated from the 
policy. Under the old form or under 
the present form which has not yet been 
changed, if a bank employe wére under 
suspicion that he was implicated in a 
burglary, it gave rise to controversy and 
law suits which were bad both for the 
bank and for the government. That has 
been eliminated. There may be a sus- 
picion, of course, that an employe }s 
guilty of an overt felonious act in the 
presence of officers or employes of the 
bank but just because there is this sus- 
picion does not affect the validity of 
the policy.” 

Mr. Keyser also called attention to the 
coverage provided for loss by vandalism 
or malicious mischief whether or not the 
person has undertaken to rob the bank. 
“If damage to your property is caused 
by either of these,” he said, “the loss 
is covered under this policy.” 

Territorial Changes 

Included in his report was an explana- 
tion of the bank burglary and robbery 
rates as changed by the National Bu- 
reau of Casualty & Surety Underwriters 
in June. He pointed out that rates had 
previously been based upon state lines 
but as a result of the changes the en- 
tire country is now divided into two ter- 
ritories, one consisting of thirty states 
principally in the Mid-West, and the 
other composed of eighteen states in the 
East including the District of Columbia. 
Said Mr. Keyser: 

“The argument of the insurance com- 
panies is that from an _ underwriting 
standpoint, the risk must be spread over 
a larger territory than is furnished by 
any one state. And in order to sta- 
. bilize the rates, and in order that the 
companies may make money on the busi- 
ness, which they unquestionably have not 
been doing for some time, they have 
divided the country into these two large 
territories, and in that way are spread- 
ing the risk.” 


ENLARGES HOME OFFICES 


The: Sterling Casualty has leased ap- 
proximately 3,000 feet of space in the 
La Salle Wacker building in -Chicago 
for a long period of years. The com- 
pany will move its executive offices from 
the Mather Tower to the new quarters 
early this month. This is the third ex- 
pansion made by the Sterling organiza- 
tion during the past twelve months, ac- 
cording to A. L. Rosenthal, president. 





Missouri Agents Out to 
Kill State Fund Bill 


HEAR FINE TALK BY H. S. IVES 





Tells Jefferson City Gathering That This 
Is Socialism’s Death Spasm; Ohio 
Plan Arguments Refuted 





Praising Missouri insurance agents and 
managers for their aggressiveness in 
fighting the insidious Proposition No. 4 
for a state compensation fund, Henry 
Swift Ives, special counsel, Association 
of Casualty & Surety Executives, de- 
livered a sane and well-balanced. talk in 
vigorous opposition to this proposed law 
before the second annual Missouri In- 
surance Day held at Jefferson City last 
Friday. Mr. Ives asked the question 
“Who Wants This Law?” and then an- 
swered his own query by pointing out 
that its only advocates are a handful of 
promoters within the State Federation of 
Labor, the socialists and a few business 
men, who think they possibly may get 
cheaper insurance frgm the state than 
from private companies. 

In Mr. Ives’ opinion the Missouri pro- 
posal is going to be defeated when the 
voters of the state go to the polls on 
November 4. He regards it as the death 
spasm of the socialistic experiment for 
putting the state in private business and 
emphasized that “if the radical and pro- 
fessional agitators, political and other- 
wise, cannot put this scheme over in your 
state they know they will never have an- 
other chance to promote such a political 
racket elsewhere.” In other words, ‘it 
isn’t only a local issue but a national 
issue. 

Stand Taken by Associated 
Industries 

Mr. Ives’ audience was a sympathetic 
one, many of them having attended a 
huge mass meeting in September at St. 
Louis of 2,500 insurance workers where 
the first aggressive steps were taken to 
defeat Proposition No. 4. Since then 
every possible avenue of publicity has 
been utilized to acquaint voters with its 
disadvantageous aspects including the 
newspaper, direct mail, radio and pub- 
lic addresses. 

Fresh in everybody’s mind was the 
stand taken by the Associated Industries 
of Missouri in a public pronouncement 
a week or so ago which was carried by 
the leading newspapers of the state. In 
the opinion of this powerful body Prop- 
osition No. 4 would vest in a commis- 
sion of three political appointees, entire 
responsibility for the management of an 
insurance monopoly and would entrust 
to them millions of dollars of insurance 
premiums every year, giving such a com- 
mission complete authority to adminis- 
ter the “fund” with no liability on the 
part of the state to compensate for defi- 
cits or losses resulting from mismanage- 
ment of the fund. 

It is also well known that a state com- 
pensation fund would bar all privately 
operated insurance companies, . stock, 
mutual or reciprocal, from writing com- 
pensation insurance in Missouri and 
would take away wholly or in part the 
livelihood of thousands of its citizens and 
taxpayers, throwing many men and wom- 
en out of work and driving out of the 
state a legitimate, orderly and well con- 
ducted. private enterprise. 

Bills Defeated in Past Decade 


As Mr. Ives emphasized in his talk 
there is no more reason for Missouri 
going into the business of providing com- 
pensation insurance than there is for it 
to go into the business of providing gro- 
ceries or gasoline, or shoes or threshing 
machines. He said: “For years we have 
been buffeted about, ruled, regulated and 
repressed as no other business has been, 
but to the everlasting credit of the busi- 
ness in which we are engaged it may be 
said that it has maintained steady and 
continuing progress without undue re- 


sentment, until today it is the chief guar- 
dian of the commerce, capital accumu- 
lations and savings of the world. 

“The problem before it in Missouri 
seems to be, adapting the language of 
William Shakespeare, whether it shall 
continue ‘to suffer the slings and arrows 
of outrageous fortune, or to take arms 
against a sea of troubles.’ You of Mis- 
souri have decided this issue by taking 
arms. More power to you and the busi- 
ness of insurance needs your kind and 
your grit and determination elsewhere.” 

Continuing Mr. Ives reviewed the ex- 
perience of other states with compensa- 
tion funds, pointing out that there are 
now seven such funds in operation—Ne- 
vada, Washington, Ohio, Oregon, West 
Virginia, Wyoming and North Dakota— 
all of which were established prior to 
1920. Since that time, he pointed out, 





HENRY SWIFT IVES 


no state has enacted a monopolistic fund 
law despite the repeated and vigorous 
attempts of the socialist minded to ex- 
tend the system. In all seventy-three 
proposals have been introduced in legis- 
latures in the past decade and all of 
them were defeated. 
Disastrous Experiences Elsewhere 


The speaker referred to the disastrous 
experience in Porto Rico where the 
fund “went broke” to the tune of $2,000,- 
000, money due in compensation to in- 
jured workers which deficit is now being 
made up by general taxation; and how 
the West Virginia fund, examined by an 
actuary of its own choice, showed al- 
most $5,000,000 in the “red.” Said Mr. 
Ives: “Nobody today knows exactly 
what is happening there but it is under- 
stood the deficit is being worked off by 
over-assessing present policyholders to 
pay for excess losses by others.” He 
also referred to the many troubles in con- 
nection with the Washington monopolis- 
tic fund. g 

Centering his attention on the so- 
cialistic argument in Missouri he said it 
seemed to be centered about the Ohio 
law where proponents of the fund con- 
tinuously raise the cry of “cheap com- 
pensation insurance.” In Mr. _ Ives’ 
opinion this economy bait is the best 
bet in the tackle box of government own- 
ership advocates, luring many away from 
the main issue raised by the government 
going into business by its appeal to hu- 
man cupidity and attracting the unthink- 
ing who firmly believe they can obtain 
some benefit from the political operation 
or political repression of some enter- 
prise in which they are not personally 
engaged. He emphasized: 

What the Ohio Fund Doesn’t Do 


“Those who cite the alleged low cost 
of state fund insurance in Ohio ignore 
several important cost factors. That 
fund pays no taxes and the entire over- 
head burden is borne by the general tax- 
payer. There is no follow-up on dis- 
ability cases to prevent malingering or 
to see to it that the injured worker gets 
all that is due him. The employer is 


not provided with any underwriting serv- 
ice to assure him proper premium classi- 
fication. The cost of inspections, safety 
engineering and accident prevention 
work, if any, is borne by the employer. 
There is no agency service as is pro- 
vided by private companies and the em- 
ployer has to deal with the state fund on 
the ‘mail order’ plan. 

“Because of the failure of this state 
fund to furnish any service worthy of the 
name.a new and unique private business 
has been developed in Ohio. There are 
now in existence indenendent agencies 
devoted to the task of supplying what 
the state ought to supply—namely, 
service. Many large employers subscribe 
to these agencies and thus have an ad- 
vantage of smaller employers who are 
unable to afford this service. These 
agencies charge from 10 to 15% of the 
total premium paid according to the best 
obtainable information. They are un- 
supervised and of course are not required 
to make public reports.” 

In spite of arguments in favor of the 
Ohio fund Mr. Ives observed that in 
1927 the National Industrial Conference 
Board rejected it as unsound in a long 
report. He also showed the fallacy of 
the argument that Missouri workers 
would gain increased benefits under the 
Ohio plan; explained how illogical it was 
to suppose that insurance companies 
would desire to make a profit out of 
the “broken limbs and crushed bodies” 
of injured workers—that they profit only 
by preventing accidents or reducing their 
effect through curative medical and sur- 
gical treatment after the accidents oc- 
cur. On the other hand, he added, state 
funds pay little or no attention to pre- 
venting accidents. 

Before closing his excellent talk Mr. 
Ives took up point by point the heralded 
advantages of Proposition No. 4 and gave 
such logical arguments against its pas- 
sage that the convention hall resounded 
with applause. 





NOT A CONTRACT OF INSURANCE 





Bay State Attorney Gen’l Rules on Uni- 
versal Medical Fund Contract Which 
Provides Medical Service 

Attorney General J.. E. Warner of 
Massachusetts has rendered an opinion 
at the request of Merton L. Brown, state 
insurance commissioner, as to whether 
a certain contract of the Universal Medi- 
cal Fund, wherein the contract holder is 
to receive medical service, is a contract 
of insurance. 

In the attorney general’s opinion such 
a contract should be considered a con- 
tract of service rather than of insurance 
and he cites opinions of several of his 
predecessors to that effect. 

Observing that Commissioner Brown’s 
letter states that “under this contract 
the holder is entitled to be treated by 
any physician whom he may select and 
the corporation will reimburse him for 
the costs thereof up to an amount not 
exceeding $100 a year,” Attorney Gen- 
eral Warner says: 

“Such an agreement as described by 
this statement is not an agreement to 
furnish services but rather one to reim- 
burse the contract holder for certain 
charges which he may be obliged to pay, 
and would be a contract of insurance. 
I do not find any such provision for re- 
imbursement in a copy of the contract 
submitted. In this contract the provi- 
sion is for the furnishing of medical 
services. 

“I am therefore of the opinion that 
this contract is not a contract of insut- 
ance but rather a contract of service.” 


W. B. WISE APPOINTMENT 


W. B. Wise has been appointed exec- 
utive in charge of claims at the home 
office of the Public Indemnity. He has 
had countrywide experience. Following 
the war he joined the Pennsylvania Rail- 
road claims department and later, the 
Employers’ Liability of Boston. When 
the Independence Indemnity was formed, 
Mr. Wise became assistant to the supet- 
intendent of claims and subsequently as 
sistant vice-president in charge of claims. 
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kK. J. Donegan Treats Suretyship 
As Distinct Branch of Insurance 


General Surety Executive in Opening Insurance Society Lec- 
ture Disputes Theoretical Fact That Suretyship Presup- 
poses no Losses; Gives Common-Sense Advice on 
What Underwriters Should Know 


The treatment of suretyship as a com- 
mercial proposition, stripped of its theo- 
ries and etymological aspects, defined 
from a common sense viewpoint as a 
branch of insurance rather than as a 
form of protection which presupposes 
that no losses will occur, was the basis 
of a thoroughly interesting talk by Ed- 
mund J. Donegan, executive vice-presi- 
dent, General Surety, at the opening of 
the New York Insurance Society surety 
lecture course last week. With all due 
respect to the work of authorities on 
suretyship underwriting, men like R. H. 
Towner, Luther E. Mackall and Edward 
C. Lunt, Mr. Donegan declared that the 
conventional definition of suretyship 
which they propounded, namely, that 
sound suretyship presupposed no _ loss, 


was not being experienced in actual prac- 
tice. Because these authors were not 
only writers, but also underwriters, they 
appreciated, said Mr. Donegan, even 
while they wrote, that the practice of 
suretyship would never quite completely 
fit the theories they laid down. 


The Romance of Suretyship 


“Suretyship, as I see it, is a division of 
insurance,” emphasized Mr. Donegan. “It 
is a division which, because of the dy- 
namitic exposure, must be underwritten 
with infinite care and with the thought 
in mind that, so far as business expedi- 
ency permits, we must attempt to adhere 
to the theory of the texts that the un- 
derwriting presupposes no losses. With 
that thought in mind,.the company writ- 


ing a large volume of suretyship obli- 
gations has a reasonable chance of at- 
taining a loss ratio not exceeding 40%, 
which is a very good and profitable loss 
ratio indeed.” 

He pictured suretyship as the most 
romantic business in the world, dating 
back to Bible days, to the days of An- 
tonio, the Merchant of Venice, pledging 
a pound of his flesh as security for the 
repayment of the three thousand ducats 
which Bassanio borrowed from Shylock, 
and the days when Ben Jonson fre- 
quented the “Tavern of the Devil and 
St. Dunstan.” 

U. S. F. & G. Scope in Early Days 

He referred to the caution of the earli- 
er companies in the writing of surety- 
ship, pointing out that when the United 
States F. & G. was organized in March, 
1896, its business was restricted to the 
guarantee of the fidelity of attorneys, 
it being considered, forsooth, that the 
guarantee of the integrity of the usual 
class of employes was too hazardous. 
And when that company decided to ex- 
tend its operations into the nearby ter- 
ritories of Virginia and West Virginia, 
four directors resigned on the ground 
that the United States F. & G. could 
not safely guarantee the characters of 
persons so far removed from local ob- 
servation. “What'a far cry from that 
day to the year 1930 in which practically 
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was past 50 and had recently undergone a major 
operation. The risk was declined by one com- 
pany, and although accepted by another, was 


The agent handling the business felt that the 
high premium was unjustified and, anxious to 
serve the best interests of his client, submitted 
the facts to Continental. Our investigation sup- 
ported the agent’s opinion and he was invited 
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Continental then issued the insurance 
and the agent profited to the extent of more 
than $1,000 in commission, and in an improved 
relationship with his client. 


This incident illustrates the type of coopera- 
tion Continental offers fieldmen. 
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their capable officials and the efforts of their 
1,000 employees are always available to agents 
seeking greater success. 
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every company spreads its obligations 
throughout the United States and in 
which the developed fidelity and surety 
premium volume will aggregate about 
$100,000,000,” exclaimed Mr. Donegan. 


What the Underwriter Must Know 


Giving the surety students some idea 
of the background which the successful 
underwriter must have, the speaker ex- 
plained: “He must have some conception 
of how tunnels are built and great struc- 
tures constructed. He must be familiar 
with the remedies provided by the courts, 
the devolutions of estates, the systems 
of finance, the natural and statutory laws 
of banking, the rise and fall of prices, 
the condition of crops; in fact, with all 
the varied and devious matters which 
affect the rights, the properties and the 
fortunes of the individual. 

“As for suretyship itself, it begins at 
death, or, if you will, with life, and 
touches all our years. It assures to the 
widow a faithful accounting for the es- 
tate bereavement brings her. It war- 
rants to the orphan the preservation of 
his patrimony. As the boy grows to 
manhood it guarantees his integrity to 
his employer. When he marries and 
builds, it insures a successful completion 
of his home. 

“As he prospers, its mantle surrounds 
all his business affairs. Its seal assures 
the building of the highways over which 
his goods travel. Its bonds guarantee 
that the public official, whom he elects, 
will faithfully perform his duty. It is a 
pledge of the honesty of his helpers, 
the safety of his deposits and the se- 
curity of his investments. 

“Tf he be unfortunate enough to find 
himself in the civil or criminal courts, 
its instruments warrant to him all the 
remedies of our organic law, including 
that inestimable grant so many centuries 
old—the right to bail. And when at 
last he passes on, suretyship may spread 
its protecting shield over those he loved 
in life. From birth to the grave, it is 


one of the pillars of his affairs.” 


Underwriting Essentials 


From an underwriting standpoint fidel- 
ity bonds, for example, have become in 
essence insurance policies, in Mr. Done- 
gan’s opinion. He said: “We still have 
the principal, we still retain the obliga- 
tion of indemnification flowing from him 
to the surety, but in many cases we do 
not even know the principal’s name. We 
frequently write his bond on average 
alone. Often we bond, not the princi- 
pal, but the position—in fact, we do not 
know for a considerable time who the 
eccupant of the position is. 

“In our bankers’ blanket bond we 
guarantee the integrity of all the em- 
ployes of the financial institution cov- 
ered, irrespective of their number of their 
names. In this portion of the undertak- 
ing at least the bond approximates the 
earlier conception of suretyship. Then 
the surety company begins to be an 1n- 
surance company. It goes on and insures 
the banker against the loss of property 
through burglary, theft or larceny by 
outsiders, through destruction or mls- 
placement while upon his premises, and 
through holdup, negligence or other caus- 
es while the property is in transit in the 
custody of his employes. * * * 

“On a contract bond the successful 
underwriter who would eliminate every 
danger of loss would need the ability t0 
forecast the forces of nature, the cours¢ 
of industry, the rise and fall of met 
kets, and, perhaps even more important, 
the future possible reactions, moral oF 
physical, of any given man. The com 
posite brains of all the world’s greatest 
underwriters could give up no such omn!- 
science; and it follows, as night the day, 
that every underwriter who writes bust- 
ness instead of rejecting business must 
expect to sustain losses. A fool might 
achieve a loss ratio of zero; a wise man 
never could. Anyone can decline busi- 
ness and watch his company decline wit 
his declinations. It is only the soun 
underwriter who can prudently take the 
reasonable business chance, who ¢am 
make his company an instrument of serv- 
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ice to the community and at the same 
time a source of income to its stock- 
holders.” 

Private vs. Corporate Suretyship 
Mr. Donegan explained to the class 

that he was presenting suretyship from 
the slant of a commercial proposition 
because he knew they were not so much 
interested in its roots or derivations but 
in facts about the business which would 
define, orient and fix its place and func- 
tion in the great structure of insurance. 

At one point in his lecture he contrast- 
ed private with corporate suretyship, ex- 
plaining that “if we are to succeed, we 
must have a large volume of business. A 
large volume of business spells a large 
exposure. In that exposure, in the prac- 
tical operation of suretyship, are involved 
inevitable defaults and inevitable pay- 
men‘s of losses. Commercial suretyship 
assumes these losses for the individuals 
in the group, who otherwise must have 
borne them alone, and distribute them 
over the entire membership of the group.” 

At another point Mr. Donegan con- 
trasted the procedure in handling an 
automobile liability line with that of a 
contract bond. He said: 

“It is not practicable for an under- 
writer adequately to examine the qualifi- 
cations of an applicant for automobile 
liability insurance. The costly mistakes 
of judgment which that insured may 
make are usually learned only in retro- 
spect. Here, experience, as Coleridge 
says, is like the stern light of a ship, 
which illumines only the path which .it 
has traveled. 

“The surety underwriter, however, 
must inspect, study, and so far as pos- 
sible, know the qualifications of the ap- 
plicant for a contract bond and eliminate 
those whose experience, record and 
qualifications are such as to create rea- 
sonable doubt. 

“The maximum loss possible under an 
automobile insurance policy is compara- 
tively small. A proclivity to recklessness 
may exist in the insured but that is 
curbed to some extent in most men by 
the fear of personal injury or death. A 
loss under a surety bond, however, is fre- 
quently ten, twenty, a hundred times the 
greatest possible loss under a liability 
policy, and while, as in the case of the 
automobilist, the personal interest of the 
Principal might seem to dictate a caution 
mutually protective to himself and his 
Surety, nevertheless it frequently hap- 
pens that the verv reason for the bond 
is the fact that the applicant is already 
heavily involved and is seeking, through 
the medium of the bond, to extricate 
himself. 

“Again, we might insure a stranger, 
one unknown to us, under an automobile 
liability policy—content that he undoubt- 
edly knows seventy miles an hour to be 
an unsafe speed. 
that experience common to all men, how- 
ever, which per se qualifies a business 
man or contractor as an engineer, an 
administrator and a financier. The 
Speed, using it in its somewhat slangy 
Sense, of a contractor causes a much 
heavier financial mortality than the speed 
ofa motor car. So the liability company 
May insure a stranger; the surety com- 
Pany cannot safely be surety for a 
Stranger. Both the Bible and experience 
establish that truth beyond the peradven- 
ture of a doubt.” 





K. L. NORDYKE PROMOTED 

Karl L. Nordyke, casualty field assist- 
ant in the Richmond branch office of 
the Travelers, has been promoted to 
€ assistant manager of that office. He 
Joined the company in April, 1926, gain- 


ing his first field experience in New 
Orleans, 





NOVEL POLICY CLAUSE IN INDIA 


ome Indian insurance companies are 
Now offering policyholders the induce- 
Ment that “policies will not lapse for non- 
Payment of premium during imprison- 
Ment or internment.” This combination 
of business with political propaganda is 
‘hatacteristic of many Indian enterprises. 


he 


There is nothing in 


Consolidated Indemnity 
Gains in Nine Months 


NET PREMIUM VOLUME $2,891,429 





Capital and Surplus Now Stands at 
$3,873,397; Assets Increase to 
$7,172,287; Other Results 





The nine month’s showing of the Con- 
solidated Indemnity & Insurance Co. re- 
veals that satisfactory increases were 
made in net premium volume over the 
same period of 1929, in net underwrit- 
ing earnings and in assets. A total of 
$3,370,230 in gross premiums, less can- 
cellations and return premiums, was pro- 
duced up to September 30 which repre- 
sented a gain of $1,971,756 over the writ- 
ings of the entire year 1929. Net pre- 
miums amounted to $2,891,429, an in- 
crease of $1,869,370 over 1929’s net writ- 
ings. 

After deducting incurred losses, ex- 
penses and taxes, but before the adjust- 
ment of premium and statutory reserves, 
the net earnings from  underwritings 
were $522,172, an increase of $478,201 
over the net earnings for the entire year 
1929. The total net earnings from all 
sources were $722,432, an increase of 
$218,003 over the total net earnings for 
the entire previous year. No credit was 
taken for any salvage assets until the 
same were actually reduced to cash and 
received by the company. 

After taking the securities owned by 
the company as of September 30, 1930, at 
the market value and providing for un- 
earned premium, overdue premium, statu- 
tory and special voluntary reserves ag- 
gregating $2,288,364, the company reports 
a capital and surplus of $3,873.397. 

The Consolidated Indemnity’s assets as 
of September 30 total $7,172,287, a gain 
of $1,006,553 over the amount of assets 
shown on the December 31, 1929, bal- 
ance sheet. 





H. F. WITZEL MAKES CHANGE 





Joins General Indemnity November 1 
as V.-P. and General Manager; Re- 
signs General Re. Post 
H. F. Witzel, who has been with the 
General Reinsurance Corporation since 
its organization in 1923, has resigned as 
vice-president to join the General In- 
demnity of Rochester, entering upon his 
new duties November 1. He will be its 

vice-president and general manager. 

The General Indemnity, which is owned 
by the Todd Protectograph interests, has 
heretofore confined its operations to 
check forgery and alteration insurance, 
but with the appointment of Mr. Witzel 
as general manager, the company will 
broaden its scope to include general cas- 
ualty and surety lines. It will enter the 
agency field and will write general liabil- 
ity, plate glass, burglary and fidelity and 
surety lines, with a limited amount of 
compensation insurance in connection 
with its general liability business. 

Mr. Witzel, who has had a wide re- 
insurance experience, was with the Am- 
erican Reinsurance for three years and 
then joined the General Reinsurance. He 
has a host of friends in the casualty and 
surety business who will be interested in 
his change to the direct writing field 
with the General Indemnity. 





F. B. LEIST PROMOTED 

F. B. Leist, formerly special agent in 
the Syracuse branch of the Standard Ac- 
cident, has been appointed assistant man- 
ager in the Detroit branch office of the 
company assisting Manager J. S. Rich- 
ardson. A graduate of the University 
of Indiana and trained in the Standard 
Accident’s agency school, Mr. Leist has 
a background of six years’ experience 
gained in various units of the company. 





W. G. CURTIS IN BUFFALO 
William G. Curtis, who has had many 
years’ experience in field work through- 
out the middle Atlantic states, is now 
permanently located in Buffalo as resi- 
dent manager for the Columbia Casualty. 
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WHEN YOU CAN’T 


PROVE Loss! 


L \ MERICA’S annual loss from check frauds is 
estimated at $300,000,000. Every soundly managed 
business carries forgery insurance to cover this hazard. 


A Standard Forgery Bond covers every contingency. 
It indemnifies the assured and his bank against mone- 
tary loss in connection with any check, draft, note, or 
any other written promise, order, or direction to pay 
a sum in money bearing the assured’s signature or pur- 
ported signature. This includes forgery of signature 
or endorsement, as well as alterations of amount, payee- 
name, etc. 


Reimbursement does not depend upon proof of loss. 
In many cases, such proof is impossible to obtain. On 
an inside job, for example, it is relatively easy for the 
forger to secure and destroy incriminating checks when 
they are returned from the bank. In all such cases, 
the General Indemnity Corporation accepts an affi- 
davit by the insured as sufficient proof of loss to war- 
rant immediate settlement. 


As a further advantage to the assured, this Corpora- 
tion originated a special merit-rating plan, by which 
users of approved check-writing instruments and/or 
approved safety checks receive reductions ranging from 
5% to as high as 60% from standard premium rates. 


Because the Standard Forgery Bond issued by the 
General Indemnity Corporation of America offers ad- 
vantages to the insured which are unobtainable else- 
where, many of the most important Forgery Bonds 
placed during recent months have been written by 
this Company. . 


Local agents and brokers protected, of course. 


The General Indemnity Corporation of America 


Home Office, Rochester, N. Y. 


New York Office, 217 Broadway 


Offices in all principal cities 
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Clear to Layman Body 


L. L. HALL’S PITTSBURGH TALK 





Tells Ice Manufacturers How Individual 
Experience Is Factor; Safety Meth- 
ods Subject to Constant Change 





Explaining the factors which are in- 
volved in the make-up of casualty rates, 
particularly compensation and _ liability, 
even to an insurance group is sometimes 
a difficult task but when the assignment 
is to give a layman body a clear picture 
of intricate rating processes, the skill 
and knowledge of one long versed in 
rating matters is needed. It is to the 
credit of L. L. Hall, secretary-treasurer, 
National Bureau of Casualty & Surety 
Underwriters, that he handled a _ tech- 
nical rating subject well when his paper 
on “How Safety Measures Affect Com- 
pensation and Insurance Rates” was read 
before the refrigeration section of the 
recent National Safety Council meeting 
in Pittsburgh. 

Mr. Hall, for some years with the Na- 
tional Council on Compensation Insur- 
ance before joining the Bureau, has made 
a study of the increasing mechanization 
in industry and this trend was featured 
in his paper as it has affected the ice 
manufacturing industry. He also made 
a point of describing how the individual 
employer having a sizable volume of em- 
ployment determines his own rate with- 
out regard for the rate representative of 
the average condition in his business 
while the employer with a smaller volume 
of employment determines his rate to an 
extent depending upon his size—experi- 
ence rating, in other words. 


Compensation Rating Defined 

Compensation rates are an expression 
of sales price in terms of wages, his au- 
dience was told, as distinguished from 
the procedure in fixing prices of gen- 
eral commodities to sell at a price per 
unit of that commodity. In compensa- 
tion, he explained, the buyer does not 
purchase a’ fixed amount of insurance— 
he buys a contract in which the insur- 
ance carrier agrees to take care of all 
compensation and medical payments for 
a fixed period, usually twelve months, 
and the price is a rate per $100 of pay- 
roll earned by the buyer’s employes dur- 
ing that period. 

Mr. Hall went into the detail on the 
technique of calculating compensation 
rates, telling how such rates are based 
upon experience or past results; how it 
is necessary that such experience be re- 
corded as well as payroll lists and losses. 
He then said: “When the volume of in- 
formation so tabulated for a given in- 
dustry within a given state, for all or 
a large group of insurance companies is 
sufficient to produce a real average, the 
experience of-that industry in that state 
is used exclusively in determining the 
so-called manual or basic rate for that 
industry in that state.” 

Rating Ice Manufacturing Risks 


Referring specifically to the ice manu- 
facturing rate classifications he pointed 
out that in states such as New York 
and Texas the rate for ice manufactur- 
ing is determined exclusively from the 
experience of that industry within the re- 
spective state; and in other states such 
as Illinois and Georgia the industry 
within the state practically determines 
its own rate. 

“From this it may be gathered,” he 
said, “that in the case of states where 
the industry is important, when the in- 
sured ice manufacturers improve the ex- 
perience of their industry they can bring 
about a corresponding reduction in their 
rate, and in other states where the in- 
dustry does not represent so large a vol- 
ume of employment the insured em- 
ployers may nevertheless have an impor- 
tant effect upon their rate. This re- 
lates, however, only to the so-called man- 
ual rate which is used as a basis. Super- 
imposed upon it is the system of expe- 
rience rating which recognizes the ex- 


perience of the individual buyer of in- 
surance. 
Cross Currents 

The speaker then told how there were 
some cross currents which also affect the 
rates: that the benefits provided by the 
laws of the different states are not uni- 
form and consequently the cost of a 
given type of accident is not uniform 
from state to state; also, if revolution- 
ary process changes eliminating the men 
now exposed to high hazards were to be 
introduced in the industry, the average 
hazard of that industry would be re- 
duced. And similarly, if such revolu- 
tionary changes were to eliminate the 
men exvosed to the hazards which are 
lower than the average for the indus- 
try, the average would immediately 
go up. 

Mr. Hall made the interesting com- 
ment that safety is not merely a.mat- 
ter of safeguarding present industrial 
methods. “If such were the case,” he 
said, “the safety problem would be rather 
simple. Industry, however, is not static 
—it is constantly moving and changing. 
New processes and methods with new 
hazards are constantly being introduced. 
We are in the position of the men in a 
rowboat on a swiftly flowing river. We 
must work hard to keep from being 
swept backward.” 





MILWAUKEE MEETING 
Henry S. Ives, C. B. Smith and W. B. 
Calhoun Will Be Three of the 
Speakers; Topics To Be Discussed 
Henry Swift Ives, National Association 
of Casualty and Surety Executives, New 
York City, will be one of the principal 
sneakers at the annual meeting of the 
Wisconsin Association of Insurance 
Agents at the Hotel Schroeder, Mil- 

waukee, October 28. 

Clyde B. Smith, Lansing, Mich., past 
president of the National Association of 
Insurance Agents, and William B. Cal- 
houn, head of the Calhoun agency. Mil- 
waukee, and recently elected chairman 
of the executive committee of the na- 
tional association will also speak. 

Alvin W. Fox of Fox & MacNichols, 
Oshkosh, Wis., president of the Wiscon- 
sin organization, will welcome the agents 
and open the discussion of important 
problems before the local agent, par- 
ticularly in the state fire fund and mu- 
tual competition. Acquisition costs, 
qualifications and sales methods will also 
be taken up. 





WISCONSIN DAY PROGRAM 





Fourth Annual Gathering on October 29 
Has Fine Line-Up of Speakers; Fred 
J. Lewis General Chairman 

Among the casualty speakers sched- 
uled for the fourth annual Wisconsin 
Day, sponsored by the state insurance 
federation, to be held at Hotel Pfistér, 
Milwaukee, October 29, are William B. 
Mann, executive vice-president, Central 
West Casualty; William M. Wolff, resi- 
dent vice-president, Fidelity & Deposit, 
and George F. Haydon, manager, Wis- 
consin Compensation Rating & Inspec- 
tion Bureau. 

Addresses will also be made -bv Gen- 
eral Frank S. Dickson, National Board 
of Fire Underwriters: David R. Forgan, 
vice-chairman, executive committee, Na- 
tional Bank of the Republic, Chicago; 
Dr. Gustave Dyer, economics professor 
at Vanderbilt University; F. R. Daniel, 
chief éngineer, Wisconsin Inspection Bu- 
reau, as well as talks by representatives 
of mutuals and fraternal companies. 

Fred J. Lewis, president, George H. 
Russell Co., Milwaukee, is general chair- 
man; and the address of welcome will 
be given by M. A. Freedy, state insur- 
ance commissioner. 





NEW A. & H. TRAINING COURSE 

The accident and health department 
of the Commercial Casualty has prepared 
a sales training course for agents in so- 
liciting this line which is being well re- 
ceived in the field. 
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CENTRAL WEST 
CASUALTY COMPANY 


Hal. H. Smith, President 


We Welcome Inquiries 
from 


Progressive Agents 


Assets $3,200,000.00 


Detroit, Michigan 








MID-WEST CONFERENCES HELD 





American Surety and N. Y. Casualty 
Executives Meet With Managers at 
Cincinnati, St. Louis, Chicago 
During the past week home office ex- 
ecutives of the American Surety and 
New York Casualty have been making a 
series of regional conference talks in the 
mid-west, the party including First Vice- 
President A. F. Lafrentz, Vice-Presi- 
dents W. E. McKell, A. E. Cotterell, B. J. 
McGinn and E. H. Taylor; also W. Mac- 
Innes, automobile manager; E. P. Apgar, 
compensation and liability manager; W. 
H. Riley, eastern district special agent, 
and Jacob Pfeiffer, middle district man- 

ager. 

At the first conference, held in Cin- 
cinnati on October 17, there were in at- 
tendance branch managers and special 
representatives from Ohio, Indiana and 
Kentucky. Then came the gathering at 
St. Louis on October 20 at which field 
men from the leading cities of Texas, 
Louisiana, Tennessee and Oklahoma con- 
ferred with the home office men; and on 
October 23 the Union League Club in 
Chicago was the scene of a big gather- 
ing of representatives from Ohio, Wis- 
consin, Iowa and Minnesota. 

Subjects of importance in almost every 
department of the casualty and surety 
business were discussed at all of these 
conferences, a banquet being the con- 
cluding feature in each case. 





MASS. SOCIETY AWARDS 


Won by Students Making Highest Marks 
in Evening Casualty Classes of 
Boston Insurance Library 


The following awards for the highest 
marks in the evening casualty classes of 
the Insurance Library Association of 
Boston were made recently. 

Three prizes of $10 each to William 
J. Fitzgerald, safety engineer, Liberty 
Mutual; M. A. MacCallum, claim agent, 
Indemnity Insurance Co. of North Am- 
erica, and Joseph C. Sullivan, claim 
agent, Massachus:tts Bonding. 

One prize of $7.50 to Charles H. Tarr, 
clerk, Elmer A. Lord & Co., Boston. 

Two prizes of $5 each to Helen M. 
Preston, secretary, Charles H. Chubbuck 
Agency, East Weymouth, Mass., and 
George H. Rand, Jr., clerk, Massachu- 
setts Bonding. 

Three prizes of $2.50 each to Ernest 
T. Berkeley, clerk, statistical department, 
Employers’ Liability; George J. Mor- 
rissey, clerk, Liberty Mutual, and F. W. 
Simpson, assistant supervisor, Liberty 
Mutual. 





RICHMOND WINS CONTEST 


The big city safety contest conducted 
by the National Safety Council for a six 
months’ period was won by Richmond 
with Chattanooga and Kansas City safe- 
ty councils second and third.* Medals 
were presented at the National Safety 
Congress meeting in. Pittsburgh. 


ERNEST FEINHALS RESIGNS 

Ernest Feinhals, for the past three 
years director of safety education for 
the Union Indemnity at its New Orleans 
home office, has resigned and has left 
for the East. Before joining the 
Union Indemnity he had ten years’ ex- 
perience as a contracting engineer in 
New Orleans and various other southern 
cities. The health of Mrs. Feinhals ne- 
cessitates a change in climate. 





MOVING ST. LOUIS STAFF 

The Southern Surety of New York is 
now moving the staff and records of its 
former executive office at St. Louis to 
the home office in New York. Only one 
department at a time will be moved, 
thus giving an opportunity to amalga- 
mate the St. Louis staff into the home 
office staff gradually and without con- 
fusion. 


MASSACHUSETTS ACCIDENT CO. 
BOSTON, MASS. 








Established 1883 


OUR SPECIALTY : 


NON - CANCELLABLE DISABILITY COVERAGI 
Renewable to Age 60 


TOTAL DISABILITY INDEMNITY 7. 
Unlimited 


4 PARTIAL DISABILITY INDEMNITY 
@ Unlimited or 12 Month Lim. 


WAITING PERIODS 
14-30-60 or 90 Days 


Tr 








CHESTER W. McNEILL 
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Indemnifiers for Forty-Five Years 











